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This is the starting point of a “little journey” 
through the splendid new retail plant of the Antrim 
Lumber Co., at Enid, Okla., in which the reader will 
in imagination, aided by photographic illustrations, 
follow the footsteps of the five thousand or more men 





and women who on a recent Saturday evening, from 
6 to 10 o’clock accepted the company’s invitation to 
“Come and see us in our new home.” There is a 
reason for beginning this story on the front page, 
which reason is, to show the world—or as much of 
it as may be interested—that the retail Jumber busi- 
ness has “grown up” and is taking a just pride in its 
stock-in-trade, its surroundings, its buildings, and its 














An Example of Progress in Retailing 





An attractive window display in new store of the Antrim Lumber Co., Enid, Okla. 


other equipment and facilities for serving the public. 
For the fine lumber and building materials store here 
pictured and described is not an isolated example, but 
is one of the many uptodate stores that have been 
built, all over the country, during the year now draw- 





ing toward its close, and the forerunner of many 
more that are planned for early construction. The 
multiplication of these modern establishments for the 
merchandising of lumber and building materials may 
make the old-time lumber dealer rub his eyes and 
wonder “what the world is coming to,” but their 
builders are men of vision who realize that today’s 
and tomorrow’s merchandising [Turn to page 46] 
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ALITEATOR’ 


STEBISB Isls LACING 


Men Use It 


—because they like it 


MEN like the quick, easy application 
with a hammer as the only tool. 


They like the smoothness of this —the strongest flex- 
ible joint on earth. They like its ready adaptability 
to any type ofservice. The cost is trifling compared 
to the extra protection it gives the belt ends. ““Never 
lets go.” Common sense tells them that the sec- 
: tional steel rocker hinge pin will outlast any 
np eS other type of pin. Year after year sees larger 
HAMMER TO > quantities of all eleven sizes in use. Try 
— ~ Alligator Steel Belt Lacing to like it. Sold 
throughout the world. 


FLEXIBLE STEEL LACING CO. 
4673 Lexington Street, Chicago, U.S.A, 
in England at 135 Finsbury Pavement, London, E. C. 2 


iT Look for this famous Registered 
Trade Mark, now stamped on gen- 
uine Alligator Stee! Belt Lacing. , 
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Is Your Shirt ... 


A Spinning Wheel Product? = 





























AMERICAN 


LOCOMOTIVE CRANES 


As the old spinning wheel of yesterday gave way 
to modern steel machinery so have older designs 
and construction of equipment become “back 
numbers” — antiquated because of the constant 
developments and fine craftsmanship of American 
engineering. Outstanding in its progress for close 
on to half a century, American Hoist & Derrick 
Company continues its remarkable leadership in 
this ultra modern age. 


AMERICAN HOIST & DERRICK CO. 
67 South Robert Street, St. Paul, Minn. 
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Profitable Reading of the Literature of Business 


RINTED MATTER making 
claims to be termed literature 
is so abundant and sometimes 

is so zealously pressed upon the busy 
man’s attention as to appear more 
like a threat than a source of valu- 
able information. As a consequence 
the person who really wishes to be 
well informed is in need of greater 
discrimination than at any former 
time. His time often is definitely 
limited and in a real sense it may be 
even more valuable than money. It 
is to him,.therefore, a matter of no 
small importance to select from the 
flood of periodicals and books those 
that he must read if he would keep 
abreast of the times. 

Relatively few persons, perhaps, 
will claim that they are either sys- 
tematic or discriminating in their 
reading. Their reading for the day 
is more often determined by the skill 
of the head writer than by a desire 
to keep informed regarding matters 
of importance. Habit or interest 


may lead to a glance at the headlines 
of the morning paper, a quick sur- 
vey of the money markets, perhaps 
a rather detailed reading of the 
sporting news and a hasty skimming 
of the comic strips. All this may 
be done by many persons without 
reference to their individual business 
interests. 

America boasts of the literacy of 
its people. But if such a boast is 
to have validity it must imply pur- 
pose and discrimination in reading. 
One may read for entertainment, for 
information and for instruction, each 
in its proper proportion. To read 
wholly for entertainment implies a 
neglect of informative reading, and 
the mind needs solid reading of the 
instructive kind if it is to be pre- 
pared for the serious problems of 
business and civic life. The average 
intelligent American citizen, if he is 
not to delegate the conduct of public 
affairs to politicians and propagan- 
dists, must delve a little more deeply 


into the literature of civics and go. 
ciology. 

Notwithstanding its immensity, the 
literary output has become so wel] 
classified with respect to its aims 
and appeals that there need be little 
difficulty in choosing that which js 
best adapted to the reader’s position 
and purposes. In making the choice, 
however, vocational literature can 
not be left out of account. No busi- 
ness man will knowingly employ an 
attorney or a physician who does not 
keep up to date in knowledge and 
skill. The business man is under 
the same obligation to keep himself 
informed regarding developments in 
his own industry. The easiest, in- 
deed the only means of doing so is to 
read a good business paper devoted 
to his industry. It is the function 
of such a paper to search out, sift 
and present the news of industry so 
that the business man who reads it 
may feel confident that he is missing 
nothing of importance. 





Forestry Goes to the Fair—A Practical Demonstration 


ORESTRY in many of its aspects 
resembles agriculture. Basically 
forestry is tree-growing, the 

producing of successive crops of 
wood. In some sections most of the 
land and in most sections on some 
land trees are the only crop that can 
be profitably grown. Tree crops 
may in the first case supplant agri- 
culture and in the other merely 
supplement it. Trees will grow on 
lands that are too rough for culti- 
vated crops and they will grow on 
lands not needed for the production 
of cultivated crops under present 
conditions. But there is something 
of technique in forestry and tree 
growing, as there is in_ other 
branches or types of agriculture. 
Therefore, the same or similar 
methods may be used in demonstrat- 
ing the best practices in growing 
both trees and other crops. Since 
forestry is so closely related to and 
associated with agriculture proper, 
the same persons are interested in 
both, and in forested regions the 
community’s interest in tree grow- 
ing may be said to be hardly second- 
ary to that in the growing of culti- 
vated crops. 
Since local and regional fairs 


have proved so effective in improv- 
ing the methods of stock raising and 
farming generally, the same instru- 
mentalities should be effective in 
stimulating interest in forestry and 
in introducing and establishing the 
best methods and practices in tree 
growing and forest protection. It is 
not known at this time to what ex- 
tent forestry fairs have come into 
vogue, but notice of the second to be 
held in Georgia is published else- 
where in this paper. This fair is 
to continue for three days and its 
outstanding features are to be 
demonstrations in making forest fire 
lines and in providing fire protec- 
tion for forests. 

It is hardly to be expected that 
exhibits at forestry fairs shall in- 
clude displays of mature crops pro- 
duced on woodlots; and yet, it should 
be practicable by means of photo- 
graphs and films to show how un- 
pastured and fire protected woodlots 
quickly respond to considerate treat- 
ment. It may be doubted if many 
persons, even in forested regions, 
realize how quickly land is taken 
over by tree growth, when live stock 
and fires are kept out. In many sec- 
tions the real money return from 


pasturing forest land is altogether 
disproportionate to its cost in the 
sacrifice of young trees, for the de- 
struction of such growth is indeed 
enormous. On such land trees will 
in many cases bring in more money 
with less labor and other expense 
than will cattle. 

In a large part of the United 
States there is a rather important 
place in community economy for 
woodlot forestry in combination with 
true agriculture, and the local fair 
ought to prove an effective agency 
for demonstrating the part that tree 
growing and the part that food or 
other crop growing, respectively, 
should have in the activities of the 
people. The fair, at the same time 
that it may help the land owners to 
better methods of protecting and per- 
petuating the timber supply, ought 
to enlist the sympathy and support 
of other citizens in making these 
methods practicable. Without such 
support fire protection is out of the 
question. With that support the 


forests can be not only protected 
from fire, but the trees can be made 
the basis of important local indus- 
tries and a perpetual source of com- 
munity wealth. 
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Advertising 


ITH DISCONCERTING fre- 
quency the charge is made that 
retail dealers are apt to shelve 

good advertising matter instead of 
putting it to work. This advertising 
literature is a potential sales force 
and it should be set to work as sales- 
men are set to work. When used prop- 
erly advertising matter is a prof- 
itable investment; when left on the 
shelves it is a waste and a tax on 
the industry. Most of the advertis- 
ing matter that is unused is sup- 
plied to dealers by manufacturers. 
Of course it is supplied on the tacit 
understanding that it will be used 
to promote the sale of the manufac- 
turers’ products. Its acceptance im- 
plies something of an obligation to 
use it for that purpose, with a re- 
sulting profit to both the manufac- 
turer who supplies it and to the 
dealer who distributes ‘it. 





Matter Must Be Put to Work 


In general the large manufacturer 
has facilities for preparing better 
publicity pertaining to his own prod- 
ucts than the dealer could prepare 
and in many cases he may be able to 
provide it at lower cost than the 
dealer could provide it for himself. 
Often, indeed, the producer supplies 
the literature to the dealer free. In 
such a case there is danger that the 
dealer may undervalue it. There- 
fore, it will be as well, when it is 
proposed to supply free advertising 
literature, to have a pretty definite 
assurance that it will be used. If 
the manufacturer supplies it with- 
out a request from the dealer and 
without an understanding that it 
will be used he can hardly complain 
if it is left on the shelf. In fact, 
it is a matter of importance that the 
dealer have something to say about 
the character of advertising he is 


asked to distribute to his customers. 

At times dealers in many sections 
complain that business is dull. 
Whenever that situation exists it 
would be a good plan to take an in- 
ventory of the advertising literature 
on hand and make an effort to get 
into the hands of prospective pur- 
chasers all of it that is appropriate 
to the season. When business is dull 
there is time to go after it, and put- 
ting good advertising literature into 
the hands of the buying public is 
an admirable way to lay the foun- 
dation for future sales. To leave © 
this advertising matter on the 
shelves is much the same as to allow 
employees to spend their time in 
idleness. In dull times employees 
may be profitably engaged in dis- 
tributing the literature. 

By any and all means, let these 
selling helps be put to work. 





Shall the American Home Be Sold “Short”? 


N THESE days of plunging bulls 
and raging bears it is a wise per- 
son who keeps off Market Street 

and confines his activities to Indus- 
try and Home streets. For after 
all, the wealth of the country is pro- 
duced in industry and the best of 
all securities is the home. In the 
excitements of high-financing that a 
considerable part of the population 
has been indulging in there has been 
some danger that too much attention 
would be given to fictitious paper 
“values” and that the real tangible 
values would be neglected. In fact 
that is what has happened. Money 
has been drawn from productive in- 
dustry to be used in speculative ac- 
tivities. 

Speculative sprees, like sprees of 


a different kind, vary in their dura- 
tion, and it is perhaps idle to predict 
the time when the people of the 
United States will become tired of 
watching the antics of the bulls and 
bears, and will be ready to go back 
to normal pursuits. But there are 
signs of returning sanity and most 
of the prodigals may be expected to 
slip into the back doors almost any 
evening now. They have not forgot- 
ten that they have homes, nor have 
they forgotten the way back; they 
will be as glad to get back as the 
rest of the family will be to have 
them come. 

There has been no deliberate in- 
tention to neglect the solid and se- 
rious matters of werk and home, and 
as the losses and wastes of the spree 


become manifest there will be extra 
efforts to make them up. Whatever 
may have been the practices or the 
policies of the market in dealing in 
stocks and bonds, there has been no 
intention to sell the American home 
“short.” That is where the real in- 
terest and security rests, and it is 
there that the new journey back to 
normality will start, in fact, already 
has started. The people are steadily 
getting into a frame of mind to con- 
sider real values, founded in divi- 
dends of comfort, security and hap- 
piness as these are found in the 
home and nowhere else. As the stock 
appeal goes down the home appeal 
goes up. Now is a good time to sell 
homes. The public is in a frame of 
mind to listen to that appeal. 





Features of Georgia Forest Fair 


Vatposta, Ga., Nov. 11.— Directors of the 
Valdosta Chamber of Commerce met yesterday 
to consider the details of the second annual 
Georgia State Forest Fair, to be held in this 
city Nov. 21, 22 and 23. 

On the opening day of the fair a lecture on 
“Possibilities of Forestry in Georgia” will be 
given. This will be followed by a tour of 
inspection of exhibits dealing with conserva- 
tive turpentining, manufacturing of new prod- 
ucts from southern pine, manufacturing rayon 
silk, effects-of woods burning and various ex- 
hibits from national and State forest services. 
Other exhibits will include turpentine tools, 
fire fighting tools, paper pulp from pine, re- 
forestation and Georgia forest products. 


During the fair a field trip will be made 
where methods and results of conservative 
naval stores operations will be practically 
demonstrated. Visits will also be made to a 
forest seed bed, located near the city. At the 
same place various types of fire lines are to be 
located and those interested will be given the 
opportunity for comparison of the cost of such 
protection with the cost of the present system 
of raking and burning. These methods. will be 
shown by actual demonstrations with different 
equipment and under varying conditions. There 
will also be an actual demonstration in land 
clearing, forest tree thinning and the planting 
forest tree seedlings. 

At various periods during the fair moving 
pictures depicting forest situations in south 
Georgia and north Florida will be shown. 


Buys Mill at Birnamwood, Wis. 


SHEBOYGAN, Wis., Nov. 11.—Robert G. Mais- 
lein, president of. the Maislein-Dawson Lum- 
ber Co., hardwood wholesaler of this city, ad- 
vises that his company has purchased the 
Charles W. Fish band mill No. 2 at Birnam- 
wood, Wis., and intends to put in logs this 
winter and may start operating. However, it 
is possible operations may not be started until 
spring, at which time a portable band mill may 
be installed and manufacturing started at that 
time. (See aeaeaeaeaaaeaees 

CANARY WHITEWoop is a British term for 
American poplar, the United Kingdom es- 
teeming most the variety having a deep yel- 
low shade. 
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Makers of Ironing Board Tops 


Can you furnish me with the names of some 


manufacturers who can make ironing board 
tops in yellow pine of B&better stock? We are 
at present buying shorts and having the-boards 
glued up by a local plant, and later shaping 
the boards ourselves. We believe, however, that 
someone who is furnishing glued stock could 
make these boards at an attractive figure. Any 
information you can give us will be appreci- 
ated.—INQuiIRY No. 2,398. 


[This inquiry comes from a woodworking 
plant in Indiana. In response, the names of a 
number of concerns making ironing boards 
have been given. The name of this inquirer 
will be furnished on request.—EpirTor.] 


Restricting Wholesale Price Benefits 


In your issue of Oct. 19, under “Query & 
Comment,” I read the question: “What do you 
find is the best method for stopping the prac- 
tice of wholesale men selling contractors di- 
rect?” together with your reply. 

This is a difficult question and one not easy 
to answer. However, if the same question was 
put to me, I would reply to the retail dealer 
as follows: 


1. Insist that manufacturers appoint whole- 
sale agents for your territory, excepting where 
the manufacturer desires only to do business 
directly with the retail trade. 

2. Refuse to accept wholesale commissions or 
any other special concessions to which only 
wholesale agents are entitled. Before buying 
from an agent, ask if he is giving any of your 
competitors a special concession on similar ar- 
ticles. 

3. Having placed an order with an agent, 
give out no false or misleading information to 
others, regarding the order which you have 
placed. 

4. With each order specify that a manufac- 
turer’s car card, for means of identification of 
contents, be placed in each car to insure that 


you or your customer shall get what is or- 
dered. 
5. Arrange that the manufacturers’ agents 


and representatives of the retail trade in your 
locality, get together and come to a definite 
understanding as to just which consumers may 
be sold direct by these agents. 

Then, give your inquiries and orders only to 
those agents, excepting where a mill desires to 
sell only to retailers direct.—INQuiIRY No. 
2,387-A. 


[These suggestions are made by a field sec- 
retary of a manufacturers’ association in re- 
sponse to an inquiry regarding the practice of 
selling at wholesale to contractors——Epiror. | 


Mail Order Price Advantages 


I would appreciate very much learning 
just how we are going to be able to handle 
fence wire and steel products in competition 
with the mail order houses. They are now 
quoting 12% gauge 2 point cattle wire $3.95 
delivered to this station. I must pay for the 
same wire $3.05 f. o. b. Minneapolis, Minn. 
The freight per spool from Minneapolis 
amounts to $1.05 which makes the wire cost 
me $4.15. Even buying it in carload lots, it 
would be a losing game. The North Dakota 
Lumbermen’s Association at its latest con- 
vention made an agreement that the members 
would not purchase any wire products until 
the manufacturer made adjustments that 
would make it possible to compete with the 
mail order concerns. 

Any information that you may have along 
these lines will certainly be very much appre- 
ciated.—INQuIRY No. 2,399. 


[This inquiry comes from Montana. The 
question propounded has in its various aspects 
come up from time to time. In general, re- 
tailers have asserted that they can meet mail 
order prices on goods of equal quality, and it 
has rarely occurred in the experience of the 
AMERICAN LUMBERMAN, that a retailer has 
claimed that the identical product was sold 
by the mail order house at a lower price 


than the dealer could supply it. Certainly, if 
the manufacturer of fence expects to market 
any considerable part of his product through 
the retail dealers of the country, he can hardly 
afford to give mail order concerns a price 
advantage. There is, of course, a temptation 
to do so, because a large mail order concern 
may distribute in a given time much more 
than a single retailer in any community. Com- 
parison should not be made, however, with 
a single retailer but rather with local retailers 
as a class. If the policy adopted by the group 
referred to is adhered to by the dealers for 
a considerable period the fence manufacturer 
will be able to judge whether he can afford to 
ignore the dealers as distributers. 

It is believed that if the situation here de- 
scribed is at all general, it deserves considera- 
tion from dealers. Readers are, therefore, in- 
vited to offer any suggestions they may have 
for the solution of the problem presented.— 
Eprtor. |] 





Utah as a Lumber State 


Will you kindly let us know if the state of 
Utah is a lumber producing State and if it is 
not, where does lumber come from that is 
shipped into Utah?—INquiry No. 2,376. 

[This inquiry comes from an eastern con- 
struction company. The latest figures avail- 
able show that in 1924, Utah produced 7,378,- 
000 feet of lumber; in 1925, it produced 5,- 
861,000 feet; and in 1926, it produced 6,479,- 
000 feet. 


The latest figures on consumption show that 
in 1923 Utah received 87,000 feet of southern 
pine; 91,318,000 feet of Douglas fir; 33,529,009 
feet of western pine; and 1,759,000 feet from 
the California pine region. The total for the 
year was, therefore, 126,693,000 board feet— 
Epitor. } 


Temporary Cribs for Corn 

In reference to inquiry regarding wooden slat 
cribs, I have to say that they are identical with 
what is generally sold as snow fence. In fact, 
they are just pieces of snow fence cut off in 
various lengths, by the rod, so that when put 
in a circular form they hold 400, 600, 800 or 
1,000 bushels of corn. They are put up in 
either single or double section form. In the 
double section, the first section is erected and 
filled with corn, then the second section is set 
on top of the corn in the first section and is in 
turn filled. This form of storage can be pro- 
vided very cheaply, but, of course, is of a tem- 
porary nature.—INQUIRY No. 2,400. 


[The foregoing information is given in re- 
sponse to an inquiry made of J. R. Randall, 
president of the Reserve Supply Co., wholesale 
distributer to retail lumber dealers, Minne- 
apolis, Minn. In an interesting talk at a re- 
cent retail lumbermen’s meeting, concerning the 
operations of his concern Mr. Randall referred 
to the fact that it had distributed from 30 to 
40 carloads of portable corn cribs to dealers 
this season. 

The names of manufacturers of this woven 
wire fence, will be supplied to inquiries on re- 
quest.—EbITor. ] 
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Among the many growing 
interests in Dubuque the lum- 


| Chicago nearly 25 years ago, 
| where it will remain until the 


that plans for woodworking 
establishments be taken up. 


ber trade is assuming prodigi- 
ous proportions and during 
the past year its dealers have 
extended their trade into new 
fields, large shipments being 
made to all points east, west, 
north and south. Upwards of 


500 men are employed by 
Dubuque lumber dealers. 
* * * 

There is a tame bear at 
Morgan Bros.’ lumber camp 
near Farwell, Mich, that 
smokes and chews _ tobacco, 
drinks whisky and performs 


several other civilized feats 
about as well as the average 
young blood of the period. The 
Register, from which we ob- 
tain the above information, 
does not say so, but probably 
one of the other civilized feats 
is playing poker. 
** 6 

We see an item going the 
rounds of our exchanges to 
the effect that 25 years ago 
Bangor, Me., was the great- 
est lumber center. This is a 
mistake. Forty years ago it 
held that position, and about 
30 years ago Albany, N. Y., 
was. the greatest American 
lumber market. Thence it took 
Greeley’s advice and reached 


| great pineries of the North- 


| west shall be no more. 

** 

| Since the advent of the 
Bell, Edison and other tele- 


phones a great many attempts 
have been made to produce an 
‘instrument that should be 
|cheap and _ practicable for 
| short lines where the expense 
of the more perfect instru- 
ments might preclude their 





use. By far the most success- 
ful of these has been fur- 


nished by W. H. Van Ornum, 
of this city, and is called the 
Van Ornum loud speaking 
telephone. It is a very sim- 
ple instrument, put up with 


wires, and works effectively 
over both long and _ short 
lines. Aside from a somewhat 


metallic ring the sound of the 
voice is transmitted with as- 
tonishing clearness. Three of 
them are now in use in the 
LumpBerMAN Office where they 
give excellent satisfaction. 

x* * * 

The following letter from 
one of our subscribers is di- 
rectly in the line of our 
intentions: “We note your in- 
tention to open a building de- 
partment and would suggest 











We stand in need of a plan 
for a shingle mill, containing 
two swing machines, bolter, 
sapper, jointers and _ jack 
work. Oblige with one.” We 
are making preparations which 
we trust will shortly enable 
us to comply with the request 
of our correspondent. Mean- 
time, we would be’ glad to re- 
ceive contributions from our 
readers upon the subject. 


* * * 


The firm of Harbert, Rus- 
sell & Co., lumber merchants, 
Philadelphia, Pa., presents a 
conspicuous example of lon- 
gevity. The business was be- 
gun 56 years ago and Mr. 
Harbert, who is now 83 years 
old, has been the senior mem- 
ber of the firm during that 
period. 

* * * 

The gradual displacement 
of wood for iron in laying 
railway ties and _ sleepers, 
building bridges, etc. to say 
nothing of the enormous con- 
sumption of paper for wood 
in making household furniture, 
lead pencils and an _ endless 
variety of fancy articles, will 
lessen to a considerable extent 
the drain on the forests. 
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Southern Pine Orders Decline; Small-Mill Items Soft 


Southern pine bookings during the week ended Novem- 
ber 9 were 88 percent of production, compared with 97 
percent the preceding week. Production of identical 
mills is running about 13 percent less than in the same 
period of last year. Demand from industrial consumers, 
especially for crating stock, has fallen off rather sharply. 
But railroad purchases are still considered good, with pros- 
pects encouraging. The longleaf mills report nice files 
of unfilled orders for timbers. Shortleaf stocks have not 
been moving so well, and prices on small-mill items show a 
tendency to soften. Southwest trade is not up to expec- 
tations for this time of year. In the middle West, yards 
are inclined to hold down their stocks until after inventory, 
but it is said that line concerns welcoine an opportunity to 
provide for future needs at concessions. Business in the 
East continues quiet. Mull stocks are not large, shipments 
for 44 weeks having exceeded the cut by 1 percent. 


Business in Northern Pine and Hemlock Is Slower. 


Northern pine mills to date this year have shipped 10 
percent more than they have produced, so that gross 
stocks are not large, for the mills started this year with 
less material on hand than at the corresponding date of 
last year. Business recently has been slow, with shipments 
running ahead of bookings, so that order files are becoming 
thin, and on November 2 those of nine mills amounted to 
only 12 percent of gross stocks. Sales in the week ended 
November 2 made 72 percent of those of identical mills in 
the corresponding week last year. Retailers in both the 
middle West and East are holding their assortments to the 
minimum, but large wholesale distributing yards have 
a good deal of confidence in the market and have been 
increasing stocks. Industrial demand for low grades 
has declined. A good feature is that holdings nowhere 
are large, so that stocking up is expected to begin shortly 
after inventories, and prices are firmly held. 

Business in northern hemlock has recently been slow, 
and average bookings during the week ended November 2 
touched one of the low points of the year, but made 77 
percent of output, which was also small. The mills had 
unfilled orders equal to 26 days’ average cut, and were 
holding prices firm. A survey indicates that next year’s 
output will be 8% percent less than this year’s. 


Fir Output Gains on Sales; Shutdown Is Predicted 


Production on the West Coast during the week ended 
November 9 was maintained at practically the same per- 
centage of capacity as in the preceding week—slightly 
less than 70 percent. Identical mills showed a slight in- 
crease in their output. Orders made a smaller percentage 
of the cut than did those of the preceding week, being 9.6 
percent below it. Foreign bookings gained almost 20 per- 
cent, perhaps because of the announcement of plans for 
stabilization of transpacific rates through a new steamship 
conference. These have been at an extremely low point, and 
prospects of an increase will bring in many buyers. 

Total domestic business was smaller, for a slight gain 
in cargo business was more than offset by a decline in 
rail. Industrial demand in general has slowed down, fol- 
lowing the break in the stock market, but the railroads 
are placing some business, and are expected to continue 
in the market. Retail yard trade is slow. Sellers are de- 
pendent to a large extent on mixed car orders for rush 
shipment to rural yards. On the Atlantic coast retailers 
especially are very conservative in their purchases, but 
wholesalers show more confidence and have been adding 





Lumber Statistics Appear on Pages 52 and 53; 





to their stocks, so that there has been accumulation in their 
hands. Prices show a good deal of firmness. There have, 
however, been rumors of a further decline in vessel freight 
rates. Competition in the East is quite keen. Stocks in 
southern California have increased a little recently, but 
are not considered excessive. A good many lumber car- 
riers have been tied up, and prices are being held. 

There is a decided sentiment in favor of curtailment, 
and many mills will close before the end of November. 


Redwood Mills Booked Ahead; Some Cypress Items Soft. 


California redwood mills report bookings heavily in ex- 
cess of those for the corresponding period of last year, 
and about one-third larger than production, but it is prob- 
able that a good deal of these cover material that will go 
into stock at eastern distributing centers. Trade in north- 
ern California has continued rather good, and the southern 
part of the State is taking a fair amount. Foreign business 
has been slow, though the total for the year to date makes 
a nice showing. Unfilled orders are above normal, for al- 
though there are not many ahead for foreign markets, or- 
ders for California points and the East have been exceed- 
ing shipments. 

Some softness appears to have developed in the southern 
cypress market. The best demand is for high grade, thick 
stock, and mills are turning much of their output to such 
items. Shop and finish are in fair ca]l only, and boards 
are rather slow, while there are full mill stocks of these 
items, and reports indicate that efforts are being made to 
obtain business at concessions. 


Sales of Western Pine Groups One-Third Under Cut 


Inland Empire bookings during the week ended Nov. 9 
were about one-third less than the production, and were ex- 
ceeded by shipments. Unfilled orders amount to about 10 
percent of the stocks, but some of the mills have already 
taken off their night runs, and a great many will be en- 
tirely down before the end of November. Shop remains 
dull, and mill stocks tend to accumulate, while there has 
recently been a slackening off in the movement of box 
lumber. Sales to retail yards are fair for this season. 
Idaho pine prices are strong, amd not much change has 
occurred in those of Pondosa during the last week: 

California pine mill sales for the same week were one- 
third less than their output. These mills reported that on 
Oct. 1 their stocks were 3.5 percent larger and their un- 
filled orders 11.7 percent smaller than on the same date 
last year. No. 3 shop and better stocks were much larger. 


Hardwood Sales Smaller; Production Is Declining 


Bookings of southern hardwood mills during the week 
ended Nov. 9 made only 81 percent of their production, and 
were exceeded by shipments. Production is lower, and 
will likely decline further, as rains are making it difficult 
for some mills to obtain logs, and there will be enforced 
curtailment. There has been voluntary curtailment, also, 
because of the recent falling off in demand from industrial 
consumers. Quotations are softer, because low order files 
have caused certain producers to offer concessions. Build- 
ing trades demand is dull, and automotive and radio cabi- 
net plants are taking no more than they must have. 

Northern production is at a low point; it was nearly 
equalled by sales during the week ended Nov. 9, and sales 
of the preceding four weeks were above the production. 
Prices are reported firm. A recent survey in the North 
indicates that stocks are larger than they were last year, 
but that next season’s input will be lower. 


Market Prices and Reports on Pages 79 to 84 
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Wood Gaining Popularity for Many Uses 


Department Stores, Engineers, Architects, Students, Ship Builders, A partment House 
Owners, Technicians and Farmers Join in Boosting Lumber 


Boosts Wood Interiors 


Boston, Mass., Nov. 12.—One of Boston’s 
leading department stores is running in the 
local newspapers a series of advertisements 
based on wood interiors and cabinets. These 
advertisements give wood a very nice boost 
and do so without stretching the imagination 
in any way. 

ch day an advertisement appears telling 
of glass, china, pewter or other articles on 
sale. The illustrations show these articles in 
beautifully appointed corners of the store, usu- 
ally set in a wood cupboard or on a wood table. 

A china sale carried in display type the leg- 
end, “Mahogany Shelves for China.” One on 
glass showed a built-in cabinet in which the 
product was displayed, and said: “Those who 
appreciate things of rare beauty and distinctive 
charm will thrill to the Colonial simplicity of 
these niches.” 

An advertisement offering Colonial pewter 
ware for sale said: 

If you are browsing around our new store, 
you can’t miss this fascinating corner. It 
forms such a striking background to the street 
floor, and the Colonial woodwork of knotted 
pine holds a direct invitation to stop and 
look at the shelves of gleaming pewter. Carved 
cornices and decorations make it unusual and 
doubly Colonial. 

* * * 


Heat Transmission Tests 


Wasuincron, D. C., Nov. 11.—At the meet- 
ing of the technical advisory committee in 
December the additional program for heat 
transmission tests will be discussed. 

The present data, secured from preliminary 
tests, are favorable to wood, but not sufficient 
to give an idea of the relative heat transmissa- 
bility of different wood species. 

Early results from the tests of air infiltra- 
tion through frame walls indicate that such 
walls can be built practically air tight if cer- 
tain simple precautions are observed. 


* * * 


Wood Tanks Wear Well 


Wasuincrton, D. C., Nov. 11—Wood water 
tanks installed approximately 40 years ago are 
still giving full service to the Lehigh Valley 
Railroad. The wearing qualities of these 
white pine tanks, according to one of the exec- 
utives of the railroad, are excellent. Cypress 
and redwood are also being used in the con- 
struction of new tanks. 


* * * 


National Meetings Scheduled 


Wasuincton, D. C., Nov. 11—The meet- 
ing of the advertising advisory committee of 
the National Lumber Manufacturers’ Associa- 
tion, which had been called for Chicago Nov. 
5, will be held in Kansas City Nov. 20. In 
attendance will be Raymond B. White, chair- 
man of the trade extension committee; Paul 
Kendall, L. R. Putman and Carl Hamilton. 
Theodore M. Knappen, director of advertising 
and publicity of the National association, and 

Perk:ns, advertising account executive, 
will be present to advise with members of the 
committee concerning plans for the 1930 ad- 
vertising campaign. 

Preparations have been about completed for 
the meeting of the board of directors of the 
National association and the trade extension 
committee at the Arlington Hotel, Hot Springs, 
Ark. The trade extension committee will meet. 
on Thursday, Dec. 12, and the directors on the 
following day. The Southern Pine directors 


and subscribers will meet Dec. 10 and 11 at 
Hot Springs. 

All members of the committee are being 
urged to attend the Dec. 12 meeting. Where 
this is impossible, members are urged to ar- 
range with their respective regional associa- 
tions to designate representatives. 


* * * 
CYPRESS AND CEDAR WANTED 


Navy Department Asks Bids on 186,000 Feet 
—Prescribes Requirements 


Wasuincton, D. C., Nov. 11—The National 
Lumber Manufacturers’ Association is calling 
the attention of subscribing associations and 
trade extension subscribers to the fact that the 
Bureau of Construction and Repair, Navy De- 
partment, is in the market for 186,000 feet of 
cypress and Port Orford cedar for use in con- 
nection with boat building. Bids are being 
called for under Schedule No. 2194 and will be 
opened Nov. 26. Prospective bidders can obtain 
duplicate copies of Schedule No. 2194 and dup- 
licate copies of the necessary Form “A” from 
the Bureau of Supplies & Accounts, Washing- 
ton, D. C., the Navy purchasing offices in New 
ben and San Francisco, or from any Navy 
yard. 

A description of the material wanted fol- 
lows: 


Class 1153: 16,000 feet red cypress (coast 
type), rough, “B Finish,” air or kiln dry, 1 
inch thick by 13 to 20 inches wide, averaging 
at least 15 inches, by 8 to 20 feet long, av- 
eraging at least 14 feet. 


Class 1154: 35,000 feet red cypress (coast 
type), grade “B Finish,” air or kiln dry, S2S 
to j%-inch, by 13 to 20 inches wide, averaging 
at least 15 inches, by 8 to 20 feet long. 

Class 1155: Boat planking, rough, square 
edge, shipping, air, or kiln dry, 8 inches and 
up wide, averaging at least 12 inches, by 12 
feet and up long, averaging at least 18 feet. 
Consists of 10,000 feet 1 inch, 5,000 feet 1% 
inches and 5,000 feet 1% inches in thickness. 

To be cypress, grade “A Finish,” or Port 
Orford cedar graded in accordance with Navy 
Department specification 39-C-6b, or southern 
white cedar, grade “A” in accordance with 
Navy Department specification 39-C-3c. 


Class 1156: 16,000 feet boat planking, rough, 
shipping, air, or kiln dry, 1 inch thick by 8 
inches and up wide, averaging at least 12 
inches, by 12 feet and up long, averaging at 
least 18 feet. 

To be cypress, grade “A Finish,” or Port 
Orford cedar graded in accordance with Navy 
Department specifications 39-C-6b. 


Class 1157: Boat planking, rough, shipping, 
air or kiln dry, 8 inches and up wide, averag- 
ing at least 12 inches, by 12 feet and up long, 
averaging at least 18 feet. Consists of 16,000 
feet 1 inch and 16,000 feet 1% inches thick- 
ness. 

To be cypress, grade “A Finish,” or Port 
Orford cedar graded in accordance with Navy 
Department specifications 39-C-6b. 


Class 1158: 15,000 feet boat planking, rough, 
shipping, air, or kiln dry, 1 inch thick by 8 
inches and up wide, averaging at least 12 
inches, by 12 feet and up long, averaging at 
least 18 feet. 

To be Port Orford cedar graded in accord- 
ance with Navy Department specification 39- 
C-6b, or southern white cedar grade “A” in 
accordance with Navy Department specifica- 
tion 39-C-3c. 

Class 1159: Boat planking, rough, square 
edge, shipping, air or kiln dry, 8 inches and 
up wide, averaging at least 12 inches, by 12 
feet and up long, averaging at least 18 feet. 
Consists of 7,000 feet 1 inch, 3,500 feet 1% 
inches, and 3,500 feet 1% inches thick. 


To be cypress, grade “A Finish,” or Port 
Orford cedar graded in accordance with Navy 
Department specifications 39-C-6b. 

Class 1160: Boat planking, rough, square 
edge or flitch sawn, air dry, 8 inches and up 
wide, averaging not less than 12 inches, by 
12 feet and up long, averaging at least 18 
feet. Consists of 10,000 feet 1 inch and 9,000 
feet 1% inches thick. 

To be cypress, grade “A Finish,” or Port 
Orford cedar graded in accordance with Navy 
Department specifications 39-C-6b. 

Class 1161: Boat planking, rough, square 
edge, shipping, air or kiln dry, 8 inches and 
up wide, averaging at least 12 inches, by 12 
feet and up long, averaging at least 18 feet. 
Consists of 13,000 feet of 1 inch and 6,000 feet 
of 1% inches. 

To be cypress, grade “A Finish,” or Port 
Orford cedar graded in accordance with Navy 
Department specifications 39-C-6b. 

All of the cypress mentioned above is to 
be graded in accordance with the rules of 
the Southern Cypress Manufacturers’ Asso- 
ciation or the National Hardwood Lumber 
Association and is to be accompanied by a 
certificate of grading issued by the associa- 
tion concerned. 

*¢ 8 


Modern Article Favored 


Wasuincton, D. C., Nov. 11—A West 
Coast lumber manufacturing company recently 
published a leaflet showing four large apart- 
ment houses in this city in which wood window 
and door frames are installed. 

To those who know the national capital the 
apartment houses selected as illustrations for 
the leaflet make it apparent that wood sash and 
doors are favored in the finer structures here. 
In this list are found the Broadmoor Apart- 
ments, the Park Central Apartments, Woodley 
Park Towers and Alban Towers, all in promi- 
nent and fashionable locations. 

The frames for the windows and doors of 
these apartments were handled through the 
firm of J. Carey King (Inc.), of this city. This 
firm is also handling similar material for a 
number of other leading apartment houses 
under construction in Washington. 

* * * 


Recommends Wood as Safer 

BLoominctTon, INp., Nov. 11.—Students at In- 
diana University are being given an opportu- 
nity to do some clear thinking for themselves 
in the matter of the qualities and proper use 
of building materials. Among other things 
they are being shown the fallacy of some of 
the statements frequently made as to so called 
fireproof buildings. Under the heading, ““Wood- 
en Framework Is Safer Than Steel, Mathers 
Points Out,” a recent issue of the Indiana 
Daily Student had an interesting article on this 
subject, as follows: 

“The recent fire at the power house is 4 
good example that a heavy wooden super- 
structure in building is, in the case of fire, 
safer than steel framework,” Prof. Frank 
Mathers, of the chemistry department, de- 
clared recently. Steel beams would have 
fallen under the weight of the heavy tile roof 
when the intense heat softened them, he said. 

“A building may be constructed supposedly 
absolutely fireproof, but there is always some 
part of it that is combustible. A stone mill, 
erected at Clear Creek not long ago, had not 
enough wood in it for a toothpick, according 
to the owner. However, in a short time it 
was necessary to use a carload of lumber to 
line the inside of the building in order to 
make it tenable in extremely hot or cold 
weather.” ' 

Prof. Mathers cited, as another example of 
this type of structure, the armory at Purdue 
university which was burned with a total loss 
some years ago. This building was thought 
to be absolutely fireproof, but combustible 
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material stored in it, became ignited and it 
was destroyed. 

“If the recently erected fireproof building 
of the Kresge Company in Bloomington were 
to catch fire, it would be completely wrecked 
if the fire were allowed to gain as much head- 
way as the one at the power house. The steel 
framework and the large amount of combust- 
ible material in it would make enough heat to 
weaken the long girders until they would col- 
lapse. The only manner in which a building 
can be made fireproof is in the construction 
of walls so they will bar flames from another 
pbuilding. No building can be made proof 
against a fire that starts inside it, and steel 


LUMBER SALES INCREASE 


Burlington Hog Demonstration Trains in 
Iowa and Nebraska Attract Thousands 


More than 150,000 people visited the hog 
demonstration trains operated in Iowa and Ne- 
braska during September and October by the 
Burlington Railroad in co-operation with the 
agricultural colleges of these two States. An 
additional 16,172 people visited the Nebraska 
train on exhibit at the Ak-Sar-Ben Stock Show 


requested more information on self-feeders. Al- 
though 150,000 pieces of literature were dis- 
tributed from the train the agricultural col- 
leges of Iowa and Nebraska have received hun- 
dreds of requests for additional bulletins on 
proper swine management since the trains were 
operated. The colleges are following up all 
inquiries promptly through their extension 
service. 

These two trains were splendid examples of 
united effort and co-operation to better agri- 
cultural conditions. The exhibits were fur- 
nished by the State agricultural colleges but 
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Hog house given away im guessing contest at Centerville, Iowa, during 


visit of the Burlington Pig Crop Special. 


framework makes the odds much greater,” he 
said in conclusion, 
* * * 


Memorial to General Pershing 


Lacteve, Mo., Nov. 11.—Miss Helen Stam- 
bach has been awarded first prize in a county 
contest to develop a plan for the beautification 
of the birthplace of Gen. John J. Pershing, 
commander-in-chief of the American Expedi- 
tionary Forces in the World War. 

The plan submitted by Miss Stambach covers 
only tree and shrubbery beautification. The 
Bureau Farmer, which makes the announce- 
ment, points out how the old house could be 
transformed structurally, preserving much of 
the original outline, but changing ornamental 
detail so as to make a more fitting memorial to 
Gen. Pershing. 

The Bureau Farmer also publishes a plan for 
remodeling the Pershing birthplace suggested 
by the National Lumber Manufacturers’ Asso- 
ciation. The latter plan, perhaps more in keep- 
ing with the present importance of the struc- 
ture, could be carried out at nominal expense 
and would further serve to preserve the house. 


This house was built by 
the Smith-Hughes vocational agriculture class of the Centerville high 
school and was given to the one guessing the weight of a hog 





in Omaha, making a total of 171,937 people 
who inspected the exhibits on these educational 
trains. The Iowa Pig Crop Special made 33 
stops in 29 counties with a total attendance of 
47,694. The Nebraska Profitable Pork Spe- 
cial made 66 stops with 108,071 people visiting 
the train. The exhibits on these trains pre- 
sented a practical plan of swine production 
advocating “not more hogs but more profit” 
for the farmer by better feeding and breed- 
ing and good management with the use of 
proper equipment. 

Lumber dealers in the territory covered by 
these trains already report increased sales of 
lumber for building feeders and hog equip- 
ment. One lumber yard at Trenton, Neb., re- 
ceived orders for six hog houses while the 
train was on exhibit at that point. Hog equip- 
ment manufacturers also report increased busi- 
ness. At least thirty hog houses were donated 
by local business men or community organiza- 
tions and given away or auctioned at the va- 
rious stops. Fifteen hundred farmers requested 
blue prints for building hog houses after they 
had visited the train, and over 1,600 specifically 


At York, Neb., a Blizzard Beater A-type hog house was donated by 

the York County Commercial Club during the visit of the Profitable 

Pork Special. Fifteen hundred Iowa and Nebraska farmers requested 
blue prints for hog houses after they had visited the train 


practically every agricultural organization in 
the two States contributed to the success of 
the campaign. More than 1,200 leading busi- 
ness men and farmers served on local com- 
mittees to assist in the local arrangements. 
Several communities raised funds up to $1,000 
to provide prizes, food and entertainment for 
farm folk who came to see the train. Fifty 
pure-bred hogs as well as many valuable pieces 
of merchandise were given as prizes by local 
committees. Many stunts were featured by 
the local committees to create interest and at- 
tract crowds, such as greased pig contests, pos- 
ter and essay contest, window displays, free 
feeds and barbecues, corn shows and hog 
shows. Ejighty-three local bands furnished mu- 
sic, five towns featured parades consisting of 
floats etc. Town schools visited the train and 
teachers with pupils of rural schools came for 
miles. Business: men, farmers, chambers of 
commerce, service clubs, school authorities and 
town officials all co-operated. 

There is no question that these hog trains 
will result in a more economic production of 
pork and consequently a more prosperous con- 




















tour of the train 


Economy hog house given away to the lucky visitor to the Burlington 
Pig Crop Special when it stopped at Creston, Iowa. Thirty of these 
A-type hog houses were either auctioned off or given away during the 
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Flat cars on which are mounted portable hog houses and other ap- 
proved equipment which is being viewed by crowds at Burwell, Neb. 
Lectures and demonstrations were given from these flat cars at each 


stop of the train 
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dition in our territory. Two-fifths of the farm 
income in Iowa comes from hogs, and one- 
third in Nebraska. These two States are also 
the leading hog producing States in the Union. 
The response to these trains was so universally 
satisfactory that this campaign may be con- 
sidered an outstanding success in agricultural 
demonstration work with assurance that re- 
sulting benefits will be forthcoming for many 
years in the territory covered. 

C. F, Miller, agricultural engineer, trade ex- 
tension department National Lumber Manufac- 
turers’ Association, accompanied these trains 
and rendered invaluable assistance in explain- 
ing the merits of hog houses and other small 
farm buildings made of wood. 

H. L. Ford, director of the agricultural de- 
partment of the Burlington railroad, Chicago, 
who accompanied the special much of the time, 
in a recent letter to Wilson Compton, secretary- 
manager of the National Lumber Manufactur- 
ers’ Association, says of Mr. Miller’s services: 
“We appreciated very much having C. F. Miller 
with us on our Profitable Pork Special. We 
found him agreeable to work with and very 
helpful in this campaign. I assure you we ap- 
preciate his services very much indeed.” 


Of the farmers who visited the train in Ne- 
braska alone, 1,037 asked that they be furnished 
with plans for building an A-type house, while 
1,244 requested a bulletin showing how to build 
the self feeder. This makes a total of 2,281 
farmers in Nebraska who are live prospects for 
new hog equipment to be built of lumber. The 
names of people requesting bulletins, plans etc. 
have been sent to the secretaries of the retail 
lumber associations for further assignment and 


follow up. 
* * * 


Fire Loss Reduction 


Wasuincton, D. C., Nov. 11.—Engineers of 
the National Lumber Manufacturers’ Associa- 
tion, who for several years have been making 
a detailed study of the subject, feel that the 
highly commendable 1928 reduction in national 
fire loss is of greater significance and extent 
than the figures indicate on the surface. 

The 1928 total is $472,224,568, a decrease ot 
$6,000,000 under 1927. To the reduction con- 
ceded by the National Board of Fire Under- 
writers must be added a reasonable allowance 
for the fact that billions of dollars’ worth of 
additional property value was in existence and 
at risk during 1928. 

On the bare figures, the 1928 total was the 
lowest since 1920. Besides representing a 
$6,000,000 reduction under the preceding year, 
it + about $96,000,000 less than the 1926 
total. 

The 1928 national fire loss was only about 
$25,000,000 greater than in the notably low 
year of 1920, when losses aggregated $447,886,- 
677. During this 8-year period additional na- 
tional wealth at risk is estimated to amount 
to more than $50,000,000,000 in the value of 
new buildings and a similar increase in the 
value of household goods, automobiles and 
other such articles. 

a” * * 


Wood for Tunnel Lining 


Wasuincton, D. C., Nov. 11.—Wood for 
lining is creating an engineering innovation in 
the 2-mile shield-driven tunnel being built to 
supply the Ford plant in Detroit with water 
from the River Rouge. 

At the bottom of a 70-foot shaft a huge 
steel disk will be forced through the earth, 
creating as it advances a tunnel 19 feet in 
diameter. Lining this tunnel and absorbing 
the crushing pressure of thousands of tons to 
be exerted by twenty enormous hydraulic jacks 
will be 8x8-inch dense longleaf yellow pine 
timbers, 4 feet long. The timbers will be bev- 
eled and fitted around the periphery of the 
tunnel so as to be held in place y the pres- 
sure of the earth surrounding them. 

The use of wood for this purpose is novel. 
Cast iron has been the conventional material 
for this purpose. However, a desire to ex- 
pedite construction caused engineers to look 


into the possibilities of wood. Through Long 
Leaf Yellow Pine (Inc.), sales agency for a 
group of manufacturers of this wood, a series 
of stress and strain tests were conducted. The 
decision to use wood followed these tests. 

On account of the ready availability of long- 
leaf yellow pine timbers, their use in the Ford 
tunnel is expected to prove helpful in expe- 
diting this type of construction, thus opening 
up a new market. Besides the economy pos- 
sible through the use of wood, it is pointed 
out that the use of a material that can be 
readily procured will prove a decided advan- 
tage to contractors facing delays with their 
expensive penalties. 

* * * 


Advertising and Salesmanship 


Cotumsus, Onto, Nov. 11.—Theodore M. 
Knappen, director of advertising and publicity 
of the National Lumber /Manufacturers’ Asso- 
ciation, found a wideawake audience of lumber- 
men here when he came to Columbus to address 
the lumbermen’s trade extension course, spon- 
sored by the wholesale lumbermen’s organiza- 
tion of the community. 

The advertising and publicity specialist of 
the National association discussed “Advertising 
and Salesmanship.” His remarks were fol- 
lowed by a lively discussion of the theme of his 
address. The general feeling expressed was 
that it was a deplorable fact that lumber is 
being sold so largely on a competitive price 
basis, rather than on other elements of sales 
inducement, a natural result being a poorer 


See Benefits of 


CLEVELAND, OHI0, Nov. 12.—Home modern- 
ization and all of its possibilities were revealed 
during the last week in a most graphic manner 
to Clevelanders and suburbanites adjacent to 
the Cleveland area as the result of a Home 
Modernizing Exposition staged at the Hotel 
Westlake in Rocky River, one of Cleveland’s 
beautiful suburbs. The affair was sponsored 
by the Lakewood Home Modernizing Bureau 
under the direction of R. F. (Dick) Goodnow, 
who for the last three months has been direct- 
ing the movement in the Greater Cleveland 
area. 

The exposition, although scheduled to open 
its doors Saturday night, Nov. 9, was scarcely 
ready when hundreds of interested folks from 
every section of Cleveland’s west side began 
pouring through the stalls and exhibits and 
asking questions of every kind and description 
relative to plans, costs and many other things. 

It would seem that the time for such a show 
was entirely apropos, for it came when lumber- 
men and material dealers were beginnig to feel 
some of the direct results of the modernization 
movement and they regard the exposition as a 
further stimulant to the lumber business. 


Something like twenty-five booths were ar- 
ranged in the exposition, each showing some 
phase of home modernization or holding out 
some hint or suggestion whereby the old home 
could be made a more habitable and a better 
place in which to live. And the exhibits were 
not confined entirely to local interests alone for 
a number of national manufacturers had space 
in goodly proportions. 

The Cleveland Lumber Institute, which em- 
braces practically all of Cleveland’s lumber in- 
terests, presented an interesting array of house 
plans prepared by Cleveland architects and 
members of Cleveland Chapter A. I. A., each 
plan suggesting some idea of modernization and 
taken from a practical case of modernization. 

The week’s program proved to be one of 
unusual interest in that it brought together a 
number of the larger civic organizations for a 
luncheon meeting which was followed by a 
talk from some individual associated with the 
home modernization movement. 

Monday’s luncheon meeting, which included 
the Rotary and Kiwanis clubs of the west side 
of Cleveland and suburbs, was featured by a 


quality of lumber to correspond to the cut 
prices. 

Several who participated in the general dis- 
cussion urged members of the club to get 
themselves a scheme on the same plane as 
salesmen for certain other materials—that is, 
te be so well equipped with information about 
lumber, as to species and their strong points 
and preferable adaptability for certain uses, as 
to impress the buying public. They also should 
be able to discuss the uses of lumber in an 
engineering and architectural way in order to 
give the consumer what he needs for his par- 
ticular purpose, and advise him generally about 
the care and protection of lumber in lumber- 
built structures. Another suggestion was -that 
the lumber distributer should be in position to 
make helpful suggestions about financing’ the 
home. 

* * * 


May Be Broadening Market 


Kansas City, Mo., Nov. 11—The Saunders 
System is offering to rent sport size airplanes 
on a fly-it-yourself basis to aviators. This 
type of plane is small in size with a high 
safety factor rating, and, incidentally, a large 
amount of wood is used in its construction. 
Therefore, if this system develops on a na- 
tional sale it promises to become a means for 
broadening the market for wood in airplane 
construction. Wood continues to be consid- 
ered the best material for many parts of planes 
of all types and lumbermen have been giving 
increased attention to this field. 


Modernization 


talk by Dr. Matthew Luckeish, of the National 
Lamp Co., who discussed better home lighting. 

Tuesday was a day given over to the Con- 
struction Club of Cleveland and the Exchange 
Club of Lakewood. The meeting of the two 
clubs was in the form of a luncheon at noon 
at which H. S. Sackett, of the National Home 
Modernization Bureau, was the speaker. The 
afternoon was featured by meetings of various 
women’s groups and organizations. 


On Wednesday, the west side lumbermen met 


at luncheon and in the evening the Hoo-Hoo 
club and friends held forth at a banquet, while 
on Thursday evening the Brooklyn Builders’ 
Exchange banqueted with H. K. Nygaard, of 
the Weatherbest Stained Shingle Co. as the 
guest speaker. 

Friday was given to general meetings of 
women’s groups at which Armine Taschjen, 
president of the Cleveland Chapter of the 
American Institute of Architects, was the guest 
speaker. His discussion was on the subject of 
better architecture. 

The final day of the exposition was one 
given to the schools at which teachers and 
their classes were present and inspected the 
various exhibits. 

That Cleveland lumbermen are beginning to 
feel the effects of the home modernization 
movement is reflected in a statement made by 
Burt Reed, executive secretary of the Cleve- 
land Lumber Institute, who declared that the 
major part of the fall business of Cleveland 
has resulted from the modernization movement. 
Individual lumbermen declare emphatically that 
the lumber business during the fall has been 
almost dependent on the movement, which 
actually started three months ago. 

As a matter of fact, the results of the move- 
ment are so apparent that it is an easy guess 
that before next spring home modernization 
will have taken root throughout the entire 
Cleveland area and extending itself into the 
adjacent counties, including Lorain County, 
where already plans are under way for a sim- 
ilar exposition. 


Harvarp Economic Society’s weekly index of 
wholesale commodity prices has dropped to 93.7 
for the week ended Nov. 6, 1929, from 94.4 for 
the week ended Oct. 30, 1929. 
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Lumber Selling, Home Building and Financing 








[This is the second installment of a series of three articles 
on Lumber Selling, Home Building and Financing, the first of 
which appeared on page 36 of the Nov. 9 issue of the AMERI- 
cAN LUMBERMAN.—EDITOR. | 





Epitor, AMERICAN LUMBERMAN: 

When lumber retailers consider plans for financing customer 
purchases, they naturally think of the machinery already avail- 
able. With banks, building and loan associations and national 
credit corporations in the field, they ask if additional agencies 
are really needed. 

No one desires to discredit these institutions. Their services 
have been invaluable. Without them the lumber industry could 
not have reached its present development, and it relies upon 
their continued codperation. The desire is to supplement their 
services ; to care for loans they are not prepared to accept. 

The statement is sometimes made at this point that a loan 
which can not be placed with these established agencies must 
be unsafe and undesirable. This does not follow; and a little 
thought about the purposes and limitations of these institutions 
should make that fact clear. 

The chief function of a bank is to care for short-time 
loans. A bank will, of course, accept a certain number of 
mortgage loans; but this service is secondary to its chief busi- 
ness. Funds available for house building are those not used 
in short-time business credits. 


Two Special Duties of Bankers 


Bankers have two special duties; to assure the safety of 
funds, and to earn profits for stockholders. Both banking tra- 
dition and law require a banker to meet the first of these duties 
with a conservatism that gives little weight to any factor of 
safety except mortgage security. A dollar of collateral must 
usually cover each dollar loaned. 

Experience has proved rather conclusively that this policy 
does not and can not release the maximum of safe building 


- credit. Moral integrity, steady employment, systematic meth- 


ods of saving and periodic payments are considerations upon 
which additional advances may be made with safety. An 80 
percent loan on a well constructed and properly located house, 
owned by a selected risk and financed on a plan which adds 
organized savings to the elementary security of a mortgage, 
may be a safer investment than a 50 percent mortgage loan 
without these additional factors. But the bank, with its pri- 
mary interest in short-time credits, is not organized to accept 
such investment. This limitation makes the bank less than 
completely useful to an important part of the lumberman’s 
trade. 

The duty of. earning maximum profits for stockholders 
sometimes limits the usefulness of a bank to lumbermen and 
their customers. During this year a number of cities and 
towns have reported that bank credit has tightened; and this 
tightening has not been caused by lack of security in the build- 
ing field. The high rates of call money have been so attractive 
that banks have loaned their funds in New York; with the 
result that lack of first-mortgage loan money has checked local 
building. 

A banker’s first duty is to his own organization. Hé can 
hardly be condemned for making as much profit from call 
loans in four or five months as he could make from local build- 
ing loans in a year. 

But it must occur to lumbermen that they take a risk in 
leaving the control of so important a part of their business 
entirely to an institution which has but a secondary and con- 
tingent interest in the welfare of lumber merchandising. 

Building and loan associations are among the steadfast friends 


of the building industry. They are well managed at low cost, 


have their primary interests in building and introduce the im- 
portant factor of systematized savings. They have been and 
will continue to be among the builder’s most reliable financing 
agencies. [or the prospect whose needs are fitted by their 
services, they could scarcely be improved. 

But not every desirable prospect finds these services fitted 
to his needs. Since these associations handle funds on a modi- 
fied banking basis, laws governing their operation impose a 
large measure of conservatism. They seldom loan more than 
two-thirds of the property’s value, and more often they will 
loan but half this value. Their rules do not usually permit 
postponement of monthly payments on principal while the sec- 
ond mortgage is being paid; and a combined burden of prin- 
cipal payments on both first and second mortgages is too heavy. 

So the building and loan as a rule serves only those persons 
who have accumulated a considerable amount of savings. Its 
terms are a decided improvement over banking terms, at least 
where second mortgages are not needed, for these terms include 
the valuable factor of regular principal payments and so intro- 
duce systematized savings. But they exclude the man who 
needs a larger loan than the association is in a position to grant. 


National Credit Corporations Too Few 


National credit corporations, organized to carry second mort- 
gages on monthly payments, are admirable institutions and 
combine the factors that release the additional credit so impor- 
tant to the lumber industry. They seem to be competently 
managed and offer their services at reasonable cost. The fac- 
tors of safety they insist upon are necessary and introduce 
stability into the second-mortgage field. Were there enough 
of them to handle all the potential credits of this kind, the 
problem of the new finance might be considered, for the time 
at least, to be solved. 

But they are as yet too few in number for that purpose. 
Their managers generally seem friendly to the idea of local 
organizations among lumbermen to carry on a similar work. 
The field is so large that there is no immediate prospect of 
overcrowding. These national finance corporations will have a 
continuing place of importance. Should local finance corpora- 
tions multiply rapidly, the national corporations would still find 
large numbers of clients among isolated dealers who could not 
organize their own finance companies and among those dealers 
in larger places who could not interest their competitors in a 
local plan. 

The question raised earlier, whether established financial in- 
stitutions are not equal to the task of financing construction, 
must turn upon the wisdom of making loans to prospects who 
need a credit of from 60 to 85 percent of the value of the 
house. If this large a credit is never wise, then the present 
financial machinery is fairly adequate. If it is wise, this ma- 
chinery leaves an important part of the lumber retailer’s cus- 
tomers unserved. 


Selected Risks Are Safe 


Experience proves that selected risks in this class are safe 
risks. Whatever hazards there may be are much reduced by 
exact preliminary arrangements and by systematized savings 
directed toward a definite object. Experience is also proving 
that the release of this credit will often add the margin of 
profitable volume a lumber business needs to make it prosper. 

The idea grows that, for hundreds and even for thousands 
of lumber merchants, the practical way of releasing this credit 
and of bringing in the added margin of sales lies in the organ- 
ization of local loan corporations. 


Yours very truly, 
REALM OF THE RETAILER. 
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Modern Retailing Ideas in the North Country 


A “Reformed” Sawmill Man Comments on Merchandising — Modernization 
Begins in Re pairs—Retail Methods of Controlling Business 


O. W. Brightman, the genial big chief of 
the Green Bay Planing Mill Co., Green Bay, 
Wis., tells us he is a reformed sawmill man. 
For some years he sawed logs and such 
things; but that was quite a while back. 
Now he makes millwork, retails lumber, 
finances customers who are worthy of this 
attention and does such other things as 
belong in a retailer’s busy day. 

A person encounters a good many middle- 
aged men up this way who got their starts 
in the big woods but who eventually hit the 
sawdust trail to retailing. Most of them 
are well content with the change, though 
they do have a collection of adventurous 
memories of logging and rafting, of jams 
and snows and bull teams. 


Retailer Comments on Sawmilling 


Mr. Brightman commented in an amused 
way about some of the sawmill policies that 
fit the early days better than they fit these 
later times; policies that at least a few 
millmen find it hard to change. 

“They’re not all that way,” he remarked, 
“but some of them learned the game in the 
days when the business of sawing any kind 
of lumber was hard enough. If they got a 
log cut into any kind of boards they thought 
they were doing pretty well. So they cut 
the kind of lumber that suited them and 
then told the retailers to take it and be 
glad. If this lumber didn’t suit the retailer, 
your sawmill man had a good deal of com- 
plaining ready to be let loose. It seemed to 
be harder for some sawmill men to learn 
the lesson of merchandising than for most 
retailers. One trouble with the lumber in- 
dustry has been the fact that the impulse 
toward merchandising had to come from 
customers and slowly work its way back 
to the woods. It’s gotten back to most 
sawmills now, and merchandising is having 
its chance.” 

The financing which this company does, 
and I gather that it is quite extensive, has 
led Mr. Brightman to take an uncompromis- 
ing attitude toward quality. If he is going 
to go with the customer through a period 
of years, carrying a collateral risk, the 
house must be well built. This must in- 
clude, among other things, the factor of 
insulation. No new house can be considered 
modern or can carry maximum resale value 
unless it is well insulated. 


Modernization in Practice 


Modernization is coming to the front in 
this thriving industrial city, too. As usual, 
modernization had its roots in ordinary re- 
pairs, such as all yards encounter. The 
successful practice of bringing a house up 
to its original standard was followed by 
minor changes to bring it up to higher 


standards of efficiency and comfort; to 
make it compare favorably with houses 
built at a later period. This has gathered 
enough momentum so that a modernization 
bureau is by way of being organized. Prob- 
ably by the time these lines are in print 
the bureau will be organized and function- 
ing in Green Bay. 

This company has a big display room 
that, at the time of my visit, was featuring 
wood shingles. As a background the 
shingles had a collection of built-in features; 
some made in the local mill, some purchased 
from stock mills. Mr. Brightman says that 














O. W. Brightman, the big chief of the Green 
Bay Planing Mill Co., Green Bay, Wis., is a 
reformed sawmill man, who some time back 
changed over to the retail game and likes it 


the display room with its big window and 
its brilliant lights is an effective kind of 
advertising; one to which sales can be 
traced in a definite way. People call the 
office, ask about something or other seen 
and remark that they had had no idea the 
yard carried those things. 

The Green Bay Planing Mill Co. is a big 
plant with a varied stock. It is equipped 
to make or sell everything that goes into a 
house. The mill is in a sense an adjunct 
of the retailing business, for its products are 
nearly all special articles used in complet- 
ing local sales service. 

Green Bay is an important industrial city; 
and like most of the larger towns in the 
Fox Valley it makes quantities of paper. 
It is also a great coal distributing point; 
and the ore boats discharge cargoes of coal 
before going up to Bscanaba or other points 


to take on iron ore. While this department 
was talking with Mr. Brightman we saw an 
ocean-going boat heading up the river with 
a cargo of sugar. 

The American Lumber & Manufacturing 
Co. is another concern that combines re- 
tailing and planing-mill output; but this 
company reaches out for outside jobs of 
millwork; churches, schools and the like. 
Enos Colburn, head of the company, also 
operates the Colburn Lumber & Fuel Co., 
which as we understand it is a wholesaling 
corporation. 


Aspects of Customer Financing 


Mr. Colburn tells this department that he 
has long financed small repair jobs and 
small buildings, such as garages, on a 
monthly-payment plan. Larger loans are 
usually turned over to various Green Bay 
financing concerns, of which there are sev- 
eral. Mr. Colburn also commented on the 
value of the harbor and spoke of the pro- 
posed waterways to the sea. Like most of 
these upper-lake people, he expects more 
from the proposed St. Lawrence project 
than from the Lakes-to-Gulf plans. But he 
is sure that deep water connections will 
have important results for lake cities and 
in corresponding degrees for the whole 
middle West. 

Henry F. Wittig, of the Standard Lum- 
ber & Millwork Co., was out of his office. 
A. G. Vandermus stated that the city has 
not only undertaken much down-town im- 
provement of a big-time variety but has 
also built a surprising number of houses. 
This process continues smoothly and shows 
no signs of abatement. The yards of the 
city have had two very good years. 

At the plants of J. J. Challe & Sons and 
the East River Lumber & Fuel Co., this 
department did not find any one of suf- 
ficient assurance to comment upon life and 
business in the absence of the chiefs. Both 
are attractive looking plants and showed 
undoubted signs of business volume. 

The Barker Lumber & Fuel Co. has its 
general offices in Green Bay but operates 
no yard in the town. Mr. Barker tells us 
he has 14 yards in the State. His own 
yards, he mentioned, are ahead of last 
year’s sales by a comfortable margin; but 
he is inclined to think that perhaps the 
State as a whole has not been quite so 
fortunate. From what a stranger can see 
and gather, the Fox Valley is an exceed- 
ingly bright spot this year in Wisconsin 
lumber retailing. It is one of the rich val- 
leys of the North, both in agriculture and in 
industry. As a person drives along the 
highways he sees great herds of cows that 
look most contented and opulent; and the 
factory chimneys are smoking in every town 
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and city. Mr. Barker commented upon the 
expansion of Green Bay. The city has 
grown steadily in population; and while it 
will doubtless take a census enumeration to 
arrive at the figures, guesses run all the 
way from 35,000 to 50,000. The first figure 
is probably over cautious; and the second 
is likely to be a little optimistic. Mr. 
Barker tells us his company has 
been subscribing to the AMER- 


to have such complete control. A person 
doesn’t need to class all contractors in that 
class; but the fact remains that probably 
60 percent of so-called contractors can’t 
even take off a lumber bill from a set of 
plans. They come in with a pencil sketch 
that a grade-school pupil could make. Then 
they ask us to take off and figure the bill 


to keep up with the times unless he takes 
steps to control these things and so make 
them available.” 

Mr. Fountain recalled some of his early 
experiences with his father. In those days 
the yard sold white pine. There were but 
two grades, and these were sorted from the 
same pile. The common grade of white pine 

sold at about $15 a thousand. 





ICAN LUMBERMAN since before it 
bore that name. 

The North End Fuel & Lum- 
ber Co. operates a yard in the 
upper part of the city. 

In Appleton, this department 


found our good friend William GRE 


Fountain in his office at the 
Fountain Lumber Co.’s plant. 
This is a highly attractive yard, 
inside and out; and at the time 
of our visit the painters were 
busily at work. Mr. Fountain 





EN BAY PLANING MILL CO 
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When hemlock first began to be 
used it was bought at the mill 
for something like $5.50 a thou- 
sand; and lumbermen thought it 
necessary to keep piles of hem- 
lock not only covered but also 
wet! 

The Standard Manufacturing 
Co. operates a planing mill as 
well as a lumber yard and car- 
ries a force of about 50 men. 
The mill takes on some outside 
jobs, but its chief function is 
the making of special work in 





is a former president of the 
State association. He. tells us 
he went into business with his 
father some 47 years ago. His 
son has graduated in architec- 
ture and is getting practical experience; and 
it is probable that this young man will re- 
turn and carry on the Fountain tradition. 
In fact Mr. Fountain is convinced by his 
experience that several collateral building 
services, including architecture, will be 
included as a matter of course in the re- 
tailing of the future. 

Lumbermen think at times that the virus 
of change has struck their business with 
especial force; but Mr. Fountain rather 
disagrees. He says that all kinds of Amer- 
ican business have been altered more in 
the last five years or thereabouts than in 
the previous generation. It isn’t a sporadic 
attack breaking out in one business; it is a 
quiet and persistent revolution in the atti- 
tude of people generally toward the material 
factors of life. A hundred or a thousand 
developments have brought new possibilities 
of less work and more comfort through me- 
chanical and mercantile conveniences. Peo- 
ple take it for granted that almost anything 
is possible, and they calmly ask for service 
that their fathers would not | 
have supposed possible. Pa 

“This matter of financing,” 
Mr. Fountain remarked, “is on 
the way. Merchants in all lines 
are being forced into it if they 
don’t take to it willingly. The 
organization of purchases in 
such a way that the new goods 
can be paid for while they are 
used has reached tremendous 
proportions. Some of this so- 
called service may not in the 
long run be _ beneficial; but 
abuses don’t alter the fact that 
deferred payments are being 
demanded. 

“In the lumber business this 





This unique sign of the Green Bay Planing Mill Co. stretches across a 
street. Note the life sized model of a house which makes up part of 


the sign 


and guarantee that it will build the house. 
If the retailer is foolish enough to do it, he 
may make up his mind to the fact that the 
builder isn’t going to be careful in using 
the lumber. Some of it may disappear and 
be used in another job. 

“But however that may be, this man who 
can’t figure a bill for himself actually does 
the selling of the job and often dictates suc- 
cessfully to the dealer about prices and 
terms. It may be true that some dealers 
have contractors so able and honest that 
they serve well as unofficial salesmen for 
the yard. If so, they’re fortunate. But at 
best a contractor is primarily interested in 
marketing his own labor and is but slightly 
interested in the big, general developments 
that are changing the whole character of 
house design. The dealer who hopes to 
keep up with the big movements in business 
as related to the matter of comfortable liv- 
ing and the exploitation of new ideas will 
find himself sooner or later forced into do- 
ing those things that will give him control 


connection with retail sales. It 
has worked out a number of 
built-in features, special doors 
and the like, which it makes up 
in quantity and which are speci- 
fied in local plans. 

This company operates an extensive plan 
department and makes all the plans for the 
buildings sold. It has a collection of a good 
many hundreds of these plans, classified 
according to architectural style, and this 
library of plans is already proving of great 
value. This service helps shift the deal- 
ings from contractor to owner. In fact the 
yard will seldom deal with a contractor, 
though perhaps it may with a few. R. O. 
Schmidt said he made it a practice when 
such a job came up with a contractor in 
whom he lacked confidence to tell the owner 
that while the company had no desire to 
interfere in the hiring of labor, it would 
sell materials only to the owner. This is 
a protection both to owner and to dealer. 

Mr. Schmidt builds some houses for sale, 
but he does this personally and not through 
the Standard Manufacturing Co. These 
houses he will sell on monthly payments; 
but the company does not finance its 
customers. 

The Hettinger Lumber Co., 














is but one element in a big 
movement; a movement to bring 
the latest ideas and aids to the 
production and ownership of 
houses. For one thing, financ- 
ing brings back to the lumberman a certain 
control of his business that he has largely 
lost. It is one of the strangest things in 
the business world that lumbermen, with 
their large investments and their necessary 
responsibility for credits, have so long al- 
lowed untrained and inefficient contractors 


The Fountain Lumber Co. at Appleton, Wis., has a very attractive and also 
modern yard, inside and out. William Fountain went into the business 


with his father 47 years ago 


of the situation; not only of his own prices 
but also those factors of architecture and 
financing that add so enormously to the sat- 
isfaction and pleasure and ease of owning 
and paying for a house. Looked at in a 
broad way, I don’t see any certain way of 
making sure that his business can be made 


however, does finance its cus- 
tomers to a certain extent. Mr. 
Hettinger handles not only lum- 
ber but also paint, building 
hardware and fuel. This yard 
sells large quantities of fire- 
wood; and I believe it gets’ 
much of this fuel from mills 
making railroad ties. Some of 
the slabs resulting from this 
manufacture have a shocking 
amount of good hardwood left 
in them; but the mills are in- 
terested only in ties and not in 
close utilization. Of course the 
pieces make excellent fuel. 

The Frasier Lumber & Man- 
ufacturing Co. does retailing and 
manufactures windows, 
doors, tanks, moldings and the 
like. It has a very attractively 
paneled office. 

This department also made a brief call 
at the office of the Roemer Lumber Co. 
William J. Roemer has a retail yard in a 
neighboring town but gives most of his per- 
sonal attention to wholesaling. He handles 
both northern and western woods and has 
recently returned from a trip to the West, 
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A 27 Percent Investment 


The best way to speed up business is for 
everyone to pay his bills promptly. That is 
the gist of a message being broadcast by the 
Lexington Lumber Co., Lexington, Mass., in 
the form of a neatly printed 4-page folder, 
which is enclosed with all outgoing bills and 
statements. 

“If checks were mailed this morning for only 
20 percent of the unpaid bills over ten days 
old, the potential buying power of the country 
would immediately be increased at least $1,000,- 
000,000,” concludes the message. 

The personal benefit accruing to the debtor 
by prompt payment of bills is emphasized on 
the front cover of the folder as follows: 

“Would a 27 percent investment appeal to 
you? The cash discount which we allow for 
prompt payment, 1% percent 10 days, is equal 
to 27 percent annual interest. Isn’t this worth 
saving ?” 

_On one of the inside pages the message be- 
gins: 

“Start Business Moving! A check by return 
mail increases the circulation and makes money 
for buyer and seller. 

“It is not so much the amount of blood in 
our bodies that counts; it’s the rate of circula- 


ness which is most important; it’s the speed 
of turnover. There is always about so much 
money in the country. In good times and bad 
the actual amount of currency fluctuates rela- 
tively little. 

“The great difference between brisk and dull 
business conditions is the rate at which money 
changes hands. One dollar used twice develops 
the same amount of 





A “Tip” on Numbering Coal Bins 


The idea herewith described and illustrated 
is taken from the “Coo-Coo,” house organ 
of the Comfort Coal-Lumber Co., which says 
concerning it: . 

“One good thing which came out at the ap. 
nual yard inspection was the idea of number. 





business as two dollars 





used once. If we want 
a healthy, strong busi- 
ness situation we must 
do what we can do to 
keep money circulating.” 

W. L. Smith, treas- 
urer of the Lexington 
Lumber Co., explains 
that the substance of 
this message was first 
sent out by the Dix 
Lumber Co., of North Cambridge, and appealed 
so much to his company that permission to use 
it was asked and granted. 

“We think this little message shows forcibly 
the advantage to each individual and to busi- 
ness generally of taking advantage of the cash 
discount and paying bills promptly,” said Mr. 


tion. 


It is not the amount of money in busi- 


Smith in explaining the use made of this folder. 








This Week’s Timely ‘Tip 


Using Christmas Cards to Build Good Will 


Christmas is not far away, and no doubt many retailers will be 
interested in a suggestion recently sent in to the AMERICAN LUMBER- 
MAN by B. F. Summers, of the Summers Lumber Co., Warrensburg, 
Mo., with regard to creating good will through the sending of Holi- 
day greetings to customers and prospects. Mr. Summers tells of 
the good results that have followed the sending of Christmas cards 
by his company, as follows: 


“Several years ago, we decided that it would be a good idea to mail 
each customer on our list a greeting card at Christmas time, and 
we have continued that practice ever since. I am aware that opin- 
ions differ as to the effectiveness of this kind of advertising, but our 
own experience has satisfied us as to its value in our own case. We 
have found that in the majority of cases the people receiving these 
cards very much appreciate being remembered. One interesting in- 
stance occurs to me, where quite a while before Christmas we had sold 
a man fifteen sacks of cement, this order coming to us through a truck- 
man who was favorable to our firm. We did not even know the man 
who ordered the cement, who proved to be a customer of one of the 
other yards in our town. Of course, at Christmas time a card went 
to him, expressing our appreciation of his patronage and wishing! 
him many happy returns of the day, as his name was on our books, 
and in sending out these cards we do not discriminate between large 
and small customers but send them to everyone who has done busi- 
ness with us during the preceding year. To our surprise, this man 
came in one day and told us that he had been doing business with, 
another yard for quite a number of years and they had never seemed 
interested enough in his trade to send him a card, yet when he bought 
a few sacks of cement from us he had received a card expressing our 
appreciation. The sequel of this little story is that this man is one 
of our regular customers today, proving that sometimes it is the little 
things that decide, and that even a Christmas card sometimes proves 
an effective builder of good will.” 








————__ 











ing every coal bin in our trestles. These are 
numbered in such a way that a person standing 
on the ground can tell the number, as well as 
one standing on the trestle. In this way the 
freight crew in spotting the cars can simply be 
instructed by the yard foreman, “Spot that 
car of nut coal over bin No, 3,” and all chanee 
of misunderstanding is .eliminated. Also in 
the car record book the yard foreman keeps a 
tally of his cars and knows exactly, by bin 
number, in which bins all coal is dumped. A 
complaint can easily be traced back to the 
proper car of coal in this way, and all in all 
it is doing much to straighten out and simplify 
the problem of spotting, dumping and con- 
trolling our coal trestle operation. 

“Who says yard inspections don’t pay? 

“One good idea a year, like this one, in it- 
self justifies the entire policy of annual yard 
inspection.” 


Good Lumber—Good Hog Houses 


Des Moines, Iowa, Nov. 11.—While - in 
Des Moines recently, Charles E. Close, who is 
in charge of the Chicago office of the National 
Lumber Manufacturers’ Association, took aé- 
vantage of the opportunity to visit the plant of 
the Des Moines Silo & Manufacturing Co. 
This concern is a large manufacturer of hog 
and poultry equipment, and supplies many -re- 
tail lumber dealers with ready built hog houses, 
brooder houses, and other similar equipment. 

After going through the factory and inspect- 
ing the facilities of the company for manu- 
facturing these houses and also looking over 
the material that is used, Mr. Close expressed 
gratification at finding such good material being 
used in these hog houses. To an officer of the 
company, he said: “I don’t see how you cal 
afford to use the quality of material that. you 
do in these houses. The fact is that lumber 
of a lower grade would be satisfactory for the 
purpose and would give the farmer a strictly 
first class house, and your dealers and the 
farmers should be pleased to know that in your 
product they are getting material that is be 
yond criticism.” 

In view of the fact that some dealers have 
been under the impression that this compaily 
uses inferior material and poor. workmanship 
in the manufacture of its product, this w- 
solicited endorsement from a__ recognize 


authority is particularly pleasing. 

While some dealers utilize their own men am 
equipment for the manufacture of hog house 
and similar farm equipment, there are. may 
dealers throughout the country who find it mort 
advantageous to buy these already made from 
a concern that specializes in that particula 
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line. Also it is believed that many dealers who 
have these houses made in their own yards 
neglect to charge them with their share of 
the overhead burden of the yard, and in this 
way are sometimes mistaken as to the real 
profit they are getting. 


BOYS LEARN HOME BUILDING 


Board of Education and Builders Exchange 
Co-operate in Importing Practical 
Instruction 


Axron, OuI0, Nov. 12.—The third Boy-Built 
Home to be constructed in this city was opened 
on the afternoon of Saturday, Nov. 2, with an 
impressive dedicatory ceremony, attended by 
thousands of persons in all walks of life, who 

















The Third Boy-Built Home constructed in 
Akron, Ohio, by trade school students sixteen to 
nineteen years of age 


with great interest inspected this product of 
the boys’ skill and .industry. 

Addresses were made by H. M.. Jellison, 
director of vocational education in the Akron 
public schools; Dr. Thomas W. Gosling, super- 
intendent of schools; Walter F. Kirn, chair- 
man of the vocational training committee of 
the Akron Builders Exchange and member of 
the Board of Education; D. E. Booker, presi- 
dent of the Builders’ Exchange, and C. W. 
Stillman, vice president of the Goodyear Tire 
& Rubber Co. 

The house was built under auspices of the 
Board of Education and the Akron Builders’ 
Exchange, by the students of the Hower Trade 
School. 

The third Boy- Built Home is a wood struc- 
ture, and carpentry was the major operation 
in its erection. The boys of the carpentry divi- 
sion of the Hower Trade School were kept on 
the job throughout the entire construction 
period, with the exception of such times as 
their attendance .was. required in classroom 
work to receive technical information about 
their trade. Other special groups of boys, 
such as sheet metal, plumbing and electrical 
students, came to the job only when these con- 
struction units demanded their time. 

The boys who worked on this house ranged 
from 16 to 19 years of age. They co-operate 
with the building trade contractors of Akron. 

ring the working periods on the house the 
instructor in charge carefully correlates each 
building operation thereon with similar opera- 
tions which occur every day in the building 


trades. 
Quality, both in material and workmanship, 
was the watchword. The best lumber that 


could be bought was furnished for this job. 
Akron js the. only city iri: thé-eountry that is 

training apprentices under a plan whereby the 

Board of Education and the Builders’ Exchange 


-homes have been built. Title. to -these 





tite in the building of a house by beys.. The’ 
originated back in 1927 and: since that time ~ 


houses during construction is vested in the 
Builders’ Exchange and upon completion they 
are sold at actual cost to persons intending to 
occupy them. Much of the material used in 
construction is donated by members of the ex- 
change, while the balance is furnished at cost. 

The lot was donated by P. W. Litchfield, 
president of the Goodyear Tire & Rubber Co., 
who has long been interested in vocational 
education. 

Scores of contractors and mechanics in the 
various trades have inspected the home and 
there has been no word of criticism of the 
work done by the boys. In fact, many have 
expressed the opinion that the house is better 
constructed than the average home built by 
experienced mechanics. 

The following trades are taught at the 
Hower Trade School: Carpentry, plumbing, 
sheet metal, auto mechanics, machine shop prac- 
tice and printing. During the three-year train- 
ing period each school day is divided into two 
equal parts, the boys spending one-half day in 
the school shop and the other half on subjects 
related to the trade. Mathematics, science and 
drawing are taught as related to trade subjects 
and in those courses the boy gain that tech- 
nical knowledge concerning his trade which fits 
him to become a skilled workman. English, 
history and civics are taught from a general 
social training standpoint. 


Fine Display Room in Small Town 


Did we hear someone remark that mod- 
ern merchandising ideas such as display and 
salesrooms “may be all right for dealers in 
big cities,” or in the East, the South, or 
some other particular section, but that the 
dealer serving a small town and rural trade 
doesn’t need anything of the sort? 

All such doubters are invited to consider 
the recent opening of a very complete and 
up-to-date plant by the Rogers Lumber Co., 
at Crosby, N. D., a town of around 1,200 
population, in a strictly. rural community. 
In planning and designing this new plant, 
one of the things first considered by the 
management was providing a sales and dis- 
play room that embodies the most advanced 
ideas along that line. Here are on display 
for convenient inspection, samples of a wide 
variety of the merchandise carried in stock, 
including architectural woodwork and built- 
in conveniences of various sort, building ma- 
terials and accessories etc. 

Does it pay for a small-town dealer to go 
to such pains to show his trade what is 
latest and best in the way of home building 
materials and accessories? Well, 1,360 per- 
sons, many of whom were ladies, visited the 
yard on the onening day and evinced the 
liveliest interest in the various. kinds of 
goods and articles on display. That perhaps 
is a sufficient answer. Certainly the occa- 
sion accomplished more in creating senti- 
ment for home building and home tmprov- 
ing than would have been the case had the 
visitors had nothing to gaze at except stacks of 
boards and dimension. 

Another interesting feature of this new 
layout is a carpenter shop, installed for the 
convenience of contractors, carpenters, or 
other customers and friends of the firm who 
may wish to make use of the accommoda- 
tion, this shop being equipped with a wood- 
working machine capable of performing 
various operations. 

The Crosby yard, which is under the lo- 
cal management of H. S. Smedshammer, is 
a unit of the Rogers Lumber Co. chain, the 
headquarters of which are at Minot, N. D. 


THe Kansas City Southern Railway re- 
cently issued a news bulletin. regardirig the 
Satsuma industry -developing,on cut-over pine 
lands in western Louisiana, especially. in’ -the 
DeRidder district... The railway’s bulletin -says 
there are about 750,000 acres now..devoted to 


orange groves in that area, where the bene ‘Bell 


lumber interests are the leaders. 


OBSERVES 75TH ANNIVERSARY 


Well Known Lumber Concern Has Been in 
Business Three-Quarters of 
Century 


GALENA, ILL., Nov. 12.—Seventy-five years is 
a long time for a lumber firm to have been 
continuously in business, in this section of the 
country at least, hence the fact that William 
Hoskins & Co. of this city are this month 
observing the completion of three-quarters of 
a century in business is of considerable in- 
terest. 

This well-known concern operates yards at 
Galena and Elizabeth, Ill., and Cuba City, Wis. 
The business was started in Apple River, IIl., 
in October, 1854, by the late William Hoskins, 
soon after his return from California as one of 
the “Forty-Niners.” This was about the time 
that the Illinois Central Railroad reached that 
point. 

In October, 1879, Mr. Hoskins purchased a 
lumber business in Galena, and the firm has 
occupied its present location in this city ever 
since. A yard was started at Elizabeth soon 
after the Chicago Great Western Railroad 
reached that place. 

The present proprietor, E. W. Montgomery, 
son-in-law of the late William Hoskins, came 
to Galena in January, 1880. Associated with 
him in the business is his son, S. H. Mont- 
gomery, the latter having charge of all pur- 
chases and sales. 

The company carries a large stock of every- 
thing in the building line and. prides itself’ upon 
its ability to give the largest as well as the 
smallest orders complete and careful fulfillment. 

Recently an AMERICAN LUMBERMAN repre- 
sentative asked Mr. Montgomery to tell some- 
thing concerning the policies and methods that 

















the 
Wis., is 


In this picture Mr. 
Frederickson Lumber Co., 
seen holding in his left hand one of. several 
. ornaments carved from wood which he has in 


Frederickson, of 
Madison, 


his office. These ornaments aré carved- by an 
aged resident. of. Madison, who makes his. liv- 
ing by ‘selling them to local people. Wishing 
to encourage a deserving person, Mr. Frederick- 
son purchased several of the ornaments, which 
aré used for decorating his office. ‘Fhese are 
carved in the form’ of flowers and ather orna- 
wtental designs. and. being..of wood are quite 
“+ appropriate for a -retatl-lumber office 
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have enabled his company to “carry on” suc- 
cessfully for so long a period, particularly as 
related to the merchandising aspect, such as 
advertising, service to customers, creating good 
will etc. Mr. Montgomery’s reply, in effect, was 
as follows: 


“Our policy in business is the Golden Rule. 
As to advertising, this is done principally by 
means of such mediums as calendars, booklets, 
novelties etc., although we also do some adver- 
tising through our local papers. In the matter 
of collections, we send statements monthly to 
those owing us, and some that are extra slow 
get them oftener. Statements of accounts 
owing us are kept right up to date, so cus- 
tomers wanting to know the amount of their 
bills can be accommodated at one. 

“We try to apply the principle of the Golden 
Rule in our dealings with the concerns from 
which we buy. We pay our invoices on Mon- 
day and Tuesday of each week, whether due or 
not due, and in paying same we never make 
any deductions for overcharges, off-grades etc., 
but leave such matters, if there are any, to be 
adjusted later.” 


In addition to his lumber interests, Mr. 
Montgomery is president of the First State 
and Savings Bank of Galena. 

It is said that every business man should 
have a hobby, outside of his regular vocation, 
and this successful lumberman and banker is 
admirably equipped in that respect in that his 
chief hobby is Americanism, as his friends who 
have received copies of his unique compilation, 
“The Five Gospels of Americanism,” well 
know. He is a member of the Mayflower 
Society, Sons of the American Revolution, and 
other patriotic societies identified with the early 
history of the country. 


Another Fine Oklahoma Yard 


Tutsa, Oxta., Nov. 11:—A lumber yard 
that will rank among the finest retail plants op- 
erated by the Spurrier Lumber Co. throughout 
Oklahoma, will be opened in Tulsa about 
March 15 by that concern. The new yard will 
be located at 11th street and the Midland 
Valley tracks. 

The yard has 600 feet of trackage on the east 
side of the Midland Valley railroad, and will 
operate beneath an acre roof. A lumber shed 
400 feet in length by 40 feet in width has been 
erected and a warehouse large enough to hold 
15 carloads of stock is ready for use. 

The company is erecting a two-story brick 
building on the south side of 11th street to 
house a complete retail store and offices. Be- 
sides lumber the retail stock will include hard- 
ware, roofing material, paint, radio and house- 
hold goods. 

The plant is being constructed at a cost of 
$50,000. The interior of the retail store will 
be attractively furnished. Heavy Douglas fir 
timbers are to be used for ceiling and center 
supports of the large room. Iron grillwork 
will add a touch of distinction. The room will 
be trimmed in green. 

Stock will be displayed on both floors of the 
office building. A staff of 12 city salesmen will 
be employed. 

The yard will have a capacity of 60 carloads 
of lumber. Other Spurriet yards over the 
State will be supplied from the large yard in 
Tulsa, which will be the twenty-fourth unit in 
the Spurrier chain in Oklahoma. O. ; 
Spurrier, Oklahoma City, is president of the 
company. 

The new yard will be managed by William 
Bawbell. Outside of six years spent in Cali- 


etl 
fornia Mr. Bawbell has lived in Tulsa singe¢ 
1903. For twenty years he has been icentifieg 
with the Dickason Goodman Lumber Co,, 9 


To Preside at “Ladies’ Night” Meet 


ALBUQUERQUE, N. M., Nov. 12.—It is fitting 
that Mrs. H. L. Hogrefe should preside at the 
first “Ladies’ Night” in a lumbermen’s meeting 
in Albuquerque, not only because she is presj. 
dent of the Woman’s Club under whose ay. 
spices, jointly with the University of New 
Mexico, the motion picture, “The Transforma- 
tion,” is to be presented; but also because she 
was reared in the lumber business. Her par. 
ents, Mr. and Mrs. M. L. Hayes, operated a 
yard at Stella, Richardson County, Neb., in her 
childhood. Later her father and W. H. Hog. 
refe established the Hayes & Hogrefe Lumber 
Co., at Lincoln, Neb. Prior to coming to Albu- 
querque in 1920 H. L. Hogrefe was manager 
of the Hayes & Hogrefe yard at Hebron, Ne, 

This meeting, sponsored by the real home 
makers, the ladies, will be held on the evepn- 
ing of Nov. 22 in the science lecture hall of 
the University. Preceding the presentation of 
the motion picture four addresses will be given, 
as follows: 

Engineering features of modern house con- 
struction, Prof. A. Diefendorf, in charge of 
civil engineering at the University. 

Organization in giving impetus and direction 
to remodeling, Don McNeill, head of the mod- 
ernization bureau, Denver ; 

Modern built-in conveniences, C. H. Salmon, 
El Paso Sash & Door- Co. 

Trend of architecture in the Southwest, Prof. 
Irving B. Parsons, in charge of the course in 
architecture, University of New Mexico. 


New Angle in Selling by Long Distance Phone 


Denver, Coro. Nov. 11. — 
Tacked near the telephones of 
many of the lumber dealers in 


The advantages 
the letter are obvious. But there 


explained in 


cellent if the wholesaler could get 
an order every time he called a 


saler is keeping his promise to 
have “Mac” on the other end to 





ear SAD, 


Colorado and the Rocky Moun- 
tain region, are small cards like 
the one reproduced (somewhat re- 
duced) on this page. 

This is a slightly new departure 
from the ordinarily accepted plan 
of long distance telephone sales- 
manship practiced by many whole- 
sale distributers and which has so 
many obvious advantages for both 
retailer and wholesaler. 

It was on Aug. 22 of this year 
that the Lumber Dealers Supply 
Co., of this city, put the new sys- 
tem into effect. With cards was 
sent a letter explaining the prop- 
osition, as follows: 

You'll Like This New Feature: 

It’s as easy as “rolling off a log” 
to place an order with us now. 

When you need something in our 
line, simply grab your telephone 
and ask the operator for “DEN- 
VER TOLL TERMINAL 5 COL- 
LECT” and the deed is done. 

No numbers to look up, no argu- 
ments with the operator, no long 
waits for a connection. Aad—we 
gladly pay the toll charges. 

This new system goes into effect 


today with the installation of a; 


Direct Long Distance Telephone 
which will henceforth be known 
by the above moniker “DENVER 
TOLL THDRMINAL NO. 5.” 

We hope you will use it, and 
enjoy it—because “Mac” (Mr. 
McMann) will be waiting at this 
end of the line for your order, and 
you know what that means—Satis- 
factory Service! 

Don’t crowd, gentlemen, 
crowd! But keep us busy. 

COLLECT-ively 
LUMBER DEALDRS 
SUPPLY CO. 


don’t 


are some other advantages that 
accrue, more particularly to the 
wholesaler. In the first place, the 
installation of a separate telephone 


customer. Obviously, many calls 
would not produce sales, yet the 
wholesaler would have to pay the 
telephone charge just the same. By 








Telephone Your Orders 


““COLLECT”’ 


Ask the Operator for 


“Denver Toll Terminal 


No. 5 Collect” 


LUMBER DEALERS SUPPLY CO. 


1741 Wazee Street 


Denver, Colorado 





for long-distance service permits 
a lower rate on telephone calls in- 
asmuch as they are then classed 
as station-to-station calls and bear 
a lesser rate than person-to-per- 
son calls. That lowers the cost of 
the service to the Lumber Dealers 
Supply Co. 

Long distance telephone sales- 
manship has frequently been used 
by lumber wholesalers, as well as 
other wholesale distributers as a 
means of “filling in” between 
visits of the salesmen. The plan 
usually has been to call the re- 
tailer by long distance to see if 
he had need of additional mer- 
chandise. The plan would be ex- 


this plan no telephone bill charged 
to the wholesaler is a dead loss in- 
asmuch as every incoming call 
means a sale. 

Also, long distance calls on the 
part of the wholesaler often catch 
the customer when he is busy with 
other matters. Perhaps he has a 
customer in his office, or a con- 
ference relative to a bill of mate- 
rial is under way. The interruption 
is disconcerting, and if he did need 
material it is quite probable that 
he wouldn’t feel like taking the 
time to give an order. 

By this new system the retailer 
calls when it is convenient to him 
on the assumption that the whole- 


take the order. 

In case of building material 
sales, it would seldom happen that 
the profit on the goods ordered by 
a lumber merchant would be less 
than the cost of the telephone call. 
However, since the dealer, under 
the conditions, would be more 
amendable to suggestive salesman- 
ship, it would be possible for the 
gentleman called ““Mac” to suggest 
other items to go along with those 
ordered and build up a bill of 
goods on which the profit would 
be far greater than the cost of the 
telephone call. 

The best results from such a 
system are attained when a direct 
mail advertising campaign on the 
subject is carried on for a few 
weeks after the plan becomes 
effective. The wholesaler must not 
only provide the service but he 
must sell it so thoroughly to his 
customers that they will never 
neglect to use it. Also, by keeping 
the special long-distance telephone 
clear for incoming calls (never 
using it for an outgoing call) the 
possibilities of the customer being 
delayed in getting the connection 
are reduced. Delays cause him to 
be slightly disappointed in the 
service. 

Another advantage of the plan 
is in the fact that it opens the 
door for the salesmen when they 
make their rounds. Good will to- 
ward the wholesale concern 1S 
built up, and when its salesman 
does call he is received pleasantly, 
his way having been prepared 
a favorable atmosphere crea 
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Remodeled Office Helps to Make Sales 


Is Arranged to Function as a Demonstration Room, Showing Customers How Various 


! Products Will Look Installed in the Home 


F 

! 

‘Los ANGELES, CALIr., Nov. 11.—“Prompt delivery, if it breaks our 
backs.” 

That expressive slogan of the Mullin Lumber Co., of this city— 
of which slogan more will be said further along in this story—is 
only one of the out-of-the-ordinary things that characterize the op- 
erations of this up-to-date concern. 

Very often the customer in buying building materials wonders 
how this or that “will look.” If the lumber dealer can show him 
then and there, without sending him elsewhere, he has a valuable 
merchandising advantage. 

Knowing this, and also appreciating the importance of planning 
an office to fit the particular needs of individual firms, Wayne Mul- 





—— 








Remodeled office of Mullin Lumber Co., Los Angeles, Calif. 


lin, manager of the Mullin Lumber Co. yard at 1950 West Slauson 
avenue, made a careful study of the matter. Although he had an 
architect's drawing he finally followed his own ideas, resulting from 
experience and a knowledge of the retailer’s needs. 

Practical, attractive aad serviceable are not mere adjectives when 
applied to the remodeled office just completed. This pertains not 
only to the general layout but to other features, all of which were 
intended for a definite purpose. 

“The average lumber yard office is too large,’ Mr. Mullin says, 
“so that the main office has an empty appearance, unless there 
are three or four clerks or stenographers and several customers 
present. For that reason, we made that portion comparatively 
small, with four other rooms leading into it, but which may be 
closed off with French doors. It gives the whole a friendly atmos- 
phere, and even though only one customer is present the place 
seems to be busy.” 

This does not mean that the main office actually is small, for its 
long counter, with a waiting bench in front and room for several 
desks behind, affords ample space for transacting business, and 
without making it appear crowded. The other rooms are arranged 
for convenience, in relation to each other and the yard. 

The layout is but one of the desirable features, each of which is 
intended to help sell a certain kind of material. -From floor to 
roof a variety of stock, from common to the top grades of lumber, 
flooring, finish etc., are on display. For example, seven kinds of 
oak flooring, laid in as many styles and patterns, give the prospec- 
tive buyer a wide range of selection. 

So it is with wall paneling. The counter and the rest of the fur- 
mbige js finished in natural oak, while the five large panels of the 
nT sand-blasted in artistic designs, one of which is the com- 
pany s“trade-mark and slogan, “Prompt delivery, if it breaks our 
backs.” 

The origin of the. trade-mark is interesting. Back in 1898 Mr. 
Mullin’ father took’ a picture of three burros, laden with lumber 
lor the mines, near Jerome, Ariz., where the company still owns a 
yard. An oil painting of the photograph hangs in the office. The 
picture and slogan make a snappy combination which is used on 
all of the company’s stationery and advertising. 

Two rooms are paneled in sand-blasted white pine, finished at the 
mill"of the Red River Lumber Co. in such maner that it brings out 
the grain beautifully, the main office in French gray and Mr. Mul- 
lin’s private office in dark red. No attempt was made to make 
the paneling especially beautiful but rather to show the size in which 
such panels may be made. Some customers, it was explained, did 


not know this and several orders were placed because of this dem- 
onstration alone. Mr. Mullin also stressed the fact that choice lum- 
ber was not selected for this purpose, but the various grades just 
as they came. The best material could have been used and the 
most artistic effects obtained, but only by defeating the purpose of 
the plan, he said. ” ad 

Three kinds of oak flooring appear in the front office. In front 
of the counter, 1n three-section effect and the whole bordered with 
inlaid walnut trim, the quartered oak, clear, is bound to attract 
favorable notice. Behind the counter, the outer portion is white 
oak and the middle of red oak, with different’ borders. 

Douglas fir panels in the shipping room are so designed as to show 
the grain of wood like the customer may expect to buy, not select- 
ing the best obtainable. The next room, which shows splendidly 
from the counter, is paneled in nothing more than knotty common 
or shelving stock, walnut-stained, high-lighted and shellacked. It 
produces a very pleasing effect and harmonizes with the ensemble. 

The private office has wormy oak plank flooring, which is now 
very popular in the newer homes, while the hardwood flooring of- 
fice with its block flooring and redwood panels, covered with a clear 
lacquer, makes a striking contrast with the private office. But since 
the clothes closet and wash room are located on either side of the 
door leading to these office rooms, there is no clash in the general 
effect. The blocks in the floor of the fifth room are made up of 
squares of three pieces of oak flooring each and glued, not nailed, 
to the base floor. 

Redwood siding is used on the outside of the building, and the 
roof is of redwood shingles, %-inch thick at butt, 6 inches wide 
and 20 inches long, vertical grain, fastened with copper nails. The 
customer is assured that the roof will last the life of the building. 

Thus, the entire office, inside and outside, has been made to 
function also as a demonstration room, with every material used 
serving this double purpose. Beside the oil painting of the firm’s 
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trade-mark, the large panels of the walls are relieved by artistic 

“Grainart” etchings on wood, the product of the Long-Bell Lumber 
Co. 

Even the most obtuse visitor or unobservant customer can not 
fail to see that this lumber office is “different.” Mr. Mullin says 
that it has created a great deal of comment, and even some sales 
directly due to the ability of the salesman to show how the va- 
rious kinds of lumber “will look.” 


Booklet Pictures World’s Greatest Building 


The world’s largest building, the Merchandise Mart in Chicago, which 
is now well advanced in construction, is the theme of an exceedingly 
interesting and timely piece of literature just issued by the Exchange 
Saw Mills Sales Co., Kansas City, Mo. .The exceptionally fine illustra- 
tions, showing two impressive views of the colossal structure as it will 
appear when completed, made from architects’ drawings, and a halftone 
from photograph showing the present stage of construction, together 
with interesting descriptive text, maké this handsome brochure of@more 
than passing significance. The fact that ESSCO trade-marked and 
grade-marked southern pine was chosen for fabrication of frames on 
‘this epoch-marking construction job naturally is recorded with justi- 
fiable pride. 
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NEW STORE OF THE ANTRIM LUMBER CO. AT ENID, OKLA., IS SOMETHING TO BE PROUD OF 


An Example of Progress in Retailing 


(Continued from Front Page) 


problems can not be successfully met with 
the methods and equipment of yesterday. 

An uptodate feature of the advance publicity 
was the use of the radio, announcement of the 
opening being broadcast from station KCRC, 
located at Enid, on each of the three days pre- 
ceding the event, while on the day of the open- 
ing final announcements were made. These an- 
nouncements were interspersed with entertain- 
ment features, a number of manufacturers co- 
operating in putting over the radio program, 
which, according to Clelland A. Antrim, treas- 
urer of the company, “was a complete success, 
bringing in visitors from the surrounding 
country and, most important, a large number 
of farmers and their families. I don’t believe 
we will ever realize how much advertising we 
really got through using this method.” 

In addition to the radio, large newspaper 
display space was used and a hundred personal 
letters of invitation were sent by H. V. Brooks, 
resident manager, to all carpenters and contrac- 
tors within the yard’s trade territory. 

Manager Brooks stated that the crowd ex- 
ceeded all expectations. Included in the crowd 
of visitors were more than 30 managers of the 
Antrim yards of Oklahoma and their wives. 
C. A. Antrim, president and general manager 
of the company; T. C. Mann, vice president, 
and Clelland A. Antrim, treasurer, all of St. 
Louis, Mo., were present. 

The main office was filled with baskets of 
beautiful flowers sent as greetings from the 
many friends of the company. 








Upon entering, each visitor was given a 
registration card, which had spaces provided 
thereon for the registrant to check whether he 
was interested in any of the following: Paint- 
ing, reroofing, floors, garage, new home, re- 
modeling, repairs, farm buildings etc. By this 
means, a good mailing list of prospects was 
secured for future follow-up work. 

Each lady attending received a_ beautiful 
corsage of red and white flowers tied with a 
ribbon of the same colors, these being in great 
demand and very much appreciated. All gen- 
tlemen were given cigars, and the children re- 
ceived candy suckers. Ninety gallons of de- 
licious punch and many boxes of wafers 
comprised the refreshments. Attractive young 
ladies of Enid had charge of the registration, 
flowers, cigar and refreshment booths. All 
souvenirs distributed bore the “Red Square” 
trade-mark of the Antrim company. 

More than 25 booths were attractively dis- 
played and arranged throughout the lumber 
yard, these being in charge of representatives 
from the manufacturers of the products han- 
dled by the -Antrim company. Samples and 
favors were distributed by them to the visitors. 

The exhibit booths were very attractive, and 
showed plainly that the manufacturers’ repre- 
sentatives co-operating had given a good deal 
of time and thought to them, some of them 
having worked two or three days before the 
opening to get everything ready. The Antrim 
company itself had an attractive booth, beauti- 
fully decorated with autumn leaves on lattice 
work, in the center-of which appeared a large 


“Red Square,” made up of red and white 
flowers in exact reproduction of the “company’s 
trade-mark. 

The entire plant was beautifully decorated 
and illuminated with ‘red, white and blue lights, 
while flood lights played on the front of the 
building. Throughout the evening music was 
furnished by the Oklahoma Troubadours’ or- 
chestra. 

Many flattering remarks were made, to the 
effect that this is one of the most uptodate 
and attractive plants that the visitors had ever 
seen. It is planned for convenience, better and 
quicker handling methods, and systematic stock- 
ing of all materials at the smallest possible 
cost. All lumber is “sticked” with lath at 
proper intervals. The molding room is built 
for end-stacking of moldings, which keeps them 
bright and clean. All stock is unloaded from 
cars right into the warehouse, a private switch- 
track running alongside. 

The offices, display rooms etc. are finished 
in walnut and oak and beautifully decorated 
throughout. All in all, the plant fully justifies 
the pride which the company officials and the 
resident manager feel therein. 

The Antrim Lumber Co. started the manu- 
facture of lumber in 1894 at Antrim, La, 
manufacturing shortleaf yellow pine yard stock, 
and specializing in finish, casing and_ base. 
They also are interested in cypress and Pacific 
Coast products. 

Charles A. Antrim, president and general 
manager of the company, with offices at St. 
Louis, Mo., is one of Oklahoma’s pioneers, 














THE PAINT AND HARDWARE DEPARTMENTS, WITH SOME OF THE NUMEROUS FLORAL OFFERINGS 
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having first started in business in Terrall, Ryan 
and Thomas, Okla. Clelland A. Antrim, treas- 
arer of the company, was educated in the 
fymber business not far from Enid. 

The Enid branch was started in 1908 by the 
buying out of Trekell & Rounds, who had 
started a lumber yard on the new townsite of 
Enid in 1893. The yard has been on the pres- 
ent site since then. The plant has been rebuilt 
twice, the first time following a fire in 1909 
and now to meet its need for larger quarters. 

The Enid yard is the distributing point for 
several smaller yards in northern Oklahoma. 
Carload lots are handled from their own track- 


elling Quality Lumber in Texas 


Fort Wortu, Tex., Nov. 12.—‘We believe 
good building material of any kind will sell 
itself. It may not turn as fast as the cheaper 
grades, but eventually the demand will develop 
and the dealer who is in position to supply the 
best to be had will maintain a safe lead over 
the dealer who trades in the cheapest grades 
on the market.” 

This represents the merchandising policy of 

his company, as out- 











Private office of H. M. Antrim, division manager for northern Oklahoma 


age, which makes the handling cheaper and 
faster. 

H. M. Antrim, division manager for north- 
ern Oklahoma, was originally at the saw mills, 
and was connected with the Enid yard in 1914 
as manager. He has been a resident of Enid 
for the last 15 years. 

H. V. Brooks, the present local manager, has 
been connected with the company for the last 
ten years, first at Lawton and Binger and now 
at Enid. Several of the other employees of 
the local yard have been with the company 
from 10 to 15 years. 

The Antrim Lumber Co. of Enid was host 
to about 23 people at a luncheon held at the 
Oxford banquet room on the day of the open- 
ing. The guests were the managers and owners 
of other lumber yards in Enid and the visiting 
managers of the various Antrim yards through- 
out the State. 

Immediately following the opening, Charles 
A. Antrim, president and general manager, and 
Clelland A. Antrim, treasurer, made a motor 
trip covering 1,780 miles through OkJahoma, 
visiting and inspecting 21 of the company’s 
other plants. 


Better Homes Exposition Opens 


Rocuester, N. Y., Nov. 12.—The second an- 
mial Better Homes and Building Exposition, 
under the auspices of the Rochester Real 
Estate Board, opened yesterday afternoon at 
the State armory, with many exhibits by lead- 
mg firms and merchants of this city. The 
armory was decorated very attractively for the 
exhibition, which will continue through the 
week, Monday and Tuesday are Civic Organ- 
wation days; Wednesday, School Pupils’ ‘day ; 
Thursday, Builders’ day; Friday and Saturday, 
Home Owners’ days. 

The modernization bureau of the Democrat & 
Chronicle, which newspaper has taken a lead- 
ing part in promoting home ownership and re- 
Modeling of old homes, has one of the booths 
at the show. It has an extensive exhibit of 
modernization work and plans and ideas are 
ing shown in motion pictures, as well as 
movies of the Democratic & Chronicle’s “Mas- 
ter Model Home.” Other exhibits show the 
methods of buying a lot or building a house 
and expert advice is ready for all interested. 





lined to the AMERICAN 
LUMBERMAN by W. B. 
Sloan, president of the 
Sloan Lumber Co., of 
this city, a retail lumber 
concern that is noted 
for its progressive mer- 
chandising and which 
has established a reputa- 
tion as a dealer in lum- 
ber of high quality. Mr. 
Sloan said that his com- 
pany handles all kinds 
of lumber and other 
building material for 
which there is a general 
demand, but whether it 
is low grade or high 
grade lumber it must be 
of the best quality ob- 
tainable in the grades 
sold. For example, Mr. 
Sloan said: “We handle 
quite a lot of No. 3 
grade yellow pine, but 
we buy all our No. 3 in strictly longleaf, which 
we can truthfully recommend to be of better 
quality than some shortleaf No. 2 that we find 
on the market. In fact, we pay more for long- 
leaf 2x4 No. 3 than we would have to pay for 
shortleaf No. 2 if we tried to buy the cheapest 
we could get.” 

The Sloan Lumber Co. does a considerable 
volume of business in longleaf yellow pine tim- 
bers from 3x6 to 10x10 and Mr. Sloan says 
that this stock largely has sold itself because 
of its high quality. Some of the stock carried 
is grade-marked and some is not. In this con- 
nection, Mr. Sloan said: 

We do not ask for grade-marked stock, but 
we are glad to have it if it is properly marked 
according to grade. But we have some 
grade-marked stock that was above the grade 
and also have seen some that was below the 


seen 





grade. If 
regrade it 
longs, 


the stock does 
and put 
whether it is 


not look right, we 
it where we think it be- 
grade-marked or not. 

The experiegce of the Sloan Lumber Co. 
has been that the average contractor *knows 
good lumber when he sees it and is always 
anxious to get it. Some contractors, it finds, 
are g@t willing to pay the price for quality 
lum@per when it is to come out of their own 
pockets, but do not hesitate to recommend it 
to others. ; 

Another outstanding retail lumber concern 
in Texas whose policy is to handle quality lum- 
ber is the Lingo Lumber Co., of Dallas. Com- 
menting on this policy, J. M. Armstrong, vice 
president of the company, said: 


Our policy of merchandising is to handle 
quality lumber as well as all other building 
commodities, and in doing this we find that 


our dealings are not only more satisfactory, 


but that we have more satisfied customers. 
We also find that it is economy to buy good 


lumber, well manufactured and properly dried 


even though it is necessary to pay more for 
this product. We know that the customers 
who desire better grade materiais will not 
hesitate to spend a few dollars more in order 


to buy quality. 


As an example of this, Mr. Armstrong re- 
ferred to a large warehouse being constructed 
in Dallas, for which his company recently sold 
the material. When making the purchase, the 
contractor specified quality materials and stated 
that he was willing to pay more for materials 
of this type. The company delivered material 


that it could stand behind, and it was with 
considerable. satisfaction that Mr. Armstrong 
said: 

The contractor called at our office a few 


days ago and said that every piece of lumber 
that had been delivered to the job was of the 
highest type and that he was certainly strong 
for good lumber and liked to buy grade- 
marked or trade-marked material. 

Mr. Armstrong summed up his company’s 
policy in this way : 

We are boosters of quality material 
want to co-operate in every way for 
materials to be used on every contract, 


and 
better 





HarpDwoop exports from Fredericton, N. B., 
to the United States for the third quarter of 
the current year totalled in value $80,920, or 
practically 100 percent above that of the similar 
period of last year. 





View in shed of Antrim Lumber Co., showing some of the 25 exhibit booths 
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SHOWING IMPRESSIVE FRONT OF THE DASCOMB-DANIELS LUMBER CO.’S NEW YARD AT HOLLIS, OKLA. 1 


Another Oklahoma Yard “Dresses Up” 


Hotuis, OKLA., Nov. 11.—The recent public 
opening and “house warming” of the new local 
home of the Dascomb-Daniels Lumber Co. was 
a community affair of great interest, attracting 
hundreds of visitors from the town and sur- 
rounding country, as well as some from greater 
distances, the occasion being honored by the 
presence of Frank N. Daniels, president and 
general manager of the company 


flowers arranged around the room gave a pleas- 
ing decorative effect. A total of 85 gallons of 
punch was served. Entertainment was sup- 
plied by a group of local young women who 
sang and played the piano. 

Special interest was shown by the visitors in 
the exceptional display of built-in woodwork 
features, a good idea of which is afforded by 


rangement, illustrating the modern idea of an 
efficient “home work-shop.” 

The entire plant has been undergoing remod- 
eling and modernizing for several months, the 
results of which are in part shown by accom- 
panying pictures and layout. A striking fea- 
ture is the imposing new front—really con- 
sisting of three separate fronts and two en- 

trances — all finished in 
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of the branch yard managers. 20° x 50’ 20°'n 40° [PLATFORM 206°x so’ are among the finest in the city, 
The popular resident manager, a ans . being finished in a new _ textone 
B. R. Coleman, was the recipient / AuLey ; paiiatii ; ALLEY \ combination color scheme, with 
of many and sincere congratula- ,\ ' o ane Verse hs eer / woodwork finished in silver gray. 
tions upon the splendid new busi- 7 | aes -  INCLOSED ! The entire plant has been arranged 
ness quarters of the company. Mr. «& |] ““"55°°™ ne. ae | PLATFORM ' + for convenience and attractiveness, 
Coleman has been “on the job” % "ore ae * "Bespaionteac ‘ On the day following the public 
here for about ten years, and by 3 —_— == = = -! 7 opening a banquet was served ata 
his whole-hearted participation in =/ Per i aa a eas Se ti J AK local cafe for the officials and yard 
all enterprises for the advancement \ eo? eT / managers, in this section, of the 
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for himself a large place in the OFFICE ee te those present being: 
esteem of the community. 24x 70" 20’ x 140’ F. N. Daniels, president and gen- 
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vertising in the local newspapers, a 
cordial invitation was extended to 
the public to call and inspect the 
new building material store and its contents on 
a recent Saturday, from 2 to 10 o’clock p. m. 
The hearty response to the invitation is indi- 
cated by the fact that 1,050 registration cards 
were signed, and Mr. Coleman estimated that 
fully as many attended who did not register. 
Souvenirs consisting of bread boards, pencils, 
yardsticks and all-day suckers were presented 
to adult and juvenile visitors. Baskets of 


Layout 


of remodeled Dascomb-Daniels Yard at Hollis, Okla. 


one of the accompanying photographs. In this 
exhibit the various features were really “built 
in”; in other words, they were built right into 
the wall during construction, just as they would 
be installed in a new home. 

The built-in display featured a china closet, 
two designs of ironing boards, telephone and 
medicine cabinets, and a modern kitchen cab- 
inet, with a complete miniature kitchen ar- 


Hinkle, district manager, Altus 
A. W. Bishop, Frederick; Clarence 
Fox, Davidson; W. H. Oakley, Hol- 
lister; W. W. Baxter, Altus; J. H. Abshear, 
Duke; C. H. Byrd, Gould; F. E. Schmidt, El 
dorado; Haddon Johnson, Allison, Tex.; Lee 
Long, Mobeetie, Tex.; Weaver Barnett, Briscoe, 
Tex.; O. H. Brandon, Cheyenne, Okla.; G. W. 


Haffner and Eugene Liddy, Kansas City, Jack 
Simmons and C. H. Miller, Oklahoma City, and 
B. R. Coleman, Hollis. 

This “rounding out” of the celebration was 
greatly enjoyed by all participating. 











THE DISPLAY ROOM, SHOWING A VARIETY 





OF BUILT-IN FURNITURE AND CONVENIENCES 
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What Lumbermen Should 


Do to Improve Business 


West Patm Beacu, Fta., Nov. 11.—Because 
his study of conditions applies so well to-all 
parts of the country, Secretary J. P. Williams’ 
report to the semiannual convention of the 
Florida Lumber & Millwork Association last 
week came in for many compliments. His 
merchandising comments attracted most atten- 
tion. Among other things he said: 

To ask the average material dealer what 
competition he has brings the answer that 
there are five yards, or seven yards, or ten 
er Whatever the number may be in town, that 
pbuilding permits are so and so, therefore 
there not being enough to go around and give 
every one a decent volume, and that competi- 
tion is keen. It is true that competition for 
your share of what volume exists is un- 
doubtedly very keen today, but it is' also true 
that the competition of the dealers in your 
line for that volume which exists is by far 
the smallest competition which you have. 

While a great many of our dealers are sit- 
ting around their offices wondering when vol- 
ume is going to increase, When the dear pub- 
lic will come to their places of business de- 
manding more goods, other lines are scouring 
the field, taking up the excess dollars, draw- 
ing the minds of the public from home build- 
ing to other channels. People are getting 
away from the idea of home and in its place 
they are thinking too much of the rented 
apartment, too much of putting their money 
into instruments that will allow them to 
listen to distant stations, too much of new 
appliances, and forgetting the idea of the 
home itself. 

You pick up today’s magazines and what do 
you find? Salesmanship, real salesmanship, 
designed to instill in the minds of readers 
the wonders of new inventions for appliances 
of the house; calling attention to the won- 
ders of travel; portraying beautiful automo- 
biles that can be had for a few dollars down 
and a few dollars tomorrow—maybe. You 
turn further and you find well worded ad- 
vertisements telling how easy it is to save 
your money for the Christmas club so that 
at Christmas time you can buy Yo-Yos for 
the family without feeling the expenditure. 

In other words, our real competitors are 
showing salesmanship which is entirely lack- 
ing in ovr own industry. Instead of sitting 
around and waiting for people to come and 
buy their radios they are sizing up the money 
market and wherever they see a few dollars 
loose they go there and sell the people on 
the idea of their merchandise, while we lumber 
and building material men, not only in Floz- 
ida, but all over the United States, wonder 
why the people do not get the idea of home 
building and in consequence buy our mate- 
rials. There is our competition. It is a 
waste of time to make frantic efforts to di- 
vide the small volume of the present condi- 
tions, a waste of common sense to keep cut- 
ting our prices until we get them down prac- 
tically to cost in the hope that we will get 
the lion’s share of the present volume, when 
the same amount of effort directed along the 
Proper channels, along the channel of con- 
structive advertising, along the channel of 
fostering the home-bvilding idea, would bring 
us @ more profitable volume to divide. As 
an association we have a very evident duty 
along constructive advertising lines. 

Merchandising is a subject so vast in its 
Possibilities, yet so small in the amount that 
it has been practiced in our industry, that I 
almost hesitate to mention it. Yet proper 
merchandising is of the most vital importance 
to our industry if we are going to continue to 
Set ourselves up as merchants. Go into the 
— city and what do you find? If you 
= to purchase.an automobile you can go 
or = kept Show-room, there view the cars 
on i trained salesmen on thand to point 
pad pl good qualities, their superior points 
eadio cars of other makes. If you wish a 
— can view them in proper display 

» Or you can try them in your own home, 





If you wish a washing machine, or any of the 
various appliances for the house, the same 
thing holds true. . 
Now, how about it, if you wish to con- 
struct a home? In too many cases you are 
invited to come to an ill-kept lumber and 
building material plant, you go into an office, 
which in many cases is a hole in the wall, 
where the construction is of a temporary na- 
ture, and there you are asked to sit down 


and talk about building a beautiful home, and 


where the dealer will try to emphasize proper 
construétion. It is hard to impress on the 
customer not only that you know what you 
are talking about, but that you yourself are 
sold on proper consruction unless it is prac- 
ticed at headquarters. This is one phase of 
merchandising where a great many of our 
members are lacking. Let us consider an- 
other, 

I wonder how much confidence we instill 
in the minds of the public that we are real 
merchants, with a real piece of merchandise 

















J. P. WILLIAMS, 
Orlando, Fla., 


Tells What Should 
Be Done 











to sell when we eternaly talk price, and when 
we impress them with the fact that the 
greatest argument we have for selling them 
is that our price is lower than our competi- 
tors? Surely lumber and building materials 
have other qualities to commend their use 
rather than cheapness. We all know that a 
man can’t get something for nothing, and I 
am going to talk rather plainly about this 
price competition. What does it lead to? It 
leads to just this. An average customer, or 
home builder, knows practically nothing about 
the grades of lumber. He goes to his lumber 
merchant with full confidence that he will get 
a square deal, however, emphasizing that he 
wants to buy as cheaply as possible. He 
hands in his list of material, and among other 
things are framing and sheathing, which it is 
understood will be Wo. 2 common. He; of 
course, not knowing the grades perhaps does 
not put down ‘the grade-mark, but he is ex- 
pecting to get a good grade of material. 

And then the fun begins. One dealer fig- 
ures that by cutting the price a little he will 
get the business, and still show a profit, and 
then dealer No. 2 decides that if that dealer 
can cut it a dollar or two he carn cut it $2.50 


or $3. And so it goes until the No. 2 com- 
mon has reached cost and then what happens? 
Here is a dealer off to one side, realizing 
the man doesn’t know grades, figures that if 
he gives him a good grade of No. 3 the man 
will not know the difference and he can still 
show a profit. After a while even No. 3 gets 
down to cost. 

This is unfair; it is unfair to ourselves and 
to the consuming public, for it is a breach 
of trust. This association has gone on record 
as favoring grade-marked lumber and as an 
association it should insist on the carrying 
out of this principle as soon as possible for 
the protection of the buying public. It does 
seem that dealers with common sense should 
realize that selling at cost is not building up 
a business. I know that in some communities 
this principle is more or less forced on them 
through liquidation of plants, or rather the 
carrying on of plants that if the truth were 
known are broke and either don’t realize it 
or are concealing the fact. 

However, the greatest evil along this line 
is in sliding grades, and therefore the public, 
as stated before, should be protected by the 
grademark on all commodities, lumber in- 
cluded. Members of the association should 
stand out before the public as merchants and 
should put out trade-marked commodities only. 
This mcvement has got to be a concerted 
movement and can not be carried out individ- 
ually. It is up to the association. 

Proper construction is closely allied to 
grade-marked lumber. During the last few 
years Florida has had two or three disastrous 
storms, storms which have been heralded 
throughout the country as great calamities. 
They have tended to mark Florida as a place 
which is unable to withstand the elements, 
but we, of Florida, know that the trouble has 
not been near so much with the elements as 
with the work of man. Two weeks ago I was 
in Chicago, and while there they experienced 
a 63-mile gale which caused considerable dam- 
age along the lake shore, but did very little 
damage to the houses. The same would be 
true of Florida had we in times past paid 
proper attention to construction. We all know 
that during the boom the chief concern in 
putting up houses was the element of time, 
rather than construction, and we have reaped 
the harvest of this in having these same 
houses blown down by winds that in other 
parts of the country would have done very 
little damage. 

Thait boom period is past, and we have 
learned a lesson from it, but the lesson has 
not been learned well enough. We are not 
today paying enough attention to proper con- 
struction. We, as building material merchants 
have a decided duty in educating the people 
along this line. The very nature of our. busi- 
ness makes us community builders, and when 
we, as such merchants, devote more effort 
toward increase of volume than we do toward 
advising on proper construction we are not 
keeping the faith. 


Farmers Profit From Walnut Logs 


Waukon, Iowa, Nov. 11.—Farmers of this 
northeastern Iowa county who have walnut 
trees on their land are making real money. In 
October $3,150 worth of walnut logs. were 
shipped to the Wood. Mosaic Co. Council 
Bluffs, Iowa, and the Penrod-Jurden-Clark Co., 
Des Moines. ‘These consignments were com- 
posed of only seven carloads. Sixty to eighty 
logs. were loaded to a car. Logs were valued 
at $40 to $60. Before the increased value of 
walnut lumber, trees in this sectiom were cut 
off one to two feet above ground. Now the 
stump is grubbed out and shipped. All stumps 
that are not hollow are sold as well as the 
trunks. 
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West Coast 


To Produce 100,000,000 Feet Annually 


Dorris, CALiF., Nov. 9—A. B. Davis, sales 
manager of the Kesterson Lumber Co., at this 
place, is enthusiastic over the new mill now 
under construction for his company at Klamath 
Falls, Ore. It is expected that the new plant 
at Klamath Falls will produce approximately 
60,000,000 feet of lumber annually, while the 
mill at Dorris will continue to produce ap- 
proximately 40,000,000 feet, thus giving the 
company a total annual output of about 100,- 
000,000 feet. It is expected that the new mill 
at Klamath Falls will operate on a 2-shift 
basis. The sawmill will be equipped with head 
rigs and resaw, automatic trimmer etc. There 
will be sufficient dry kiln capacity to take care 
of all No. 2 shop and better, and the planing 
mill will be equipped with surfacer, matcher, 
molding machine, band resaw, rip saw etc. In 
connection there will be a dry shed of 3,000,000 
feet capacity. A feature of the planing mill is 
that it will be so laid out.that every board, 
regardless of grade, both rough and surfaced, 
will be re-end-trimmed as it goes to the car. 

Officers of the Kesterson Lumber Co. are: 
President, G. H. Kesterson; vice president and 
general manager, Irving E. Kesterson; secre- 
tary, A. P. Heup; treasurer, W. I. Kesterson. 

President G. H. Kesterson spends the greater 
part of his time in Grants’ Pass, location of 
the Swede Basin Lumber Co., of which he also 
is president. 

Plans for the new mill at Klamath Falls were 
drawn by Pete Swan, of Portland, and the 
construction work will be under the general 
direction of I. E. Kesterson. The company 
owns sufficient timber to keep both of its mills 
operating to capacity for many years to come. 
This timber runs almost entirely mature, soft- 
textured California white pine. 


Correctly Built Doll House 


SEATTLE, WaASH., Noy. 9.—Construction of 


the architecturally correct doll house which 
manual training students of Broadway High 
School are building for use of the Seattle 


Fruit & Flower Mission in raising money for 
its milk fund is going ahead rapidly, and the 
miniature dwelling soon will be ready for dis- 
play. The tiny shingles and siding are now 
being put on, and the house is almost ready for 
the interior decoration work. It will be dis- 
played at the Bon Marche store about Dec. 1. 

The house will be 30 inches wide and between 
8 and 9 feet long, including the “two-car 
garage.” It was designed without charge by 
J. Lister Holmes, Seattle architect, and is sug- 
gestive of the French manor house type. On 
the first floor there is a dining room, living 
room, a kitchen and a hall. The second floor 
has two bedrooms, two dressing rooms, two 
bath rooms and a hall. 

Tiny western red cedar shingles, each 2 inches 
long, or just one-twelfth the length of a stand- 
ard 24-inch shingle, are being used for the roof. 
The house will be sided with pieces of red cedar 
siding one inch wide, or one-twelfth the width 
of one of the régular sizes of siding. All of 
thé other parts of the house, inside and outside, 
such as doors, stairs, windows etc., will be exact 
reproductions of the building items found in 
well-designed residences. Douglas fir plywood 
will be used for the inside of the walls, parti- 
tion walls and floors. The various lumber 
items have been donated by the West Coast 
Lumbermen’s Association. Lumber for the 
table on which the house is to rest was. con- 
tributed by the Blackstock Lumber Co. 

The house is being wired for electric lights 
and equipped .with miniature fixtures by stu- 
dents in the electric shop of the Broadway 
High School manual training department, under 
the direction of George W. Muench, in charge 
of the department. As soon as the construction 
work is completed the house will be turned over 


a 


Lumbermen’s Activities 


to the interior decoration department of the 
Bon Marche for furnishing. 

C. W.. Cook, in charge of cabinet making at 
Broadway High School, is supervising the 
building of the house. 

SH2 2224220224422 
Develop Branding Iron 

EUGENE, Ore., Nov. 9.—An electrically heated 
branding iron for use in applying the West 
Coast Lumbermen’s Association grade-marks to 
lumber has been developed by the Booth-Kelly 
Lumber Co., of Eugene. While this method of 
marking is slower than stenciling it produces a 
clear-cut brand, even on timbers which are wet 
and have rough ends. 

An explanation of how the marking apparatus 
was made and how it is used, as given by the 
Booth-Kelly Co., follows: 

A steel box of 12 to 16 gauge metal is made 
up 5% inches long by 2% inches wide by 1% 























Samples of grade-mark branding done with the 

electrically heated apparatus developed by the 

Booth-Kelly Lumber Co., Eugene, Ore. The 

three different brands are shown on blocks cut 
from the same piece of lumber 


inches deep, with the top open and the side 


extending down beyond the bottom to be 
dovetailed to receive the branding die. A 


1500 watt General Electric sheath wire heat- 
ing element is then bent and formed into 
such a shape as to lie in this box with the 
two terminals coming out of the top in a 
convenient manner. The element is then con- 
nected electrically and heated up, and when 
hot the box is filled with molten aluminum 
evened off and the top of sheet metal is then 
welded on with the terminals projecting 
through. 

We have done our own die-cutting so far, 
some of them being cut in brass and some in 
mild steel, either of which seems to be satis- 
factory. These dies are dovetailed on the side 
and slip into the dovetails on the bottom of 
the box and fasten with one screw to keep 
the die from slipping out. This takes care 
of any unequal expansion between the two 
metals. 

The handle is a split piece of pipe or tub- 
ing and is welded to the box on each end, 


with the extension cord running through the 
wood for handle grips. 

We have not had enough experience to 
know the life of this 1500-watt element whey 
in this use. We did some experimental work 
with a thermostatic cut-out but believe now 
that it will not be necessary to use it. Oy, 
experience shows that a 1500-watt element is 
necessary to get enough heat for fast work 
We have also found it necessary to Clean the 
die with a wire brush after several brandings, 
due to the amount of carbon that will collec 
and insulate the die. 

The first iron that we tried was a com. 
mercial unit, using a coil of high resistance 
wire, and, while it made a very nice brand, 
the coil was placed in such a way that the 
iron cooled off rapidly and there was a con- 
siderable wait necessary between brandings, 
We then obtained a 1500-watt element and 
had it cast in cast iron, and cut the die di- 
rectly on the block. This worked fine until 
we developed a blow-hole in the casting and 
the element burned out. We then had 1000-, 
a 1200- and a 1500-watt element each cast 
in a copper aluminum alloy but these melted 
down when the heat was applied. We then 
had a 600-watt unit cast in brass with the die 
directly cut on it. This is still in use but ig 
too slow for practical purposes, though better 
than the commercial unit we had. We then 
used the aluminum-filled box, with what we 
considered good results. 


Trims Molding After Bundling 


PortLAnb, Ore., Nov. 9.—Instead of cutting 
each piece of molding to length individually, 
the practice of the Harty Manufacturing Co, 
here, is first to bundle the moldings and then 
cut the entire bundle to the desired length. The 
bundles are tightly tied, and their smooth-cut 
ends present an attractive appearance. 

While this firm specializes in pine moldings, 
cut-to-length stock, casing, base, and other lum- 
ber in pine, it also manufactures these, and 
other items, in fir, which it ships in mixed cars 
along with doors, plywood, flooring, and other 
fir upper grades. 

While the present plant is a new one, having 
started operations only last summer, the Harty 
family has been continuously in the woodwork- 
ing business since 1888. George M. Harty, 
president, started his career in his father’s mill 
in Chicago. 


Issues Memorial Edition 


PorTLAND, Ore., Nov. 9.—Beautiful tribute is 
paid to the memory of Herb E. Allen, assistant 
general manager of the Brooks-Scanlon Lum- 
ber Co., who passed away at Bend, Ore., Oct. 
30, after a brief illness, by his employers and 
His fellow employees in a special memorial edi- 
tion of the company’s official organ, Deschutes 
Pine Echoes, just received here. 2 

“While it is commonly said that no man 1s 
indispensable,” writes H. R. Brooks, general 
manager of the big operations, “there are some 
men so valuable to business, an industry or 4 
community as to be very hard to replace, and 
Brooks-Scanlon will feel the loss of Herb Allen 
greatly.” 


To Reforest 1400-acre Tract 


PorTLAND, Ore., Nov. 9.—Reforestation of 4 
1400-acre tract of land on Youngs River whic 
empties ito the Columbia River near its mouth, 
will be started some time in December by the 
Crown-Willamette Paper Co. In the work 
planned for this winter the company extends 
its reforestation program for Clatsop County 
which already covers some 6,000 acres and 
which aims at perpetuating the timber supply 
for: its big pulp and paper operations. It 18 
planned to reforest immediately after the har- 
vesting of mature timber. The planting opera 
tions this winter will be in charge of C. J. Vit 
cent, who conducted large plantings south o! 
Seaside for the company last winter. About 


600,000 trees, mostly spruce, will be set out. 
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Logging and 


Add Improvements to Mill 


SAVANNAH, GA., Nov. 11. — Construction by 
the Savannah River Lumber Co. of a large ad- 
dition to its Port Wentworth plant, to provide 
quarters and facilities for a planing mill, will 
he completed about Dec. 1, having been under 
way about six weeks. The new building will 
te located just south of the dimension sheds 
which were constructed last year. With the 
new planing mill in operation the company ex- 
pects to increase its torce by employing about 
75 additional men. The building now nearing 
completion occupies a space 65x106 feet on the 
company’s 80-acre tract. The planing mill is 


of frame construction with concrete floor and 
metal roof. ; ; 
Part of the machinery is being installed. It 


Lumbering 


being located on both the Santa Fe and South- 
ern Pacific railroads. 

R. S. Barber announced that he would con- 
tinue the Barber company, merely ceasing to 
manufacture. Mrs. R. S. Barber is secretary 
and treasurer of the company. 


Uses Hauling Equipment Profitably 


Monroe, La., Nov. 11.—The Republic Con- 
struction Co. of this city, which obtained a con- 
tract last summer for the erection of a large 
natural gas compressor Station at Sterlington, 
La., has been making profitable use of “Cater- 
pillar” tractors and Lindsey 8-wheel wagon 
equipment in the delivery of materials to this 
plant. The construction company first contem- 
plated running a spur track from the Missouri 

Pacific railroad to the 








plant site and shipping 
all concrete materials, 
heavy equipment, piping 
etc., direct to the site. 
However, it was deter- 
mined that the first, cost 
of the proposition of 
this kind would be too 
great and this idea was 
abandoned and heavy 
hauling equipment used 
instead. With “Cater- 
pillar” tractors and 
Lindsey 8-wheel wagons, 
the latter a product of 
the Lindsey Wagon Co., 
Laurel, Miss., all of the 








Lindsey 8-wheel wagon bearing a large tank and drawn by a 


“Caterpillar” tractor. 


will all be electrically driven and will consist 
mainly of a matcher, a molder, band re-saw 
and band rip-saw. 


Both pine and hardwood lumber will be 
dressed at the new planing mill, where hereto- 
fore only hardwood items for automobile body 
construction have been handled. A new storage 
shed is also being built, the dimensions of which 
will be 90x200 feet, and which will be used to 
take care of kiln-dried lumber. This building 
is also of frame construction with metal roof. 


C..S. Brown, general superintendent of the 
plant, will have charge of the operation of the 
new mill, which will have a capacity of three 
carloads a day. 
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Purchases Manufacturing Plant 


BEAUMONT, TEX., Nov. 11.—The Burrus 
Lumber Co. has purchased the plant of the 
Barber Lumber & Manufacturing Co. in this 
city, having taken charge of the plant last Fri- 

y. The Burrus people will manufacture pine 
lumber and timber and hardwoods. It is 
planned to install additional machinery and de- 
vote more attention to specialties and cut-to- 
length stuff for auto factories and other users 
of short pieces. It is also probable that the 
company will go into the knocked-down house 
business. Hardwood finish will also be pro- 
duced. 

In addition to its own supply of timber the 
company will buy commercial logs and expects 
to have a 10-year run. 

Felix A. Burrus, president, is an old operator 
in this section, starting with the Cass Lumber 
Co. in San Augustine County in 1903. He then 
operated the Tulane Lumber Co. in Orange 
County and later the Hartburg Lumber Co., in 
an Augustine County. E. A. Burrus, son of 
the president and vice president and general 
manager of the company, began work in his 
lather’s business as office boy. T. L. Foster is 
secretary of the company. 

he company has an ideal location, the plant 


materials and heavy ma- 
chinery for the com- 
pressor station have 
been hauled from the 
Missouri Pacific at 
Sterlington to the plant site, a distance of 
about one and a half miles. The largest single 
piece of equipment hauled in this way was a 
250-horsepower gas engine that weighed 22 tons. 
This hauling was done over gravel roads in 
only fair condition. 

Commenting on their experience in this con- 


nection, B. H. Wigfels, secretary-treasurer of 


the Republic Construction Co., said to an 
AMERICAN LUMBERMAN representative: “For 
this type of service we highly recommend Lind- 
sey 8-wheel wagons as the most economical and 
safe method of transportation.” 


Erects Permanent Forestry Exhibit 


FRANKForT, Ky., Nov. 11.—According to H. 
R. Kylie, of the United States Forest Service, 
who is in charge of visual education, to Ken- 
tucky goes the honor of being the only State 
that has erected a forestry building to serve as 
a permanent exhibit on the State fair grounds. 
The accompanying photograph shows the 


in the South 


permanent forestry building erected on the 
State fair grounds by the Kentucky Forest 
Service. The logs in this building are shortleaf 
pine and were cut in the Kentucky State forest, 
which covers an area of 3,624 acres. The build- 
ing is 35x55 feet in size and is substantially con- 
structed. Every nail and log in the building 
was placed with the greatest care and its build- 
ers believe it will serve its purpose for thany 
years. A State fair, held in September, was 
made the occasion of the opening of this build- 
ing, and it created favorable comments from 
the thousands of citizens who attended the fair. 
Approximately 10,000 people visited this exhibit 


Purchases Furniture Plants 


WINSTON-SALEM, N. C., Nov. 11.—Accord- 
ing to announcement made by Z. G. Simmons, 
president of the Simmons Co.,.of New York 
City, that: company has’ purchased two fac- 
tories of the B. F. Huntley Furniture Co. at 
this place. Only about a month ago the Sim- 
mons Co. purchased the great furniture mdnu- 
facturing business of Berkey & Gay, of Grand 
Rapids, Mich., this being the initial move in a 
vast. expansion program. The deal just com- 
pleted -here included purchase of the Huntley- 
Richardson Lumber Co., which operates a 
hardwood mill at Bucksport, S. C. A striking 
feature of this important deal is that it was 
completed during the recent upset in the stock 
market and was effected without any new 
financing. Commenting on this fact, Mr. Sim- 
mons said: “We would not have completed 
these negotiations if we had felt that there was 
anything wrong with the business outlook.” 

The recent purchase of the Berkey & Gay 
plants and business and this purchase of the 
Huntley interests indicate that the Simmons 
Co., which has built up a great business in the 
manufacture of metal beds, is planning to turn 
its attention largely to the wood furniture field 
also. 


On Witness Stand 31 Days 


Houston, Tex., Nov. 14.—A. C. Ford, Hous- 
ton business man, holds the Harris County, if 
not the Texas, all-time witness record for con- 
tinuous testimony. 

Mr. Ford Thursday stepped down from the 
witness chair in the eleventh district court after 
thirty-one days of continuous testimony before 
Judge Charles E. Ashe, before whom the $1,- 
000,000 Palmetto Lumber Co. case is being tried. 
The case is expected to last two weeks longer. 

The plaintiff in the suit is the Palmetto 
Lumber Co. and the defendants are Gibbs Bros. 
& Co. The suit calls for an accounting of the 
manufacture of some 200,000,000 feet of lum- 
ber milled in Jasper and Newton counties prior 
to 1926. A.C. Ford was president of the Pal- 
metto Lumber Co. 























Log house, built of native woods, utilized for Kentucky's forestry exhibits 
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National Production, Shipments and Orders 


WasuinorTon, D. C., Nov. 11.—Following is the National Lumber Manu facturers’ Association report for the week ended Nov. 2, 


———— 


1929 and for 


twenty-five weeks ended that date, covering mills whose statistics for both 1929 and 1928 are available, and percentage comparison with statistics o 
identical mills for the corresponding periods of 1928: 











ONE WEEE No. of 
Softwoods: Mills Production 
Southern Pine Association. .....ccccccccccecs 123 53,749,000 
West Coast Lumbermen’s Association........ 102 112,015,000 
Western Pine Manufacturers’ Association..... 47 42,011,000 
California White & Sugar Pine Mfrs.’ Assn.... 18 24,517,000 
Northern Pine Manufacturers’ Association.... 9 7,804,000 
Northern Hemlock & Hardwood Mfrs.’ Assn... 26 2,348,000 
North Carolina Pine Association.............. 51 7,500,000 
California Redwood Association.............. 14 7,835,000 
i Pi oicecnseabuerednerenenene 390 257,779,000 
Hardwoods: 
Hardwood Manufacturers’ Institute.......... 182 $1,166,000 
Northern Hemlock & Hardwood Mfrs.’ Assn... 26 3,783,000 
eR 66 cde hehe nsee Oekeden ee va 208 14,949,000 
side wiles eda cu ahadede we eae 572 302,728,000 
TWENTY-FIVE WEEKS 
Softwoods: 
Southern Pine Association..............es00. 3,366 512,242,000 
West Coast Lumbermen’s Association......... 2,407 2,658,328,000 
Western Pine Manufacturers’ Association.... 894 912,061,000 
California White & Sugar Pine Mfrs.’ Assn.... 641 859,555,000 
Northern Pine Manufacturers’ Association... 225 246,097,000 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 773 108,110,000 
North Carolina Pine Association.............. 1,037 163,637,000 
California Redwood Association............. 343 187,197,000 
Ee NT ee ae 9,686 6,647,227,000 
Hardwoods: 
Hardwood Manufacturers’ Institute........... 4,682 961,059,000 
Northern Hemlock & Hardwood Mfrs.’ Assn... 773 161,313,000 
en I 6 own dialer a aemeaS Ka aleee 5,455 1,122,372,000 
ns one Keanna rete Cau wales aalaens 14,368 7,769,599,000 


Percent 
of 1928 
87 
93 
115 
108 
88 
81 
84 
116 


96 


111 


111 
116 
112 

99 


Percent 

Shipments of 1928 
51,200,000 73 
105,416,000 83 
32/962,000 91 
14,291,000 71 
8/371,000 73 
2,444,000 74 
7,945,000 91 
7'061,000 121 
~ 229,690,000 81 
36,105,000 91 
1'932'000 79 
$1,037,000 “90 
270°727,000 82 
1,484,801,000 85 
2'694,806,000 92 
811,754,000 88 
673,791,000 89 
227'798,000 88 
97,141,000 85 
158,544,000 89 
195,008,000 112 
6,343,643,000 89 
919,621,000 103 
161,366,000 93 
1,080,987,000 101 

‘, 


24:630,000 91 


Orders 
50,130,000 
94,895,000 
32,806,000 
13,650,000 

6,062,000 

1,810,000 

7,253,000 
10,448,000 


217,054,000 


153,378,000 
192,516,000 


6,044,512,000 


Percent 
of 1998 


e/ 828asa¢32 


~ 
88 


28\s8 s/ Seseeses 





Relation of Unfilled Orders to Stocks 





Wasuincton, D. C., Nov. 11.—Following is a statement for five associations of the footage of 
gross stocks on hand Nov. 2, and the percentage relationship of the unfilled orders to stocks: 


Association— 


Southern Pine 


AONOTATOR . ccevesccie ° 
West Coast Lumbermen’s Association. 


Western Pine Manufacturers’ Association.... 
Northern Pine Manufacturers’ Association.... 


Hardwood Manufacturers’ Institute 


eee een eee 


Orders of 

No. of Gross Unfilled Stocks— 

Mills Stocks Orders Percent 
107 693,474,000 157,816,000 23 
140 1,196,749,000 480,672,000 40 
52 1,038,179,000 104,754,000 10 
9 350,244,000 43,466,000 2 
169 924,172,000 276,933,000 30 





Southern Pine Barometer 


New Or.eans, La., Nov. 11.—For the week 


ended Nov. 2, 


Saturday, 
capacity of 174 units (a 


144 mills of total 
unit representing 


an average monthly output of 1,500,000 to 
2,000,000 feet between Nov. 1, 1925, and Oct. 
31, 1928), report as follows to the Southern 
Pine Association : 


Production— 


Aver. 3 yrs... 


Actual 


Shipments* .... 


Orders— 
Received* 


On hand end 


weekt 


Percent Percent 
3-year Actual 


Carst Feet Av. Prod. Output 
ecee 74,245,498 TTT wee 
«+++ 61,791,102 83.23 ath ak 
2,844 59,652,900 80.35 96.54 
2,871 60,219,225 81.11 97.46 


9,273 194,501,175 


*Orders were 100.95 percent of shipments. 
tBasis of car loadings is September average, 


20,975 feet. 


tOrders on hand at above 144 mills showed 


an increase of 


0.29 percent, 


or 566,325 feet, 


during the week. 





North 


NorFo_k, VA., 


Carolina Pine 
Nov 11.—The North Caro- 


lina Pine Association makes the following 
analysis of figures from one hundred and 
twenty-eight mills for the week ended Nov. 2: 


Per 
Percent Percent cent 
Aver.* Actual Ship- 


Production— Feet Output Output ments 
Average®* .. .18,648,000 a by oa 
Actual .....15,633,000 84 ie 

Shipments ...13,652,000 73 88 on 

OnrGeres occees 12,563,000 68 81 92 

Unfilled 
orders .. 88,154,000 4 


tAs compared with preceding week there is 
an increase in orders of 19 percent, two more 


mills reporting. 


*“Average” 
three years. 


is of production for the last 





West Coast Analysis 


SEATTLE, WaSH., Nov. 9.—The West Coast 
Lumbermen’s Association furnishes the follow- 
ing supplementary analysis of domestic cargo 
business for the week ended Oct. 26: 

















Washington British 
and Oregon Columbia 
94 Mills 17 Mills 
Orders on hand first of 
week— 
CORIEOUMER ccccciece 94,007,540 2,379,424 
Atlantic Coast..... 115,583,003 17,029,880 
Miscellaneous 3,006,931 67,000 
ae 212,597,474 19,676,304 
Orders received— 
eS eee 18,093,711 974,000 
Atlantic Coast..... 27,395,428 3,137,900 
Miscellaneous ..... 1,270,929 3,000 
eee 46,760,068 4,114,900 
Cancellations— 
CoRtePRMiIG .cocccces 28 0 ee 
Atlantic Coast..... 310,970 116,000 
PEOOEEOOED ccc winterso § . Seenes ee 
SDC cvkeeeeben 2,922,014 116,000 
Shipments— 
ae 18,977,747 817,000 
Atlantic Coast..... 24,743,468 2,963,000 
Miscellaneous ..... i) ere ee 
ee 43,760,720 3,780,000 
Orders on hand end of 
week— 
California ......... 90,512,460 2,536,424 
Atlantic Coast..... 117,923,993 17,088,780 
Miscellaneous ..... 4,238,355 270,000 
Total ..+-212,674,808 19,895,204 
Total domestic cargo— 
Orders on hand first of 
NE ein Be tale» «0% 232,273,778 
Orders received...... 50,874,968 
Cancellations ....... 3,038,014 
Te eee 47,540,720 


Unfilled end of week 232,570,012 





West Coast Review 


[Special telegram to AMERICAN LuMmBERMAN] 


SEATTLE, WASH., Nov. 13.—The West Coast 
Lumbermen’s Association reports that 223 mills 
—all those giving production, shipments and 
orders—during the week ended Nov. 9 gave 
these figures: 

Production. .180,156,000 
Shipments ..154,257,000 14.3% under production 
Orders. .....162,805,000 9.6% under production 

A group of 308 mills, whose production re- 
ports of 1929 to date are complete, reported as 
follows: 

Average weekly operating capacity. 296,805,000 
Average weekly cut for 45 weeks— 


RPS eae er ee 
PEE Re ET er ea pe ee 206,082,000 
Actual cut week ended Nov. 9...... 205,380,000 


999) 


A group of 222 mills, whose production for 
the week ended Nov. 9 was 180,124,000 feet, re- 


ported distribution as follows: 





Unfilled 
Shipments Orders Orders 
nig okt 57,300,000 52,122,000 147,669,000 
Domestic 
cargo ... 49,608,000 63,531,000 289,606,000 
Export .... 34,072,000 33,875,000 203,488,000 
Local 13,245,000 13,245,000 oseeual 
154,225,000 162,773,000 640,763,000 


A group of 112 mills, whose reports of pro 
duction, shipments and orders are complete for 
1928 and 1929 to date, reported as follows: 


Week Aver. Aver. 
ended Nov. first 45 first 45 
9,1929 weeks, 1929 weeks, 1928 
Production .111,753,000 109,891,000 114,824,000 
Shipments .. 87,506,000 111,044,000 119,179,000 
Orders 87,731,000 109,813,000 119,290,000 





California Pines 


San Francisco, Cauir., Nov. 9.—Following 
is the latest report of the California White & 
Sugar Pine Manufacturers’ Association, ba 
on statistics for twenty-six mills: 

Percent 
Percent of same 
of pro- period 


Feet duction of 1928 
Por week ended Nov. 2: 
Production ....... 35,674,000 . =e 
Shipments ....... 21,872,000 61.3 vee 
DE. witemnendae 18,825,000 52.7 mT 
Stocks, Nov. 2..... 731,960,000 es 
Por 41 weeks ended Nov. 2: 99.8 
Production ...... 1,234,770,000 eas 971 
Shipments ....... 1,197,026,000 96.9 95. 
ee acnabs 1,165,931,000 94.4 2 
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duction, lumber production, and stocks, so that 

conditions at the present time might be com- 

pared with those in the preceding year. Re- 

ports were received from fifty-five firms pro- 

ducing 800,000,000 feet of. lumber annually. 
HEMLOCK 

These firms produced 284,000,000 feet of 
hemlock logs in the year ended Oct. 1, 1929, 
and they purchased 32,000,000 feet of hemlock 
logs, making a total for hemlock log produc- 
tion and purchases of 316,000,000 feet. 

These same firms produced 280,000,000 feet 
of hemlock lumber in the calendar year 1928, 
and will produce 272,000,000 feet of hemlock 
jumber in the calendar year 1929. With an es- 
timated overrun of 20 percent, it would appear 
that 100,000,000 feet of hemlock logs went 
into other products than lumber, or might in 
part be duplicated in the estimates if one saw- 
mill purchased logs from another. 

These same firms which have produced 316,- 
000,000 feet of hemlock logs during the last 
year, estimate that they will get out 268,000,000 
fect of hemlock, or 5 percent less than last 
year, and that they will purchase 20,000,000 
feet, or 12,000,000 feet less than last year. This 
will be an estimated total reduction in the hem- 
lock log input of 27,000,000 feet, or 84 per- 
cent. They estimate their hemlock lumber 
production at 260,000,000 feet in. 1930. 


HARDWOODS 

These firms got out 460,000,000 feet of hard- 
wood logs in the year ending Oct. 1 last, and 
purchased 68,000,000 feet of hardwood logs, or 
a total of 528,000,000 feet of hardwoods. 
Their lumber production for the year 1929 
(estimating the last two months), is 528,000,- 
000 feet. With an estimated overrun of 20 
percent, about 105,000,000 feet of hardwood 
logs apparently went into other products than 
lumber, such as veneer, or were sold to other 
sawmills. These same firms report that their 
estimated hardwood lumber production next 
year will be 463,000,000 feet, or 12 percent less 
than in 1929. Their proposed hardwood log 
input in their own operations will be 434,000,- 
000 feet, and they expect to purchase 58,000,000 
feet, or a total of 492,000,000 feet. This is 35,- 
000,000 feet less than in the preceding year. 

Eliminating firms which will not operate 
next year, but whose figures are shown for the 
current year, it would appear that these firms 
plan to produce about the same amount of hem- 
lock lumber, and somewhat less hardwood 


lumber, 
STOCKS 


Hemlock and hardwood stocks do not show 
a marked change over the stocks on hand a 
year ago. Total hemlock stocks have increased 
Irom 159,000,000 feet to 166,000,000 feet. Hard- 
wood stocks have increased from 328,000,000 
feet to 337,000,000 feet. That is, stocks last 
year and this equal about 60 percent of the an- 
nual production of the firms reporting. 

The detailed figures follow: 

Log Production— 


Hemlock Hardwoods’ Total 


1929+ ....283,700,000 460,300,000 744,000,000 
1936¢ . -267,500,000 433,600,000 701,000,000 
Log Purchases— 
Hemlock Hardwoods’ Total 
1929+ .... 31,800,000 67,600,000 99,400,000 
tee ... 19,600,000 58,400,000 78,000,000 
0 Oct. 1, 1928, to Oct. 1, 1929. tOct. 1, 1929, to 
et. 1. 1930. estimated. 
Lumber Production— 
F Hemlock Hardwoods’ Total 
or Yea: 
1928 - 280,000,000 522,000,000 802,000,000 
Estimated 
1929 - 272,000,000 528,000,000 800,000,000 
Estimated 


- 260,000,000 463,000,000 723,000,000 
Sold and Unsol * at 

et see Hemlock Hardwoods 

Oct) 1928 eee ee 159,000,000 328,000,000 


Total Stocks a, 


Pn ere kbeews 166,000,000 337, 000, 000 





Actual production for week...... 45,433,000 
I one nay, Gira eis id oe 33,199,000 
rene rie 31,249,000 
Report for 53 mills: 
CPOTGTINE CRDOGIET.. «ccc ccccsccers 60,822,000 
Average for 3 previous years..... 36,290,000 
Actual production for week....... 44,375,000 
Report for 59 mills: 
AVOTASZS Production. ...ccesescces 36,800,000 
| Lr eee ere re 105,144,000 
Stocks on hand Whv. 9.......ccces 1,081,827,000 
Identical mills reporting, 53: 
Production— 
Operating Capacity... ccecscesee 60,822,000 
Average for 3 previous years... 36,290,000 
Week Week 
ended ended 
Nov. 9, Nov. 10, 
1929 28 


Actual prod. for - 44,375,000 38,417,000 
Shipments 32,202,000 37,555,000 
Orgers recetvedl.....cesces 29,524,000 31,594,000 
Identical mills reporting, 38 
Production— 


week.. 


Average for 3 previous years...30,822,000 
Nov. 9, 1929 Nov. 10, 1928 
Unfilled orders......... 93, 028,000 95 134, 000 


Gross stocks on hand. :910, 334,000 883, 526,000 


California Redwood 


San Francisco, CAir., Nov. 9.—The fol- 
lowing information is summarized from the 
reports of 14 mills of the California Redwood 
Association for the week ended Nov. 2: 

—Redwood ‘White- 
Percent of wood 








Feet production Feet 

Production ..... 7,835,000 100 1,856,000 
Shipments ...... 7,061,000 90 1,300,000 
Orders— 

Received ..... 10,448,000 133 1,108,000 

DOE ocavcs 35,618,000 3, 674,000 

Detailed Distribution of " Reawo od 
Shipments Orders 

Northern California*..*.... 3,788,000 3,010,000 
Southern California*...... 1,331,000 1,344,000 
ET 5 5 6 pee el abe cece e PAGO oscupece 
DE c<y.cnwewewe sees at th 000 823,000 
EE ceoceesceeetsconee ,000 5,271,000 





7,061,000 10,448,000 

*North and south of line running through 
San Luis Obispo and Bakersfield. 

+Washington, Oregon, Nevada and Arizona. 
tAll other States and Canada. 


California Pine Statistics 


San Francisco, Cauir., Nov. 9.—The fol- 
lowing is a summary of September production 
and shipments, and Oct. 1 inventories and un- 
filled orders as prepared by the California 
White & Sugar Pine Manufacturers’ Associa- 
tion: 





September Reports for 25 Mills 











Production Shipments 
Calif. white pine....... 85,833,575 82,323,699 
OE Sse 20,718,623 7,662,948 
po ee Ree 1,360,000 2,668,415 
TE: WOOD. a. via tems 107,912,198 92,655,062 
i | 7,559,593 5,248,479 
Red (Douglas) fir..... 2,462,818 1,975,945 
All other woods........ 1,368,636 2,269,273 
Unsegregated dvs. pesos mae 17,088,126 
Total other woods... 11,391,047 26,581,823 
Grand totais.......0% 119,303,245 119,236,885 
Oct. 1 Inventories and Unfilled Orders 
Unfilled 
Inventories Orders 
No. 2 shop and better— 
Calif. white pine..... 126,725,199 18,815,102 
BUSnF MIME. .<ccccese 75, 622,048 8,175,420 
No. 3 shop, mixed pine 26,559,517 10,921,171 
No. 3 and better shop, 
white and sugar pine. 525,461 61,900 
Total uppers . 229,432,225 37,973,593 
Commons— 
California white and 
SUGAT PING 2.2006 «0> 320,254,240 134,724,331 
All other woods..... 79,704,994 20,106,971 
Total 1OWOPS.. cscs 399,959,234 154,831,302 
eee 629,391,459 192,804,895 
Box shook and cut 
BRE Sic wkd cawe ees 18,735,623 31,812,967 


Comparative Reports on 24 Operations 


The following comparative statistics from 24 
operations for September, 1928, and September, 





53 

—— - 
h P d ° D W Pi S 1929, represent 65 percent of the total pine in- 
Northern Production Data estern Fine Summary iene: aac 
OsukosH, Wis., Nov. 11—On October 21, [Special telegram to AMERICAN LUMBERMAN] 1928 1929 Decrease 
the Nort! nern Hemlock & Hardwood Manufac- PorTLAND, OrE., Nov. 13.—The Western Pine ee ce 196,112 103,855,030 15.1 
turers’ Association sent out a questionnaire to, | Manufacturers’ Association reports as follows All species in- | ' eles ; 
a] of the important mills in Wisconsin and | on operations during the week ended Nov. 9: soit ne, Fine. 188,001,208 115,246,077 16.7 
Se cean, asking for information on log pro- Fetes aumber of mills reporting, 61: Pine as sess 96,711,701 89,117,877 7.9 


All species in- 
cluding pine.120,510,908 

Inventories Oct. 1— 

No. 3 shop and 


115,699,700 4.0 


eee 177,749,053 226,757,792 *27.5 
All species and 
as 600,294,917 621,426,903 *3.5 


Unfilled Orders Oct. i— 
No. 3 shop and 


a 41,251;758 37,487,546 9.2 
All species and 

grades ......212,283,993 187,551,528 11.7 
*Increase. 





Northern Pine Distribution 


MINNEAPOLIS, Minn., Nov. 11.—The follow- 
ing statement by the Northern Pine Manufac- 
turers’ Association shows the carload distribu- 
tion by States during August, September and 
October of this year: 





Northwest— Aug. Sept. Oct. 
PEE.. Sd catncexKed eee 310 263 257 
Lake States— 
Edel di'd och seus 6 wer aed 333 296 321 
ARERR eee rae 27 21 19 
Ee ere ae 108 123 99 
et chs bse paw ees eae Os 117 124 155 
I akg, Wesch Gin wing wal 353 268 282 
I ok wick alo alate ks 938 832 876 
Middle West— 
A Ape ar ere rer 56 84 79 
, 0 SSS re 3 3 6 
I 5c an vod & aie ies 2 A si 
I ean nat cuig ie dime eede 61 87 85 
New England— 
SE avedssoeesaeins 4 2 5 
re eee 1 2 1 
ee 10 12 13 
New Hampshire .......... 4 | 2 


Rhode Island 





EE Nak di Sak at gi ela ia racks 20 17 21 
Eastern— 
i a ibs a ig a ob 1 1 
Oe 1 0 0 
a EE eee 18 14 22 
tte ie ope merce e 168 137 140 
PUTS VEIOE «oo ve kewcseess 29 25 36 
SE cis Sonic! Sie alain: bot ws Oren 216 177 199 
Appalachian— 
I areas a's wine 0 Srv aia w 1 1 
TONS CHEMO ec cccvcnsnwe 1 1 1 
I i aati at Sha, Lia ere alla 2 2 1 
Southern— 
I oo wait ack aio pti oc decd es 1 0 
Total United States..... 1547. 1379 1439 
CE cote kckeae aw ake aee 174 140 125 
EE. -cseaeNrbeboteanacen ea 9 1 7 
I, ic i ki xs caw 183 141 132 
ere ee 1730 1520 1571 


October, 1929, shipments of 1,571 carloads of 
lumber compare with 2,059 in October a year 
ago, and 1,559 in October, 1927. During pre- 
vious months of 1929, 14,945 carboads were 
shipped, and the total for 1929 up to Nov. 1 is 
16,516 carloads. 


Hemlock and Hardwood 


OsHuxkosH, Wis., Nov. 11.~The Northern 
Hemlock & Hardwood Manufacturers’ Asso- 
ciation makes the following report for the 
week ended Nov. 2: Percent 


of Ca- 
Hardwoods— Total Per Unit* rd 


Capacity, 60 od 12,794,000 210,000 





Actual production.. 5, 142) 000 86,000 40 
Shipmentsf ....... 6,690,000 111,000 52 
Orders receivedy... 6,892,000 115,000 54 
Orders on hand... 44,624,000 744,000 ao 


Hemlock— 


Capacity, 82 units*.17,239,000 hig te: 100 


Actual production.. 3, 086,000 38,000 18 
Shipmentsf ....... 2,757,000 34,000 16 
Orders received]... 2° "142,000 26,000 13 
Orders on hand....11,314,000 138,000 


*Daily 10-hour productive capacity of 35, 000 
feet is considered one unit. The production 
is based on mill log scale, and lumber cut 
overruns this by 20 percent. 

+Lumber fabricated at mill and used in con- 
struction work is included in total orders and 
shipments. 





so 


’ 


nine wih tel ook 


AMERICAN LUMBERMAN 


November 16, 1994 





—__ 


Strengthen and Enlarge Use of Car Card 


Northern Manufacturers Agree to Buy and Sell Lumber, for Resale As Lumber, from Onl; 
Such Wisconsin and Michigan Manufacturers as Use Card and/or Grade Mark 


After January 7, 1930, if any Michigan or 
Wisconsin lumber manufacturer wants to buy 
lumber from a member of the Northern Hem- 
lock & Hardwood Manufacturers’ Association, 
or wants to sell him similar materials, for re- 
sale as lumber, the former must use the car- 
card, or grade mark, or both. That was defi- 
nitely decided at the fall meeting of the asso- 
ciation, which was held at the Congress Hotel 
in Chicago on November 8. Attendance at 
the meeting was excellent and well representa- 
tive of the membership, and the decision to 
take. this drastic and far-reaching action was 
made without one dissenting vote. 

When the choice of either reducing their ad- 
vertising expenditures or increasing their indi- 
vidual assessments was forced upon them, by 
the fact that several firms had cut out within 
the last year and had therefore dropped mem- 
bership, the members were again of one mind 
in unhesitatingly choosing to pay more. The 
necessity for continued advertising was recog- 
nized, as was the sure return in dollars-and- 
cents value, and the association went forward 
on a program of increased expenditure rather 
than one of retrenchment. All the present ac- 
tivities will be carried on, with even more 
strength. The hemlock advertising, which here- 
tofore has been on a basis of voluntary con- 
tribution, has been adopted as an association 
project. 

The revised car-card form, which has been 
an important subject of discussion for several 
months not only among the members of this 
organization but also among other manufactur- 
ers’ groups and in various wholesale organi- 
zations, was adopted with but one added 
change. In the stub calling for an inspection 
by a representative of the National Hardwood 
Lumber Association, the first sentence was 
changed to read: “In event of complaint, the 
buyer shall unload the car and submit his tally 
report and claim to the seller within five days 
after unloading.” The words “sending copies 
of same to the Northern Hemlock & Hard- 
wood Manufacturers’ Association” were or- 
dered stricken out, for it was agréed no such 
action is necessary, and would result only in 
a lot of needless work at the association head- 
quarters at Oshkosh. In case the complaint 
must be settled by a national inspector the 
northern association will receive a copy of 
the claims, anyhow, it was shown. 

“What shall we do with slash, or what may 
the State of Wisconsin force us to do with it?” 
was an important question under discussion, 
especially interesting to those from the Badger 
State. Public opinion and State officials gen- 
erally are apparently in favor of a law requir- 
ing the burning of slash, so as to clear the 
forest floor of a fire hazard and to improve 
the appearance of the woodlands which have 
been cut over. Lumbermen, however, oppose 
this idea, maintaining that the burning of the 
slash constitutes in itself a fire hazard, and in 
this stand they have the valuable support of 
Dr. Raphael Zon, director of the Lake States 
Forest Experiment Station at St. Paul, Minn. 


Must Evolve a Better Plan 


A. L. Osborn, of Oshkosh, said: “I doubt 
if a State has any right to tell -me that | 
must burn my slash, that I must set a fire 
that may, through no fault of mine, get out of 
control and damage other men’s property.” Con- 
tinuing he added that the people and legislators 
of Wisconsin believe it is the thing to do, and 
there is likely to be a law to that effect, un- 
less the lumbermen show reasons why it should 
not be done. A State legislative committee 
has agreed on a meeting with a committee from 





the Northern Hemlock & Hardwood organiza- 
tion and representatives from the State Con- 
servation Commission, to discuss the proper 
treatment of the slash problem. The lumber- 
men will be expected to have some better plan 
ready, Mr. Osborn said, if they expect to de- 
feat the measure~ calling’ for slash-burning. 
Wisconsin is demanding some action and it is 
up to the lumber interests to advance some- 
thing constructive if they want the slash-burn- 
ing requirement abandoned. W. A. Holt, of 
the Holt Lumber Co., Oconto, who is chair- 
man of the lumbermen’s committee, urged the 
members of the association to give the matter 
serious thought and to pass along to the com- 
mittee any good and workable suggestions they 
might have. 

Discussion, following the report of F.-M. 
Ducker, of Oshkosh, traffic manager of the 
association, clarified the organization’s attitude 
toward the efforts of pulp and paper manu- 
facturers to get a 
lower freight rate on 
their logs. If the 
pulp and paper makers 
attack the present 
rates because they 


are too high—unjust 
per se—the Northern 
Hiemlock & Hardwood 
Manufacturers’ Asso- 
ciation will not at- 
tempt to interfere. If, 


JOHN M. BUSH, 
Negaunee, Mich.; 
President 


however, unjust dis- 
crimination is charged 
in the complaint the 
lumbermen will inter- 
fere because the prob- 
able result would be 
an increase in the lum- 
ber tariff as the most 
painless method (pain- 
less to the carriers) 
of removing the dis- 
crimination. 

The new developments in the exchange of 
credit information made by the National Hard- 
wood Lumber Association were described by 
L. S. Beale of Chicago, secretary-treasurer of 
that organization. He urged the manu factur- 
ers to lend full support to the project, send- 
ing in reports on companies with which they 
do business and giving their experiences. This 
will, he said, provide not only up-to-date credit 
information but also make available any spe- 
cial information concerning the business ethics 
and trade practices of the company under ques- 
tion. The bureau, he said, while operating as 
a separate corporation for profit in the same 
way the bureau handles similar work in other 
fields, will still be under the control and super- 
vision of the National Hardwood Association. 

A similar report of plans for future work 
and of present facilities was given by C. J. 
Morgan, of Chicago, manager of the National 
Lumber Manufacturers’ Credit Corporation, 


O. T. SWAN, 
Oshkosh, Wis.; 
Secretary-Manager 





publisher of the “Blue Book.” Under ey 
management, he said, more reporters have been 
added to the staff, and the information gath- 
ered is undergoing constant revision IrTespec. 
tive of inquiry, which will assure an immediay 
reply to requests for credit information. 

Among his other reports Secretary 0, T 
Swan, of Oshkosh, told of a new developmey 
in the inspection department. He exhibited, 
card, a supply of which will hereafter bet. 
ried by the association inspectors when the 
visit mills. The card informs the millmay 
that the inspector is there to spend the whok 
day if necessary, conferring with the mill’s jp. 
spectors and making sure each of them is thor. 
oughly familiar with grading methods an 
rules, answering questions, offering suggestions 
and showing the interpretation of the various 
rules according to the best authorities. The 
association inspector will co-operate with the 
manufacturer in his individual problems, an 
later will send the mill man a copy of his 
report on the visit. 

Mr. Swan also presented copies of a sun- 
mary of the reports of fifty-five mills, with 
a total annual lumber production of 800,000,00 
feet, on the lumber produced in 1928 and 1929, 
with estimates for 1930. Hemlock lumber pro- 
duction for 1930 was estimated at 260,000,000 
feet, and hardwood lumber production at 463, 
000,000 feet. [This summary, in full, ap 
pears on page 53 of this issue—Ebitor.] 

Just before the meeting adjourned a tribute 
was paid the memory of the late Frank F. 
Fish, for many years secretary of the National 
Hardwood Lumber Association, by W. B. 
Heinemann. 

“Since the last meeting,” he said, “the lum- 
ber industry has suffered the loss of a man 
who has done more for this industry than any 
other man in his generation. I refer to our 
late friend and comrade, Frank F. Fish.” 

All concurred in his sentiment, and Secretary 
Swan was instructed to prepare a suitable reso- 
lution, copies of which will be sent to Mn. 
Fish and to the National Hardwood Lumbet 
Association. 

John M. Bush, of the Cleveland-Cliffs Iron 
Co., Negaunee, Mich., president of the assoc- 
ation, presided at the sessions. At noon a deli- 
cious fish dinner was served in an adjacent 
dining room of the hotel. 


“Leave the Car Card Door Open” 


Keenest interest was manifest when the pro- 
posal to limit selling and purchasing relations 
to those mills which use the car card and grade 
mark was made by Edward Hines, of Chicago, 
president of the Edward Hines Lumber Co. 

“It has come,” he said, “to the point where 
we must do something about this. Every foot 
of lumber we sell to these outside mills jut 
increases our own competition. They profit by 
our system, but they are not bound by our te 
strictions which make these benefits possible. 
On the outside, they are picking the plums 
from the inside. It is not fair to ourselves. 
These mills. are p:rfectly welcome to join ou 
ranks, adopt the car card and grade mark, an¢ 
co-operate with us in maintaining these stand- 
ards for the protection of the public. 

“We will leave the door open for them " 
come in, but if they refuse to come in the 
will just have to take the penalty tor thet! 
own decision. We are not penalizing them 
they are penalizing themselves. We will gladl 
welcome them into our midst, assuring t*" 
the most friendly of relations, but until . they 
do come in we will have to consider them ® 
business enemies.” 
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The resolution governing the matter, which 
was adopted unanimously, is: 


WHEREAS, It is the opinion of this association 
that the se of the car card and grade mark 
js necessary in order to guard against un- 
ethical practice in selling, and to give the 
ultimate consumer the assurance that he is 
receiving both the quality and the quantity 
of lumber for which he is paying. Now, 
therefore, be it 

Resolved, That no member of this association 
shall hereafter sell lumber to, or buy lum- 


per, for resale as lumber, from, any Wisconsin 
or Michigan lumber manufacturer, unless such 
manufacturer in all its purchases and sales 
uses either the car ecard and/or grade mark. 
The phrase “for resale as lumber” was sug- 
gested by W. B. Heinemann, of the B. Heine- 
mann Lumber Co., Wausau, Wis., when G, N. 
Harder, of the I. Stephenson Co., Wells, Mich., 
objected that the original wording would pro- 
hibit its purchasing of lumber from other com- 
panies (which are not eligible to membership 
in the association) for resale as millwork. 
The value of the united front, in the matter 
of grades, which adoption of this measure is 
expected to give was further discussed by Mr. 
Hines. He cited a recent court decision, in 
which the judge held that since the grades 
involved were those adopted by a recognized 
association, and were not mere personal grades 


established by one company, they were binding 
upon the defendant; the judge took the deci- 
sion out of the hands of the jury and awarded 
the plaintiff $10,000, the amount under litiga- 
tion. Such, Mr. Hines argued, are the advan- 
tages of a grade that is generally recognized 
and accepted, and he declared anything the 
association may do to make these grades gen- 
eral will be a boon not only to those who are 
in favor of the plan but also to those who, 
though opposing it, yet adopt the grades and 
grade marks. 

This same energetic Chicagoan was in the 
van in the discussion of the advertising ap- 
propriations. In his report Secretary Swan 
had said it would be necessary to increase the 
association dues from six to eight cents per 
thousand production-feet, if the present activi- 
ties were to be carried on. This was the in- 
crease recommended by the board of directors, 
and because the association was not willing to 
curtail any of its projects the raise was ap- 
proved. It was recommended that the birch 
advertising place special emphasis on the fur- 
niture field. The Stickley Furniture Co., of 
Grand Rapids, Mich., plans to co-operate in 
the plan, and it is expected the advertising of 
the two organizations will appear in such a 
way as to afford the proper tie-up of inter- 
ests. The maple advertising appropriation was 


raised from 10 to 12% cents per thousand. 
M. J. Fox, of the Von Platen-Fox Co., Iron 
Mountain, Mich.,’in seconding Mr. Hines’ mo- 
tion, said previous advertising funds had been 
well spent. 

Then came the question of hemlock advertis- 
ing. George J. Farnsworth, of Chicago, presi- 
dent of the Oconto Co., said: “Other indus- 
tries advertise according to their needs. We 
advertise according to the money we want to 
spend. If we're going to advertise, let’s 
ADVERTISE—pay for what advertising we need.” 
Heretofore the hemlock advertising has been 
on a voluntary basis. When Mr. Swan asked 
if it were to be continued on the nineteen-cent 
base, Mr. Holt moved that the advertising of 
hemlock tbe made an association project, with 
full support as such. The appropriation was 
set at 20 cents per thousand on lumber pro- 
duction and 10 cents per thousand on logs. 

The need for this kind of advertising, to ac- 
quaint the people of Wisconsin and Michigan 
with the fact that this lumber is grown in their 
own States, and that its production. materially 
increases the local payrolls, was mentioned. 
Other things which will be stressed are the 
fact that the lumber is available in large quan- 
tities, and is excellent for many purposes in 
home construction. The advertising will show 
the uses for which this lumber is most suitable. 


Northern Hardwood Wholesalers in Quarterly 


Discussion at the fall meeting of the North- 
ern Wholesale Hardwood Lumber Association, 
held Nov. 8 at the Brevoort Hotel, Chicago, 
centered around trade relations with the north- 
em manufacturers, the proposed tariff on 
hardwoods entering this country from Canada 
and the general business situation and outlook 
as affecting the business of the members. More 
than twenty wholesalers and manufacturers’ 
representatives were present. 

Immediately upon convening a resolution on 
the death of Frank F. Fish, secretary-treasurer 
of the National Hardwood Lumber Association, 
was adopted and the secretary ordered to send 
copies to Mrs. Fish and to the National asso- 
ciation. Those present, at the suggestion of 
President William Kelley, of the Kelley- 
O’Melia Co., Milwaukee, Wis., stood for a 
moment with bowed heads in respect to the 
memory of Mr. Fish. 

President Kelley, in reporting briefly, spoke 
of the disbandment of the trade relations com- 
mittee which had been empowered to get to- 
gether with a similar committee representing 
the Northern Hemlock & Hardwood Manu- 
lacturers’ Association, but said that since the 
last meeting the wholesalers’ committee had 
lound occasion to act again, of which more 
would be said later in the meeting. 

The report of Treasurer H. A. Walker, of 
Chicago, showed the finances of the associa- 
tion to be in good condition. 

Secretary J. F. Hayden, of Minneapolis, 
Minn., reported briefly and by means of graphs 
showing that, since 1927, the amount of north- 
ern hardwoods handled had declined while that 
of southern hardwoods had increased. Weekly 
reports compiled since 1927, when the car card 
system went into effect, showed that sales had 
remained below production of the Northern 

emlock & Hardwood mills until about two 
months ago when sales were greater than pro- 
duction. But this was only relative, as pro- 
duction fell off noticeably at that time. On 
the other hand, sales of southern hardwoods 
were mainly greater than production most of 
the time. These graphs, Secretary Hayden 
said, showed a steady decrease in production 
over sales in the North and a steady increase 
mn Production over sales in the South. 

V. J. Euler, of the V. J. Euler Lumber Co., 
Chicago, as chairman of the tariff committee, 
_ he had nothing further to report since 
ast meeting and in the discussion that followed 
A. H. Ruth, of the G. W. Jones Lumber Co., 


Chicago, said that the hardwood schedule has 
been placed on the free list and it looked like 
it would stay there. 

President Kelley said he would continue the 
special tariff committee, which would report 
at the next meeting or before that if occasion 
demanded. 


Trade Relations Committee Appointed 


At this point President Kelley was author- 
ized to appoint a new trade relations committee 
to confer with the manufacturers which he 
named as follows: G. A. Vangsness, chairman, 
A. H. Ruth, Charles Gill, Harry Christiansen, 
and Robert G. Maislein. Mr. Vangsness re- 
ported as chairman of the former committee, 
saying that it had met with a similar commit- 
tee from the manufacturers during the Na- 
tional retailers’ convention and that various 
proposals had been made. His report was fol- 
lowed by considerable discussion on the part 
of those present, centering chiefly on the ques- 
tion of commissions. It was agreed that the 
manufacturers through their letters and per- 
sonal contact seem more friendly and that such 
relations should be encouraged. 

Thanks were extended by the association to 
E. H. Ruhmer and V. I. Ruhmer, president 
and secretary-treasurer, respectively, of the 
National Lumber & Cedar Co., Park Falls, 
Wis., for the entertainment tendered the dele- 
gates at the summer meeting last August in 
Park Falls, which were graciously accepted by 
V. I. Ruhmer, who was present. Then “the 
largest lumberman in Wisconsin”—Robert G. 
Maislein, president of the Maislein-Dawson 
Lumber Co., Sheboygan, .Wis., made a strong 
plea that the association hold its next sum- 
mer’s meeting in Sheboygan, declaring that he 
would be personally responsible for the en- 
tertainment of the members while there. 

Following the usual custom, President Kelley 
called upon various members in round-table 
session for expressions on the state of business 
as they found it. 

Charles Molin, representing 
County Lumber Co., Shawano, 
member of the association, said his concern 
had found business fair all year. 

Harry Christiansen, of the General Lumber 
Co., Milwaukee, said it was hard to tell what 
to say or what to think; that his company’s 
business had not been so good in recent 
weeks. 

G. A. Vangsness, of the Vangsness Lumber 
Co., Chicago, said business was not so good; 


the Shawano 
Wis., a new 


that his concern was having a hard time to 


get by, despite the fact that its representa- 
tives had not attended the baseball or foot- 
ball games and that they had not played the 
stock market. 

Charles Gill, of the Charles Gill Lumber 
Co., Chicago, said his business was better than 
a year ago; that the average wholesaler is 
wise if he keeps close to his good customers, 
catering to their wants and giving service, 
rather than attempting to gather business 
from customers whose wants are few and far 
between. 


A. H. Ruth, Chicago representative of the 
G. W. Jones Lumber Co., said he had had a 
fair amount of business this year; that the 
volume was larger and that he was inclined 
to think that he got better than average 
prices. He had done more wholesale business 
this year than last, but business at present 
is spotty and is going to continue that way 
for the next few months. The automobile 
trade and the radio cabinet manufacturers are 
holding back their purchases of hardwoods 
and he did not think the auto body manufac- 
turers would come into the market until after 
the first of the year. His concern had smaller 
stocks in storage and there were no items it 
was long on. The southern mills, Mr. Ruth 
said, had done better than those of the North; 
export business had held up well all year and 
conditions as a whole at present are better 
than at this time last year. The only fear 
was that the southern mills might be inclined 
to over-production, in which case they might 
find themselves with a lot of stock to move 
later with no markets. Mr. Ruth looks for 
easier money after the settlement of the stock 
market and, of course, a _ better building 
market. 


Vv. I. Ruhmer, of the National Lumber & 
Cedar Co., Park Falls, Wis., said that up to 
Nov. 1 business was ahead of last year, but 
that October had slackened off considerably, 
with very little new business in sight. He 
thought the turn in the situation would not 
come before the first of the year. 


Robert G. Maislein, of the Maislein-Dawson 
Lumber Co., Sheboygan, Wis., reported that his 
company had had about as much business this 
year as last; that it had made about as much 
money. The furniture trade, he said, shows 
signs of life, but is not as active as it should 
be. The factories at Sheboygan are operating 
fairly steady and are making samples to ex- 
hibit at the Chicago furniture shows. 

vV. J. Euler, of the V. J. Euler Lumber Co., 
Chicago, said he found business about normal; 
that up to October, 1929, he did not ship quite 
as many cars as in the corresponding period 
of last year, but that he had made as much 
money. The sash and door trade was slow, 
but at that he was moving a little select stocks 
and filling in with other grades. He has lots of 
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confidence in the future, believing business 
will get better as time goes on, 


H. A, Walker, of Chicago, said he found con- 
ditions about the same as others had reported 
them; that there had been a sprint in business 
during September and October, but that it had 
now quieted down. 

E. E. Kiger, sales manager of the J. Howard 
Hales Lumber Co., Fifield, Wis., said that while 
business had been pretty good, it has now 
quieted down. The trip to Chicago to attend 
the wholesalers’ meeting was in the nature of 
a honeymoon tour for Mr. Kiger, he having 
been married on Wednesday to Miss Dolores 


Murphy, who up to a month ago was employed 
in the office of the Bdward Hines Hardwood & 
Hemlock Co. at Park Falls, Wis. Because Mr. 
Kiger feared some of his friends would give 
him and his bride too strenuous a send-off, he 
stole a march on them by having the ceremony 
performed at 4:30 o’clock on the morning of 
Nov. 6, only seven persons being present. 


E. A. Thornton, of the E. A. Thornton Lum- 
ber Co., well known Chicago wholesaler, who 
stepped in as the meeting was about to be ad- 
journed, stated that as a member of the trade 
relations committee which had conferred with 
the manufacturers, he believed the wholesalers 


~ oo 
wanted to go along with the manufacturers jp 
an ethical manner and so that the benefit 
would be mutual. He believed this result cog 
be brought about by individual contact With 
the manufacturers. 

As the Wisconsin-Chicago football game Was 
held in Chicago on Saturday, many of th, 
members took advantage of the opportunity t) 
stay over an extra day to see the game, 

It was decided that the next meeting, which 
is the annual, will be held in Milwaukee oy 
Feb. 18, 1930, during the time the Wisconsiy 
retailers hold their annual meeting. 


Florida Lumber Dealers “Talk Turkey” 


Determine on Strict Credit and Collection Methods; Urge Tariff on Lumber; Make 
State Sales Tax a Major Subject; Demand Grade Marking 


West Patm Beacu, Fta., Nov. 11.—High- 
lights of the semiannual meeting of the Florida 
Lumber & Millwork Association, held here 
Nov. 7 and 8, included a demand upon Congress 
for a protective tariff on lumber, a decision to 
make a proposed State sales tax a major ques- 
tion for the annual meeting in May, and the 
establishment of a special millwork convention 
for the quarterly period between semiannual 
sessions, the first to be the second week in 
February. 

It was also generally concluded that strict 
methods of collections must be adopted, includ- 
ing filing of lien notices and suits on bad ac- 
counts. The necessity for better building regu- 
lations was also recognized and new codes are 
to be urged for all the larger cities. 

The next meeting will be the annual meeting 
at Orlando in May. The November semiannual 
session will be at the home of William F. 
Sneed, vice president, in Lakeland. Mr. Sneed 
will, in the natural order of things, be presi- 
dent at that time. 

President R. P. Paddison, of West Palm 
3each, called the meeting to order. An inter- 
esting early incident was the fact that Dr. C. K. 
Vieit, who offered the prayer, was for five 
years a builder in the city. 

Mayor Vincent Oaksmith urged the value of 
organization among all crafts in his address of 
welcome. 

Doyle Carlton, governor of Florida, spoke 
of the State tax situation, saying that the 
present heavy burden on real estate must be 
lifted in large measure if the State carries on, 
and that all business is seeking to put a new 
foundation under the economic structure of the 
State. He believes that the State must solve 
three distinct problems: The discharge of public 
obligations, which can not be escaped; carrying 
on of the schools, and lifting at least to some 
extent the burdens of taxation on real estate. 

Hervey W. Laird, representative of the 
AMERICAN LUMBERMAN, and Ben Wand, treas- 
urer, were named a committee on publicity. 

More Members Sought 

President Paddison reviewed the work of the 
half year, and urged more members from 
among the legitimate and progressive dealers. 
He had been opposed to changing from quar- 
terly to semiannual meetings, but felt that he 
had been wrong by reason of the larger attend- 
ance at the present session. 

Treasurer Ben Wand reported cash on hand 
$6,877.83, and pled for prompt payment of dues. 

Vice President W. F. Sneed, of Lakeland, 
advocated paying dues monthly, this being an 
easy way, he thought, for those whose business 
is poor, to keep in good standing; besides the 
plan has become general in almost all business. 

Suggestions by Secretary 

In his report for the half year, Secretary 
J. P. Williams, of Orlando, said that expenses 
had been kept within the budget, and that sev- 
eral districts had held monthly meetings. Two 
meetings in each general section will be held 
by State officers before the annual convention 
at Orlando in May. He also reported that 


questions on cost accounting would be answered 
for members free of cost, and with no obliga- 
tion to purchase systems if not desired. 

Mr. Williams said that competition is not so 
much among yards, as from the better selling 
and merchandising methods of other lines that 
get money that builders might have if they 
were on the job. Price competition tends to 
drag the quality down and in doing so does 
not play fair with the public. Grade-marking 
was again strongly urged by the secretary; also 
car cards. [The report will be found prac- 
tically in full on page 49 of this issue—EbTor. } 

E. S. Nail, president of the Lumbermen’s 
Mutual Fire Insurance Association, of Mans- 
field, Ohio, took an optimistic view of business 
generally. 

H. R. Mahoney, of Jacksonville, national 
director, brought this one idea from the recent 
national directors’ meeting—to elevate the 
dealer from a price cutting warehouseman to a 
real merchant, capable of giving the service 
the public needs. “If we serve and serve in- 
telligently, the public will be willing to pay us a 
profit,” he declared. 

The directors reported that the Lehigh Ce- 
ment Co.’s educational film would be shown in 
January or February. They also decided to 
hold quarterly meetings of directors. 


Building Codes Urged 


Frank Williams, of Logan & Moore, West 
Palm Beach, urged the essentials of proper 
building codes. B. R. Ellis, of the Southern 
Cypress Manufacturers’ Association, declared 
for watchfulness, so that these codes do not, 
by their provisions, divert business from lumber 
that rightfully belongs to it. Rush Todd, of 
Ocala, saw in the new building code movement 
the main idea of stability of buildings. Presi- 
dent Paddison said storms had shown that there 
must be better construction. Much of the hur- 
ricane damage was from materials from poor 
buildings being blown on or into good ones. 
Secretary W. R. Clarke, of the dense pine 
forces, thought care should be taken to safe- 
guard lumber in all codes. Haynes Mahoney, 
Jacksonville, urged that there be proper in- 
spection so that buildings will be erected in line 
with the laws. 

Discussion on the subject, “Co-operation Be- 
tween Architects and Material Merchants,” was 
led by Steve Hardy, of West Palm Beach, who 
changed the term “co-operation” to “relations.” 
Material men, by being frank, can assist the 
architect by informing him on proper and spe- 
cial uses. Where building codes are estab- 
lished, common sense must be used. If a code 
proposed five years ago in West Palm Beach 
had been adopted millions of dollars would 
have been saved in the two big storms. Mr. 
Hardy had found that too many manufacturers 
and dealers sought to get their own stuff in 
without regard to the fitness of it. However, 
there were some whose advice he always found 
good and usually followed. 

Resolutions were passed asking Congress to 
lay a tariff on lumber, especially to meet the 
present effort of Russia to flood the Atlantic 


seaboard with low cost products; also com. 
mending the State road department for provid 
ing that road materials for Florida jobs he 
bought from State dealers and manufacturers, 
Thursday Afternoon 

Jack Townsend, of Lake Wales, on “Effe. 
tive and Defective Dealer Merchandising,” said 
the boss should know the business himself and 
offer training to associates. Effective merchan- 
dising must begin with the boss, and go down 
the line. Aggressive merchandising is essential: 
and punch and personality are necessary to this 
end. Especially did Mr. Townsend stress the 
importance of receiving the customer properly 
both in person and by telephone. 

The Townsend office always acknowledges re- 
ceipt of money by courteous letters, this apply- 
ing to both mail and personal payments. The 
truck drivers are made salesmen and they are 
taught courtesy and care for all customer re 
quirements. Meetings of department heads are 
held frequently to work out inter-office prob 
lems. Definite copy in newspapers is worth 
while, and the speaker secured good results 
from carefully selected mailing lists. 

Mr. Williams asked: “How do you select 
mailing lists?” 

“Customers’ ledger and telephone lists,” said 
Mr. Townsend. “We also investigate particu- 
lar needs, like roofs going bad. We stay open 
all day Saturday, and find it pays.” He used 
the yards of Todd Lumber Co. at Ocala a 
an illustration of fine displays. A dealer must 
go about and see what others are doing if he 
keeps up with the procession. “There is nm 
substitute for hard work, however,” concluded 
the Lake Wales speaker. 

Short talks were made by B. R. Ellis, of the 
cypress association, and J. S. Farrish, of the 
Jacksonville office of the Southern Pine Asso 
ciation. Both speakers paid high tribute to the 
wide merchandising value of the report made 
by Secretary Williams. Mr. Parrish was and 
is quite certain that grade-marking is essential 
to full protection of the public. 

Repair Job Question 

W. F. Sneed, of Lakeland, reporting on how 
to get repair and remodeling jobs, said that 
while they must be looked after, he thought 
they were not especially profitable. Care must 
be taken to avoid errors and excess truck am 
delivery costs. 

G. B. Hurlburt, of Orlando, did not agree 
with Mr. Sneed that such jobs could not be 
made to pay if carefully handled. Good met 
chandising is essential, to meet which his firm 
established a home service department some 
time ago. Calls have included a leaky r00 
stringing a tennis racquet, and fixing a, baby 
carriage. The department had not paid its 
way, but it had been valuable for contacts 
“This sort of service gets them to thinking 
about us,” said Mr. Hurlburt. ‘ 

The plan was first presented to the public 
through newspaper advertising, followed by dr 
rect letters and radio talks. Scores of requests 


followed for information. In fact, the results 
Small and odd jobs secur 


are remarkable. 
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this way are turned over to house carpenters, 
and they are so well pleased that they become 
active boosters of the firm. 

Vice President Sneed said his firm at Lake- 
land had captured 90 percent of the roofing 
jobs of the town by looking after the needs 
of people and seeing that they got proper serv- 
ice and reliable materials. 

Home Financing—How 


Rush Todd, of Ocala, on home financing, did 
not see any way to help a man build a home 
if he has no money. Ben Wand thought this 
might come about through installment plans and 
fnancing corporations. 

Secretary Williams thought that the selling 
of houses must meet the competition of the 
radio method of buying and was not sure that 
a financing corporation as suggested by Mr. 
Wand would not work out. 

Louis Hecter, of Jacksonville, was far from 
optimistic about deferred payments on houses 
for the reason that people seemed more inclined 
to pay for luxuries than for homes. 

“How to Reduce Inventories and Quick Turn- 
overs Through Co-operation” was handled by 
Spencer Lainhart, of West Palm Beach, who 
stressed the purchase of stocks from each other 
wherever over-stocks are found. A. Renuart, 
of Coral Gables, had not found this easy in his 
section. Exchange of stocks is a very practical 
plan, thought Mr. Lainhart. 

FRIDAY SESSIONS 

“Results of Credit Bureau Operations,” pre- 
sented by Secretary R. R. Healey, of the West 
Palm Beach Lumber & Credit Association, 
opened the second day without singing or other 
preliminaries. The operations have secured 


credit information on 5,000 persons, more or 
less buyers of materials. 

“The association is getting results, because 
members believe in it and back it up,” said Mr. 
Healey. The cost is carried by assessments 
ranging from $100 a month to $25. The main 
value is to prevent buyers from buying from 
one dealer while they still owe another, 

Haynes Mahoney, national director, did not 
think an awful lot of the value of filing lien 
notices but thought it would help a lot if suits 
were filed and customers made to understand 
that lumbermen mean to get their pay even if 
the courts have to be called in. Getting judg- 
ments make buyers feel that they must pay or 
get into trouble. 

W. E. Tylander, of Fort Pierce, said that a 
good lawyer had told him that present legal 
facilities make for protection, and generally 
speaking the filing of precautionary notices on 
liens saves many an account from being bad 
that might easily go bad. However, he thought 
that dealers lack the “intestinal stamina” to file 
notices for their own protection. 

J. H. Williams, of Fort Lauderdale, said his 
firm had found that precautionary notices saved 
thein from many losses, and they filed them in 
all cases where the creditor’s rating is not good. 

Mr. Sneed and Mr. Tylander cited cases of 
losses on contractors good to the last job which 
put them out of business, and saw the proof of 
necessity of filing precautionary notices always. 

Jack Townsend, of Lake Wales, reported that 
suits had been effective on many bad acounts. 
“If you don’t make ’em pay you will lose ’em,” 
said Vice President Sneed, “if you do you keep 
‘em on your list of customers.” Attorney’s 


fees usually run 10 percent. President Paddi- 
son said a judgment secured several years ago 
had recently been paid in full because it was 
still a cloud on the title to the man’s property. 


Francis Igou, Kissimmee director, saw no 
good in cutting prices. For the last year he 
thought by reason of their non-cutting policy 
his firm had been getting $3 to $5 a thousand 
more than competitors. 


Joe McCormick, of Orlando, said low prices 
and no profit sales stimulate only the business 
of the sheriff. 

Ben Wand, treasurer, led in a discussion of 
the proposed State sales tax, the object of which 
is to shift the burden of taxes from real estate 
to the ultimate consumer. At 2 percent as pro- 
posed by the Florida Taxpayers’ Relief Asso- 
ciation, it is estimated that $20,000,000 can in 
this way be realized. 

Wilkie Schell, of Jacksonville, said of 200,000 
people in Duval County, 16,000 pay all the 
taxes. William F. Sneed and Jack Townsend 
favored a “luxury” tax, rather than a general 
sales levy. 

It was voted that the sales tax be a major 
+ i for the annual meeting at Orlando in 
May. 

The millwork division asked that the asso- 
ciation finance the expense of two men for a 
trip over the territory to secure pledges for 
support of the Jacksonville listing bureau until 
such time as a State bureau can be had. The 
request was granted. 

It was decided to hold an exclusive millwork 
meeting at Orlando between this meeting and 
the annual meeting in May, the date to be the 
second week in February. 


Cooperage Industries of America Reorganize 


Mempuis, TENN., Nov. 11.—Means of check- 
ing the losses of the cooperage industry were 
discussed at length by members of the Associ- 
ated Cooperage Industries of America in 
their fourteenth semiannual meeting which 
closed at the Hotel Peabody last Thursday, 
after a three-day session. Mergers, advertis- 
ing, trade promotion, and strengthening of the 
present ‘association were among the many sub- 
jects discussed by the coopers, and while but 
little definite action was taken, committees were 
appointed to look into various matters with 
instructions to report back at the annual meet- 
ing to be held in St. Louis next April or May. 

A movement was started on the last day of 
this meeting to re-elect E. A. Powell, of Mem- 
phis, president of the association. It is neces- 
sary to change the by-laws of the organization 
in order to re-elect him, but because of the 
excellent work which he has done in the last 
year it was thought that arrangements should 
be made for his re-election. There was no 
decision rendered about changing the head- 
quarters of the organization from St. Louis to 
Memphis, although this feature was discussed 
by the executive committee, having been called 
to its attention by a number of southern mem- 
bers. 

The convention opened on Tuesday morning 
with a number of committee meetings and 
meetings of both the slack and tight barrel 
groups. Considerable discussion was heard at 
these group meetings about problems of the 
industry. Harry A. Wellford, one of the vice 
Presidents from Memphis, was in charge of the 
meeting of the committee on grade rules and 
specifications and he led a discussion of meth- 
ods of manufacturing tight barrels. 


During the afternoon a meeting of the ex- 
ecutive committee was held presided over by 
E. A. Powell, president. At this meeting a 
complete reorganization of the association was 
effected and it was decided to leave the bulk 
of the work to various standing committees. 

he president was authorized to appoint the 
necessary standing committees. The executive 
Committee also created the position of assistant 


secretary-treasurer and named Miss Mary Rog- 
ers to this position with a salary, the first sal- 
aried position ever authorized by the committee. 

One of the most important sessions was held 
on Wednesday when a joint meeting of all 
groups was held. Following a luncheon at noon 
an address was heard from Dr. Hugh P. Ba- 
ker, manager of the trade association depart- 
ment of the United States Chamber of Com- 
merce. ‘ 

No business man controls more than 40 
percent of the factors of his business, Mr. 
Baker said. Most of these are controlled by 
those from whom we buy materials, those who 
haul our supplies, and so forth. Trade asso- 
ciations, both concretely and intangibly, help 
to smooth out these factors which the in- 


dividual business man can not’ control. 
Strangely enough, it is the intangible bene- 


fits that are more important, and for this 
reason trade associations are indispensable. 

Dr. Baker also warned members of the asso- 
ciation about methods which they pursued in 
use of statistics and called attention to the 
antitrust laws. He explained, however, that 
they could receive co-operation from the va- 
rious departments of the Government and 
that work attempted could be worked out on 
a satisfactory plan. He also urged the coop- 
erage men to consider the possibilities of 
resorting to trade practice conferences under 
the auspices of the Federal Trade Commis- 
sion, if the association was not able itself 
to correct abuses in the industry. 

L. D. Boone, of Memphis, at the afternoon 
session, led a discussion on mergers. He pointed 
out the necessity for getting together in large 
companies in order to be better able to hold 
down overhead and have proper money for 
work such as trade extension so as to compete 
with substitutes. He thought that mergers 
were necessary to deliver cooperage stock at 
the lowest prices and of the best quality. He 
also pointed out that progressive measures were 
needed and showed that many manufacturers 
were -still using the same methods employed 
twenty-five years ago. 

At a meeting of the slack barrel makers 
group in the afternoon of the second day K. 
W. Jacobs, president of the K. W. Jacobs 
Cooperage Co., Milwaukee, Wis., made a talk 


on the value and the necessity for more exten- 
sive advertising. He said that manufacturers 
must keep the barrel before the public and 
encourage the use of the wooden article as 
against the many substitutes. 

On the closing day of the convention W. E. 
Braithwaite, of the division of simplified prac- 
tice, Department of Commerce, made the 
principal address. He recommended that coo- 
pers simplify the manufacture of barrels by 
sticking to standard sizes, and urged the use 
of 5, 10, 15, 25 and 50-gallon barrels, and not 
the manufacture of off sizes. These are the 
barrel sizes most commonly used, he said, and 
it would mean a big saving to industry if only 
the sizes recommended were manufactured. He 
spoke about the work that he had done with 
other industries and pointed out the saving they 
were making. 

W. B. Henderson, manager of the Memphis 
office of the bureau of foreign and domestic 
commerce, made a short address, urging all 
coopers to use his office, and promised his help 
in developing additional export business. 

At the closing session E. A. Powell, presi- 
dent, named the following committees: 

Trade Promotion—Steven Jerry, Brooklyn, 
chairman; E. P. Voll, St. Louis: J. N. White, 
Louisville; L. D. Boone, Memphis, and E. J. 
Kahn, Peoria. 

International Relations—C. E. Murray, De- 
cherd, Tenn., chairman; T. J. Nash, Memphis; 
Henry Krallman, St. Louis; Albert Wunder- 
lich, St. Louis; and W. O. Johnson, Chicago. 

Tight Barrel Grade Rules—Travis Smith, 
Nashville, chairman; Fred Smith, Jackson, 
Tenn.; Gus Hollman, Mt. Pleasant, Tex.; and 
Charles Scott, Chicago. 

Slack Barrel Grade Rules—George Wunder- 


lich, St. Louis, chairman; Burleigh Jacobs, 
Milwaukee, Wis.; Frank Chalfant, Birming- 
ham. 

Tight Barrel Arbitration—W. W. Roberts, 
Little Rock, chairman; James B. Hall, Lex- 
ington, Ky.; C. F. Meyer, St. Louis; A. L. 


Wrape and Galvin Hudson, Memphis. 

Slack Barrel Arbitration—M. F. McGowin, 
Chapman, Ala., chairman; Louis Schaepperkot- 
ten, St. Louis; W. P. Anderson, St. Louis; and 
Walter Little, Leland, Miss, 





Te oy Beata ae 


ey 


58 


AMERICAN LUMBERMAN 


November ‘6, 199 





ee, 


Golden State Retailers, in Annug 
Home Modernization, Grade- and Trade-Marking, Are; 


SAN Francisco, CAtir., Nov. 9.—Three out- 
standing features marked the annual conven- 
tion of the California Retail Lumbermen’s As- 
sociation, which closed this evening at the 
Palace Hotel after a 3-day session. These were: 

1. The tremendous accomplishments of Harry 
A. Lake, of the Garden Grove Lumber Co., 
Garden Grove, during his first year as pres- 
ident of the association, and the determina- 
tion of the members that these accomplish- 
ments shall continue, which determination they 
translated into action by re-electing Mr. Lake 
president for another year. 

2. The association’s action in decisively re- 
affirming its faith in the handling of trade- 
and grade-marked lumber, and its determina- 
tion to stand by the program it adopted a 
year ago in this matter. 

3. The decision to stand by each other for 
protection and to foster and increase and sta- 
bilize business through actively pushing the 
formation of local associations. 


Not that the enumeration of these three 
points begins to tell the whole story of the 
convention. Far from it. A glance at the 
program and consideration of the vast amount 
of ground that was covered, cut up, discussed 
and digested in only three days fills many of 
the delegates themselves with astonishment. 
They worked fast, hard and thoroughly, and 
consequently, when the convention ended this 
evening, members generally were of the opin- 
ion that it has been one of the most successful 
ever held by the association, and that the ac- 
complishments of the last year make a mark 
that will be difficult to beat during the year 
that is just beginning. 

First and foremost the delegates rejoiced in 
the remarkable record of achievement of their 
president, Mr. Lake, when it was announced 
that under his leadership and indefatigable en- 
ergy, membership in the association has in- 
creased almost a hundred percent during the 
last year, and that fourteen new local asso- 
ciations, with a membership of 245 dealers, have 
been formed. That this has been accomplished 
only through the tremendous activity and self- 
sacrifice on the part of Mr. Lake was realized 
when it became known that during the year he 
has personally attended 110 lumber meetings. 
The convention agreed that as a record of per- 
sonal accomplishment this stands unsurpassed 
in its organization. When he accepted the 
presidency of the association a year ago, Mr. 
Lake pledged himself to a program that would 
result in increased membership, and all were 
agreed that he has kept that pledge nobly. 
In accepting the post for another year, Mr. 
Lake declared that he will seek corresponding 
increases in membership during the coming 
year through the formation of group associa- 
tions. 

Other officers elected were 


Vice president of the northern district— 
E. T. Robie, Auburn Lumber Co., Auburn (re- 
elected). 

Vice president of the southern district— 


Walter S. Spicer, Barr Lumber Company, Santa 
Ana. 

Treasurer—W. R. 
sum 


Vanderwood, Fox-Wood- 


Lumber Co., Glendale. 


The registration of delegates began on Wed- 
nesday evening, Nov. 6, at the Palace Hotel, 
which was specially decorated in honor of the 
convention, but the convention did not actually 
open until Thursday. 


THURSDAY MORNING 


The board of directors of the association met 
at 8 o’clock at an informal breakfast. During 
this session it was decided to continue member- 
ship in the National Retail Lumber Dealers’ 
Association. A number of new memberships 
were also accepted. Directors who attended 


the breakfast included Charles G. Bird, Stock- 
ton; J. H. Shepard, Sacramento; J. Frank 
Wright, Porterville; M. A. Harris, San Fran- 
cisco; H. A. Lake, Garden Grove; Earl White, 
Madera; Elmer Ellis, Palo Alto; C. W. Pin- 
kerton, Whittier; E. T. Robie, Auburn; W. B. 
Vanderwood, Glendale; F. Dean Prescott, 
Fresno; C. H. Griffen, jr., Santa Cruz, and 
Paul Hallingby, Los Angeles. Paul E. Over- 
end, field representative for the northern dis- 
trict, was also present. 

The convention proper was called to order 
just before 10 o'clock by President Lake. M. A. 
Harris, of the Van Arsdale-Harris Lumber 
Co., San Francisco, gave a hearty welcome in 
behalf of Mayor James Rolph, jr., who was 
unable to be present. F. Dean Prescott, of 
the Valley Lumber Co., Fresno, responded for 
the delegates from out of town. President 
Lake then turned the chair over to Vice Pres- 
ident E. T. Robie, who presided during the 
morning session. 

“Home Modernizing” was the first topic to 
come up for discussion, and among the ques- 





Cc. W. PINKERTON, 
Whittier, Calif.; 
Presided at Thursday 
Afternoon Session 


E. T. ROBIE, 
Auburn, Calif.; 
Vice President 
Northern District 


tions dealt with were: When is California 
going to get the benefit of a home modernizing 
campaign? Has it proved profitable in other 
States? Is there much expense connected with 
it? and How much business can be developed 
by it? 

Ray B. Cox, of the Built-in-Fixture Co., 
3erkeley, led the discussion, citing facts and 
figures concerning its various phases, and tell- 
ing in some detail of the formation of the 
Home Modernizing Bureau in Chicago, which 
will spend $135,000 in advertising the home 
modernizing idea this year, he said. 

“There are millions of homes out of the 26,- 
000,000 in this country that are in need of 
modernization,” Mr. Cox declared. “Each in- 
dividual lumber dealer should make it a point 
to go out after the home modernizing business 
in his own district. If each one of you dealers 
will do this, go after the business, keep after 
it and sell the idea where you know the field 
for such modernizing exists, in five years’ time 
at the most you will be doing a large volume 
of this kind of business.” 


Commends National Publicity Idea 


B. J. Boorman, of the Boorman Lumber Co., 
Oakland, gave a hearty second to the ideas 
expressed by Mr. Cox, and forcibly expressed 
the need of national advertising to sell this 


idea to the public. He cited the growth i, 
other lines of industry which have enjoyed 
rapid progress as the result of national adver. 
tising. 

“The lumber business needs to be national) 
organized and nationally advertised,” said \; 
Boorman. “Opportunity isn’t going to batter 
in the panels of the lumberman’s door. \; 
have got to go out and get the consumer: 


dollar. He won’t chase us and throw it int 
our laps. We may say that home modernizing 
is a matter of educating the public. So it js 
It can be done through advertising. But per- 


haps we need some education in the matte, 
of advertising ourselves.” 

Various members told of the success of the 
home modernizing idea in their own localities 
and how dealers in materials other than lym. 
ber have been persuaded to join in advertising 
campaigns which have borne rich fruit to all. 

“Cement” was the nexf topic taken up. Frank 
Gibbs, of the Gibbs Lumber Co., Anaheim 
chairman of the cement committee for the 
southern district, led this discussion, and told 
of the reductions that have been effected in 
cement prices, and the progress that has been 
made in the matter of 100 percent dealer dis- 
tribution of this material. 

Before noon adjournment, President Lake ap- 
pointed a committee on resolutions as follows 
Charles G. Bird, chairman; J. H. Shepard, 
W. W. Wheatley, of the Imperial Valley Lum- 
bermen’s Association, and M. D. Bishop. 


Hoo-Hoo Luncheon 


During noon adjournment the delegates at- 
tended the convention luncheon of Hoo-Ho 
Club No. 9, of San Francisco, which was held 
in the French Room of the hotel. Attendance 
was 180. President Eddy Peggs, of W. R. 
Chamberlain & Co., presided, and Fred Roth, 
of the J. H. McCallum organization, was chair- 
man of the day. John H. McCallum, widely 
known San -Francisco lumber figure, welcomed 
the visitors, and President Lake responded 
Prof. A. B. Recknagel, of Cornell University, 
exchange professor in forestry at the Univer- 
sity of California, was introduced by Harr 
White, of White Bros., San Francisco, and 
Chairman Roth introduced Al Frost, of San 
Diego, Supreme Arcanoper of Hoo-Hoo. In 
a brief address B. E. Bryan, of the Sirable 
Hardwood Co., Oakland, president of the Oak- 
land Hoo-Hoo Club No. 39, declared himseli 
heartily in sympathy with the work and aims 
of the retail lumbermen’s association. A 
snappy musical program by well known radio 
stars was given during the luncheon. 


THURSDAY AFTERNOON 


The Thursday afternoon session was pre 
sided over by C. W. Pinkerton, of the Whittier 
Lumber Co., Whittier. Discussion of some ot 
the topics which had been scheduled for the 
morning session was continued. Among them 
were: “Roofing—Can the lumber dealer com- 
pete on prices with the mail order houses ™ 
rocfing? Can the lumber dealer sell roofing 
contracts? What profit should there be 
such sales? Does the lumber dealer push the 
sale oi re-roofing jobs?” Vice President Re 
bie, chairman of the roofing committee in the 
northern district, and Charles P. Curran, wh 
occupies the same position for the souther 
district, led this discussion and answered many 
questions propounded by the dealers. “Sas! 
and Doors” was another topic, with the ques 
tions: “Why is the sash and door industry # 
most continuously upset? and How can lume 
dealers work with sash and door manulat 
turers for the betterment of profits?” “Hart 
wood Flooring: Whether small yards should 
stock this commodity; should they expect to 8 
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floor layers and how can the credit losses on 
foor layers be avoided?” were also on the 
program. |. aes ? a 

Credit Stabilization was the chief topic of 
discussion, however, and Dudley Chandler, of 
the Building Material Dealers’ Credit Asso- 
ciation, Los Angeles, was the principal speaker. 
Some of the questions he answered and phases 
of the subject that he touched on were: 

Would there be injustice to anybody in a 
law making surety bonds compulsory on every 
job, in other words putting mechanics’ liens 
ahead of mortgages? If ignorant owners 
were thus compelled to demand a surety bond, 
wouldn’t they thereby be protected against 
dishonest contractors rather than be injured? 
Wouldn’t a bank or building and loan associa- 
tion improve its present loan position by re- 


quiring a surety bond for completion and 
payment of liens on every job Why can’t 
we put through such an act at the next ses- 


was a similar 
it reas- 
associations to 


legislature? Why 
in the last session? Is 
contractors’ 


sion of the 
act defeated 
onable for the 


suggest that lumbermen adhere strictly to 
terms that give a cash discount in 30 days, 
net payment in 60 days, and refuse further 


extension of credit if the bill is unpaid after 
that time? Are the contractors’ associations 


justified in establishing a lumber purchasing 
agent at Portland? 
Mr. Chandler explained the new amend- 


ments to the mechanics’ lien law and also ex- 
plained the contractors’ license law. Chairman 
Pinkerton of the legisiative committee, urged 
members of the association to become person- 
ally acquainted with their representatives in 
the legislature, and to take a more active in- 
terest in legislative matters. 


FRIDAY MORNING 


This session was one of the most important 
of the convention. Grade-marking, American 
Lumber Standard sizes and segregated grades 
of cargo lumber were the subjects before the 
convention. Vice President Robie presided. 

Under the heading “Grade-Marking,” the 
questions for discussion were: How long are 
we going to wait for it? and Is there any real 
obstacle in the way? 

The questions under American Lumber Stan- 
dard sizes were: “Are 2x4 S1E % off and 2x4 
SISIE % off proper standards if American 
Lumber Standard sizes are adopted, or would 
it be necessary for cargo lumber to be milled 
to SISIE % off? Would this be true also 
of 2x6 and 2x12? Is it reasonable to carry 
2x14 and 2x16 stock long enough for them to 
shrink and then to size them one edge %4-inch 
off according to American Lumber Standards? 
Is there any objection to accepting boards 
25/32nds instead of 13/16ths?” 

Will the new grading rules hasten the elimi- 
nation of mixed common grades? was the 
single question under the heading “Segregated 
Grades of Cargo Lumber.” 

A. C. Horner, manager of the western di- 
vision of the National Lumber Manufacturers’ 
Association, led the discussion on these ques- 
tions. ir. Pinkerton asked why it takes so 
long to get grade-marked lumber shipped from 
the mills. Col. W. B. Greeley, secretary-man- 
ager of the West Coast Lumbermen’s Associa- 
tion, answered this query by saying that many 
mills in the Northwest are now prepared to 
make prompt shipments of grade-marked and 
trade-marked lumber. He added that all that 
1s required now firmly to establish grade- and 
trade-marked lumber and segregated grades is 
a consistent dealer demand and the co-operation 
of the deaiers in pushing this stock. 


Urged to Demand Trade-Marked Lumber 


A sincere urge for dealers to demand grade- 
marked lumber was voiced by B. W. Lakin, 
general manager of the McCloud River Lum- 





ber Co. He explained and stressed that the 
result of such a demand will be better manu- 
factured lumber and more even grades. Mr. 
Lakin declared that his concern has had grati- 
fying success in the marketing of grade- 
marked lumber, and added that all the lumber 
sold in California by the McCloud company 
is grade-marked. He declared further that 
all of his company’s output is grade-marked, 
except for an occasional shipment to an east- 
ern company. The whole lumber business will 
be placed upon a higher plane, Mr. Lakin 
said, if each and every board purchased by 
lumber dealers is grade-marked at their spe- 
cific insistence. 

Paul Hallingby, of the Hammond Lumber 
Co., Los Angeles, was another speaker on the 
subject of trade-.and grade-marking, and he 
said there has been an astonishing change in 
the attitude of Los Angeles dealers towards 
grade-marked lumber. 

At the close of the morning session a dem- 
onstration and discussion of the work of the 








Harry A. Lake, of Garden Grove, Calif., pop- 
ular president of the California Retail Lumber- 
mens Association, who was re-elected to office 


State farm bureau was given. Details of the 
help the bureau can give lumber dealers and 
the help the lumber dealers can give to agri- 
culture were discussed, and various methods 
by which sales of lumber for farm: purposes 
can be increased were enumerated. J. P. Fair- 
bank, extension specialist; G. E. Gordon, farm 
building technician; Prof. J. E. Dougherty and 
H. L. Belton were the principal speakers. All 
are affiliated with the University of California 
farm at Davis. 


FRIDAY AFTERNOON 


Though the trade- and grade-marking topic 
was not scheduled for the afternoon session, 
such was the interest in it that further dis- 
cussion of it followed when the convention 
met following the secretaries’ luncheon in the 
California Room of the Palace. Fred V. 
Holmes, of the Holmes-Eureka Lumber Co., 
San Francisco, explained the various grades 
and marks of trade- and grade-marked red- 
wood, and related the success his company 
has met in handling grade-marked redwood. 
George Wood, of Wood Bros., Santa Cruz, 


onvention, Review Year's Progress 
imelight of Discussion—Plan to Extend and Stabilize Business 


declared himself in favor of grade-marking, 
but not of trade-marking. 

R. P. Richards, who is in the retail lumber 
business in Aylesbury, England, owning two 
yards and a factory, was introduced to the con- 
vention by Mr. Pinkerton, and gave a brief 
talk in which he expressed his intense interest 
in the discussions he had listened to. He com- 
pared methods of distribution in England and 
America. 

Kenneth Smith, of the Lumber Dealers’ As- 
sociation of Los Angeles, led a discussion on 
the subject of local associations. He called on 
Harry W. Biddle, Los Angeles attorney, who 
delivered a stirring address on “Organization,” 
stressing its importance and tracing its suc- 
cess from earliest times down to the passing 
by the California legislature of the arbitration 
law. Among the questions answered and ex- 
plained by Mr. Smith and Mr, Biddle were: 

Is there anything else so important to a 
dealer as the making of a reasonable price 
and profit? What is the best co-operative plan 
for your community: Central estimating bu- 
reau? Registration of equal bids? Protec- 
tion of customers? Division of business? 
Division of profits? Nine out of ten yards 
will join a local association; what can be 
done about the tenth yard? Should the whole- 
saler sell that tenth yard? 

Can’t wholesalers and retailers work closer 
together, for the benefit of both? Can local 
associations by agreement between competi- 
tors cut down overhead by limiting donations, 
calendars and advertising novelties, plan serv- 
ice, solicitors and other expenses? Can a 
local association discuss costs of doing busi- 
ness or employ an auditor to work for a more 
uniform method of accounting to help stabilize 


prices? 
ANNUAL BANQUET 


The annual banquet and dance of the asso- 
ciation was held in the Gold Ballroom of the 
Palace, with a cabaret of high quality during 
the dinner and dancing until after midnight. 
More than 250 attended. 


SATURDAY MORNING 


This session was devoted to reports, reso- 
lutions and business of the association. The 
first report called for was that of the pres- 
ident, and it proved the most stirring that the 
members had ever listened to. Quietly and 
without ostentation, Mr. Lake reported that 
the association now has 398 members, of which 
195 have been signed up during the last year. 
He reported the fourteen new local associa- 
tions, hereinbefore mentioned, with their 245 
members. There are now, he said, thirty-five 
local associations in the State, with twenty-six 
paid’ secretaries. Mr. Lake predicted that there 
will be a gain of 150 new members during 
the coming year, and that in the near future 
the membership will top the 600 mark. In 
conclusion he complimented the board of di- 
rctors for their unselfish work during the year, 
also members of the various committees, and 
particularly commended Vice President Robie 
as “one of the ablest men it has ever been 
my good fortune to work with.” 

Dee C. Essley, manager of the association, 
presented his report from May 16 to Nov. 9. 


Nine new directors were elected for a 3- 
year period to serve on the board of twenty- 
seven. They are: 


E. T. Robie, Auburn Lumber Co., Auburn, for 
the Sacramento district; A. M. S. Pearce, E. K. 
Wood Lumber Co., Oakland, for the San Fran- 
cisco Bay district; Elmore King, King Lum- 
ber Co., Bakersfield, for the San Joaquin Val- 
ley district; H. A. Lake, Garden Grove Lum- 
ber Co., Garden Grove, for the southern Cali- 


fornia district; A. L. Hubbard, Hubbard & 
Carmichael Bros., San Jose, for the central 
district; Earl Johnson, Johnson Lumber Co., 


Pasadena, for the Glendale-Pasadena district; 
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Charles E. Sones, Sones Lumber Co., El Cen- 
tro, for the Imperial Valley district; A. E. 
Fickling, Fickling Lumber Co., Long. Beach, 
for the Long Beach district; Charles P. Cur- 
ran, Curran Bros., Pomona, for the Pomona 
Valley district. 

Charles G. Bird, chairman of the resolutions 
committee, presented the resolutions, all of 
which were adopted unanimously. These ex- 
pressed the appreciation of the association for 
the splendid results achieved by President H. A. 
Lake; that the action of a year ago on the 
segregation of grades be reaffirmed; that the 
code of ethics be reaffirmed and strictly ad- 
hered to; that the roofing manufacturers be 
thanked for their co-operation; and that a 


vote of appreciation be extended to the Uni- 
versity of California, the San Francisco deal- 
ers and Hoo-Hoo and others assisting in enter- 
taining and instructing the delegates to the 
convention. 


CLOSING SESSION 


Election of officers and the board of direc- 
tors organization meeting were held Saturday 
afternoon. <A. J. Stoner, of Sawtelle, was 
nominated for re-election as southern vice pres- 
ident, but Paul Hallingby conveyed Mr. Sto- 
ner’s desire to the board that his name be 
withdrawn. 

President Lake named the following as the 
budget committee: Mr. Hallingby, chairman; 


— 


W. B. Vanderwood, Walter Spicer. 

For the purpose of giving assistance in the 
formation of credit bureaus in COM munities 
which do not already have them, it was de. 
cided to form a credit committee at the Sug. 
gestion of Mr. Harris. The belief was ex. 
pressed that in this new service the association 
will take an important forward step in the 
matter of stabilizing credits. 

Threughout the convention several avreeabje 
entertainment features were available for |q. 
dies. These included bridge, theater and dane. 
ing parties, sightseeing tours and teas. 

Numerous exhibits were attractively djs. 
played about the convention hall and drey 
much attention. 


Pennsylvania Directors Report Fair Business 


PittspurGH, Pa., Nov. 12.— The board of 
directors of the Retail Lumber Dealers’ As- 
sociation of Western Pennsylvania held its Oc- 
tober meeting in Webster Hall Hotel here last 
Friday. Secretary R. F. McCrea called to the 
attention of the directors the Nov. 2 issue of 
the AMERICAN LUMBERMAN and its editorial on 
“Out of the Market Into the Home,” and the 
letter on home ownership. 

The secretary suggested that the dealers all 
co-operate in the use of reprints of these 
articles by sending them out with their bills 
and statements and other mail matter. He also 
suggested that they be placed in public places, 
and that Rotary, Kiwanis and Lions’ Club 
speakers, as well as Chamber of Commerce 
speakers, be urged to mention the fact that an 
investment in a home is always a stable in- 
vestment and that it pays a dividend in happi- 
ness and contentment. 

The convention committee reported that it 
had added a very important feature to the pro- 
gram for the twenty-third annual convention- 
reunion, which will be held at the William 
Penn Hotel, Feb. 5-7, 1930.. This feature will 
be a motion picture, which will be shown the 
first day of the convention, and will pertain to 
the lumber and builders’ supply industry, which 
will make it of interest to all the dealers. 

G. F. Hoge, of Canonsburg, director of the 
National Retail Lumber Dealers’ Association, 
reported on its annual covention, held recently 
in Chicago. 


Plan for West 


Wasuincton, D. C., Nov. 11.—Under the 
auspices of the Chamber of Commerce of the 
United States and leaders of the forest and 
associated industries, a Commercial Forestry 
Conference will be held Dec. 4 and 5, at 
Charleston, W. Va. The two-day session will 
hear thirty speakers, with intervals for general 
discussion. In a broad way the following 
topics outline the program: The Forest Situa- 
tion in West Virginia; the Value of Forests to 
West Virginia Interests; Handling and Grow- 
ing of Forests; Wise Use of Forest Resources 
and Wood Products; Protecting Forests From 
Fire; the Forest Taxation Problem. 

The meeting is the first of its kind to be 
held in West Virginia, and is intended to call 
together the individuals whose welfare is as- 
sociated with maintenance of the forest. Rep- 
resentatives of lumber activities, pulp and paper 
interests, coal operators, the State, manufac- 
turers, railroads, sporting associations, farmers, 
and resort owners will devote the two days to 
a discussion of the possibilities of growing 
timber as a private commercial enterprise and 
means of overcoming obstacles to the practice. 

Arrangements for the conference are being 
perfected under the direction of Col. W. M. 
Wiley, of Sharples, and John Raine, of 
Rainelle, president of the Meadow River Lum- 
ber Co., and member of the State legislature. 
The general committee will decide on final de- 


Reports on business conditions by the direc- 
tors indicated that on an average there is a 
fair volume of business in the teritory of the 
association. The directors reported as follows: 


Director No. 1—New business, as well as 
figuring, has slowed up. The cause of the 
slow-up in our district is the approaching 
winter season. 


No. 2—Building and repair work are very 
slow. Collections are fair. Coal and railroad 
conditions are better than for some time past. 


No. 3—Business is slow; collections fair. 
Do not expect much activity until after 
Jan. 1. 


No. 4—Business has been quiet for the last 
thirty days. Look for improvement at the 
beginning of the year. 


No. 5—Conditions a little below normal; 
collections fair. 


No. 6—Prospects at present are not encour- 
aging. However, we expect an improvement 
within the next few months. 


No. 7—Business in our county is still slow. 
The coal mines are more active, but are not 
in a position to spend any money for new 
buildings or repairs. If they continue their 
activity we expect considerable repair work. 
The association in our district is co-operating 
100 percent as usual. 


No. 8—Business in our county is fair. The 
coal business is better than at any other time 
during the last several months. 


No. 9—Business is very good and is holding 
up to the fair volume that has been our goog 
fortune throughout the year. Weather condi- 
tions have helped considerably. With a con. 
tinuance of the present volume for next 
month we can report a very good year. 


No. 10—Business is slow on account of the 
season. Collections are fair. The coal busi- 
ness is improving, which will, of course, have 
a very direct effect on our 1930 business. 


No. 11—Business has slowed up On account 
of nearing the close of the year. We fee] 
that the outlook is bright for 1930. 


No. 12—Business -is fair, although there is 
not much estimating. Collections remain 
about the same. Prospects for next spring 
appear very encouraging. 


No. 183—Business has “carried on” through 
the fall much better than we anticipated, and 
from present indications, weather conditions 
permitting, should continue to hold up well 
during the winter. House building has slowed 
down, but the industrial trade has shown 
marked improvement. 


No. 14—Total sales so far this year are on 
a par with 1928. Fall business has kept up 
surprisingly well, and the outlook for 1930 is 
encouraging. 


No. 15—Things continue to improve in our 
district, and there is more figuring for this 
time of year than in several years past. 


No. 16—Business is fairly prosperous and 
collections are improving. 


Virginia Forestry Conference 


tails at a meeting in mid-November. The mem- 
bers of the committee are: 
Col. W. M. Wiley, Sharples, chairman; 


George W. Sharp, secretary of State, Charles- 
ton; Nat. T. Frame, extension director, Mor- 
gantown; S. P. Puffer, secretary, Charleston 
Chamber of Commerce, Charleston; J. O. La- 
kin, president of advertising association, 
Charleston; W. DuB. Brookings, Chamber of 
Commerce of the United States, Washington; 
W. E. R. Byrne, president, West Virginia Wild 
Life League, Charleston; C. S. Badgett, Cherry 
River Lumber Co., Richwood; George Snyder, 
Cherry River Paper Co., Richwood; Mrs. Mary 
E. Chilton, Garden Club of West Virginia, 
Charleston; E. S. Humphreys, West Virginia 
Farm Bureau, Belleville, W. Va.; H. W. 
Shields, general manager, Pocahontas Coal & 
Coke Co., Bluefield; W. H. Cunningham, West 
Virginia Coal Association, Huntington; J. G. 
Bradley, Elk River Coal & Lumber Co., Dun- 
don; H. M. Widney, Pocahontas Tanning Co., 
Durbin; Mrs. Julia G. Hearne, Federated 
Women’s Clubs, Wheeling; John L. Dickinson, 
president, Kanawah Valley Bank, Charleston; 
George D. Curtin, Pardee-Curtin Lumber Co., 
Clarksburg; I. M. Scott, Wheeling Steel Cor- 
poration, Wheeling; George M. Alexander, Mo- 
nongahela West Penn Power Co., Fairmont; 
D. C. Boy, industrial agent, Chesapeake & 
Ohio Railroad, Huntington; John M. Crawford, 
Parkersburg Rig & Reel Co., Parkersburg; 
D. A. Burt, Hazlett & Burt, Wheeling; Gray 
Silver, Martinsburg; J. C. Dickerson, Dickerson 
Lumber Co., Huntington; A. B, MeCrum, 


Charleston; Vernon E. Johnson, president, 
Central Forest Fire Protective association, El- 
kins; John Roscoe Turner, president, West 
Virginia University, Morgantown. 


In speaking of the place private enterprise 
occupies in producing forest resources, Mr. 
Raine, prominent lumberman and member ol 
the State legislature, says: 

There are three mediums for reforestation: 
Federal, State and individual. At present, 
four-fifths of our forests are privately owned 
and it is not expected that public acquisition 
of forest lands will increase very rapidly, S80 
that it has been well said that our national 
timber budget can not be balanced without 
private forestry. We will then have to dis- 
miss largely the Government as a potent fac- 
tor in the forest industries and figure on 
making the problem one of commercial at- 
tractiveness. Our consumption of forest prod- 
ucts is nearly half that of the entire world. 
This discloses the importance of this indus- 
try. 

Recent studies by the West Virginia depart: 
ment of agriculture show the State to be within 
300 miles of 35 percent of the nation’s popula- 
tion, offering an excellent opportunity to serve 
the chief wood consuming centers. According to 
Mr. Raine, the maintenance of forests to meet 
the demand for valuable hardwood timber and 
wod products in the future will be the chiet 
Objective of the West Virginia Commercial 
Forestry Conference. 
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Missouri Retailers Talk Home Building 


Told That Fine Lumber Is Available, That There Is Big Field for It in Modernization, 
and That Personality Makes Sales 


Mozerty, Mo., Nov. 11.—Nearly 200 lumber- 
men and a few of their wives gathered here 
Nov. 7, for the eighteenth annual convention 
of the Northeast Missouri Lumbermen’s As- 
sociation. The meeting, as usual, included 
afternoon and night sessions and business and 
entertainment features. 

Following an afternoon of speech making, 
officers were elected as follows: 

President—W. H. White, of Vandalia, Mo. 

Vice president—R. L. of Moberly, 
Mo. 

Secretary—W. E. Partee, of Hannibal, Mo. 
(re-elected). 

Directors—W. E. Matlick, Kahoka, Mo., Clay 
Hill, Brookfield, and W. C. Wright, Jackson- 
ville. 

Of importance among the business items was 
the consideration of the invitations of the Han- 
nibal Chamber of Commerce and the Hannibal 
Retail Lumbermen’s Association to hold the 
1930 meeting in that city. Although the con- 
vention city will not be named until next sum- 
mer when the officers and directors hold an 
executive meeting, it was indicated that the 
convention will probably go to Hannibal next 
year. It is the custom to hold several conven- 
tions in Moberly and then go to Hannibal and 
Kirksville for meetings. 

At the opening of the business session at 
1:30 o'clock on the convention day W. B. 
Stone, Moberly city attorney, extended the 


Russell, 


city’s welcome and President Clay Hill, Brook- 
S. M. B. Hunt, president of 

extended 
The meet- 


field, responded. 
the Kansas City Hoo-Hoo Club, 
greetings from that organization. 
ing was held at the Elks’ Home. 
P. W. Combs, adver- 
tising manager of the 
Atlas Portland Cement 
Co., struck the domi- 
nant note of the after- 
noon’s addresses and 
discussions when he de- 
clared in the first 





W. H. WHITE, 
Vandalia, Mo.; 
Elected President of 
Association 





speech on the program 
that personality is prob- 
ably the most creative 
and productive force in 
the lumber or any other 
business today. Other 
speakers touched upon 
the same subject. 

The reason I think personality is such a 
8reat factor is a simple one, Mr. Combs said. 
I have figured it out this way: We like to buy 
from those people we like. We don’t like to 
buy from those people we don’t like; those 
People irritate us. 

It is my opinion that personality is a far 
greater factor than most of us realize. The 
Personality of a lumberman or any other busi- 
hess man extends into his entire business, into 
all of his contacts, and into his advertising. 
i am convinced that the personality of R. W. 
Sears was, in a large measure, responsible for 





the Success of Sears, Roebuck & Co. Ad 
writers may laugh at his “Dear Friend” and 
Dear Customer” letters but they brought re- 
sults. The easy, friendly, conversational 
Style of those letters and many of his other 
yo Ne re successes—they brought the busi- 


and the dealer who puts some of his own 
t ra ¥ =o . s 
naturalness and ease into an ad will meet 


With success today. 


Among business suggestions made by Mr. 
Combs were: Treat your customers as you 
would like to be treated. Price your mer- 
chandise fairly but with a certain degree of 
profit. Make one price and stick to it. Make 
the most of your location. Be sure that the 
voice that answers your telephone is the voice 
with a smile. Cultivate a wide acquaintance. 
Work your list. Advertise in your local news- 
paper. 

In suggesting that the lumber dealer make 
the most of his location, Mr. Combs said, 
all of us can’t be on Main Street. All of us 
can’t be near the Main Street, even. But all 
of us can maintain a Main Street office or at 
least decorate a Main Street store window once 
a month or once every two months. 

His insistence that newspaper advertising 
and good will ‘be used was stressed more 
strongly than any other point. 

When you overlook the local editor you are 
overlooking 2 great, big ally, he said. In the 
first place, the local editor is probably a man 
just bursting with local pride or he wouldn’t 
be a local editor. The upbuilding of the com- 
munity is probably as gratifying to him as it 
is to you. Advertise in his paper. Give him 
news tips that are news tips. It will pay. 

Mr. Combs recommended that bankers, 
building and loan men, attorneys, and insur- 
ance agents be consulted in finance plans to 
promote building operations. 

The Atlas ad man concluded his talk by 
telling his hearers that the trade magazines 
are doing a big piece of work in field activi- 
ties, spending considerable money learning 
the methods of the more successful dealers 
and passing the ideas on. Those magazines 
carry valuable merchandising ideas in each is- 
sue, he said. They will help you formulate 
and follow an accurate, orderly program, 
which is essential to the success of any con- 
cern, he concluded. 


More Investment in Homes Needed 


“What this country needs is not a good, 5- 
cent cigar, as was once said,” Paul E. Kendall, 
advertising manager of the Long-Bell Lumber 
Co., Kansas City, Mo., declared in beginning 
the second talk of the afternoon. “What we 
need today is less speculation and more in- 
vestment and that investment in homes.” 

We need more of surety and less of uncer- 
tainty, more of building, and less of upheaval, 
he continued. The condition of our building 
and loan concerns, little paid in and much 
taken out, is what’s the matter with the 
building industry today. 

It is true that three out of every five homes 
in America need modernization, he said. That 
work, it is estimated, will cost on the aver- 
age, $2,000. There is a market that has no 
saturation point and we’re not working it 
very well. 

Mr. Kendall quoted _ statistics—many of 
them—concerning fire hazards. He concluded 
that since fires are confined to their place of 
origin, the fire statement is a fear statement. 

After all, there is no fireproof building. No 
building is more fireproof than its contents, 
he pointed out. Mr. Kendall continued his 
talk by saying ‘that there is better lumber 
today than there has ever been before, that 
virgin timber is still here, that the machinery 
is better, and the drying processes are the 
best in the history of the world. 

But, the best lumber is not obtainable at 
cut prices and we must teach our customers 
facts before they will realize that, he said. 
He urged that “good lumber be pushed.” 


Describes Original Advertising Schemes 


The third of the afternoon’s speakers, W. E., 
Matlick, of the Matlick Lumber & Coal Co., 
Kahoka, Mo., described several original ad- 
vertising schemes. He urged co-operation in 
school projects, contests, and parades. 

Good will is closely allied with advertising, 





he said. There are other things in life than 
business and you find that some of the other 
things pay back into business. The man who 
neglects social life neglects business. 

Continuing his talk on advertising he said: 
If you’re afraid to spend your money don’t 
start anything. If you start, don’t stop. And 
when you advertise, advertise in a different 
way. Whether it be a newspaper ad, a circu- 
lar letter, or the celebration of the end of a 
contest, do it in a different manner. Let the 
ad be a part of you. 

After describing a bird house contest and a 
poster contest in which considerable wallboard 
was used, Mr. Matlick told his hearers that 
he considered the good 
will of boys and girls 
one of his greatest as- 
sets. In telling of a 
circus day parade in 
which he used a wagon 
painted with aluminum 
paint, Mr. Matlick pre- 
dicted that aluminum 





P. E. KENDALL, 
Kansas City, Mo.; 
Points Out Opportuni- 
ties in Modernization 





paint is the 
paint. 
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Hugh Taylor, of Chi- 
cago, told the lumber- 
men that learning to sell 
at lower cost is the 
greatest problem con- 
fronting the American 
lumberman. He urged, not the reduction of 
prices nor the loss of profit, but the increase of 
quality. 

The round-table discussion directed by E. E. 
Woods, secretary of the Southwestern Lum- 
bermen’s Association, Kansas City, Mo., usu- 
ally one of the peppiest and most interesting 
parts of the program, was nearly crowded out 
by overlapping programs. The. speeches had 
hardly been concluded when it was time for 
the Hoo-Hoo Club of Kansas City to take 
charge. The election of officers took place and 
a few questions prepared for the round-table 
period were discussed. These new members 
were initiated into Hoo-Hoo: C. C. Vannoy, 
Salisbury; Peter E. Jepson, South Gifford; 
Frank Daniels, Moberly; Fred Engleman, 
Louisiana; William Partee, Hannibal; Nei) 
Nichols, Salisbury; Oliver Britt, Moberly, and 
O. P. Warford, Moberly. 

Following the banquet at night Judge B. E. 
Bigger, Hannibal, made a talk in which he 
challenged the lumbermen and other business 
men to realize their responsibilities as the most 
important men in the community, successors of 
the soldier, the minister, the lawyer, the banker. 

The women enjoyed a luncheon and theater 
party and were with the men at the evening 
banquet at the Merchants’ Hotel. C. W. Hest- 
wood, of Kansas City, was toastmaster. 





Camp Borven will be turned over to the 
Ontario Government by the Dominion Govern- 
ment at Ottawa, for reforestation. The camp 
covers about 30,000 acres in Simcoe County. 
It will be turned over to the Ontario Govern- 
ment immediately after the Royal Canadian 
Air Force shifts its activities to the new base 
at Trenton, Ont. Camp Borden is ideal for re- 
forestation purposes, and was at one time cov- 
ered with a heavy growth of white pine, which 
was cut off some years ago. 
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Associations Plans and Activities 


Nov. 18-22—Loyal Legion of Loggers & Lumbermen, 
Portland, Ore. Twenty-second semiannual 
meeting of board of directors. 

Nov. 20-21—Georgia Lumber, Millwork & Building 
Material Dealers’ Association, Henry Grady 
Hotel, Atlanta, Ga. Annual. 

Nov. 22—Millwork Institute of California, Hotel 
Oakland, Oakland, Calif. Annual, 

Nov. 23—Southern Section, Mountain States Lum- 
ber Dealers’ Association, Alvarado Hotel, Al- 
buquerque, N. M. 

Dec. 4—Conference of Technical Representatives 
of Regional Associations and National Lumber 
Manuacturers’ Association, Congress Hotel, Chi- 
cago. 

Dec. 4-5—West Virginia Commercial Forestry Con- 
ference, Charleston, W. Va. 

Dec. 7—Louisiana Retail Lumber & Building Ma- 
terial Dealers’ Association, Lake Charles, La. 


Dec, 9 3altimore Lumber Exchange, Baltimore, Md. 


Annual, 
Dec. 10—Roofer Manufacturers’ Club, Columbus, 
Ga, 


Dec. 10—Southern Pine Association-Meeting of Ad- 
vertising and Trade Extension Committees 
with All Subscribers, Arlington Hotel, Hot 
Springs, Ark, 

Dec. 11-12—National Lumber Manufacturers’ Asso- 
ciation Trade Extension Committee and Board 
of Directors, Arlington Hotel, Hot Springs, Ark. 

Jan. 14-15, 1930—Western Pennsylvania Builders 
Supply Association, Fort Pitt Hotel, Pitts- 
burgh, Pa. Annual. 

Jan, 14-16, 1930—Canadian Lumbermen’s Associa- 
tion, Chateau Laurier, Ottawa, Ont. Annual, 

Jan, 15—Central Association of the Traveling Lum- 
ber & Sash & Door Salesmen, Lincoln Hotel, 
Indianapolis, Ind. Annual, 

Jan. 15-16, 1930—Retail Lumber Dealers’ Associa- 
tion of Indiana, Claypool Hotel, Indianapolis, 
Ind. Annual. 


Jan. 16-18, 1930—Mountain States Lumber Dealers’ 
Association, Cosmopolitan Hotel, Denver Colo. 
Annual, 


Jan. 21-23, 1930—Northwestern Lumbermen’s As- 
sociation, Minneapolis Auditorium, Minneapo- 
lis, Minn. Annual, 


Jan. 21-23, 1930—Pennsylvania Lumbermen’s Asso- 
ciation, Benjamin Franklin Hotel, Philadelphia, 
Pa. Annual. 


Jan. 22-24, 1930-—-Ontario Retail Lumber Dealers’ 
Association, Royal York Hotel, Toronto, Ont. 
Annual. 

Jan. 23-24, 1930—Carolina Retail Lumber & Build- 
ing Material Dealers’ Association, Armington 
Hotel, Gastonia, N. C. Annual. 


Jan. 23-24, 1930—West Virginia Lumber & Build- 
ers’ Supply Dealers’ Association, Daniel Boone 
Hotel, Charleston, W. Va. Annual. 


Jan. 28-30, 1930—Northeastern Retail Lumbermen’'s 
Association, Hotel Pennsylvania, New York 
City. Annual, 


Jan. 28-30, 1930—Southeastern Iowa Retail Lum- 
bermen’s Association, Ottumwa Hotel, Ottum- 
wa, Iowa. Annual, 

Jan. 28-30, 1930—Ohio Association of Retail Lum- 
ber Dealers, Columbus, Ohio. Annual. 


Jan. 29-31, 1930—Southwestern Lumbermen’s As- 
sociation, Missouri Hotel and Convention Hall, 
Kansas City, Mo. Annual. 


Jan. 30-31, 1930—Hardwood Manufacturers’ Insti- 
tute, Brown Hotel, Louisville, Ky. Annual. 


Feb. 4-6, 1930—Iowa Lumber & Material Dealers’ 
Association, Shrine Temple, Des Moines, Iowa. 
Annual, 

Feb. 5-7, 1930—Michigan Association of the Trav- 
eling Lumber & Sash & Door Salesmen, Hotel 
Pantlind, Grand Rapids, Mich. Annual. 

Feb. 5-7, 1930—Retail Lumber Dealers’ Association 
of Western Pennsylvania, William Penn Ho- 
tel, Pittsburgh, Pa. Annual, 


Feb. 5-7, 1930—Michigan Retail Lumber Daealery 
Association, Hotel Pantlind, Grand lapids 
Mich. Annual. P 

Feb. 11-13, 1930—Illinois Lumber & Materia! Dea). 
ee Stevens Hotel, Chicago, Ap. 
nual. 

Feb. 11-13, 1930—Southwestern Iowa Retail Lum. 
bermen’s Association, Hotel Chieftain, Coungjj 
Bluffs, Iowa. Annual, 

Feb. 11-13, 1930—Kentucky Retail Lumber Dealery 
Association, Louisville, Ky. Annual. 
Feb. 12-13, 1930— North Dakota Retaii L 

men’s Association, Fargo, N. D. Annual! 

Feb. 14-15, 1930—Virginia Lumber & Builderg 
Supply Dealers’ Association, Monticello Hote] 
Charlottesville, Va. Annual. : 

Feb. 18, 1930—Northern Wholesale Hardwood Lum. 
ber Association, Milwaukee, Wis. Annual, 

Feb. 18-20, 1930—Wisconsin Retail Lumbermen’s 
Association, Milwaukee Auditorium, Milwaukee 
Wis. Annual. : 

Feb. 19-21, 1920—Nebraska Lumber Merchants’ As. 
sociation, Hotel Lincoln, Lincoln, Neb. Ap. 
nual, 

Feb. 19-20, 1930—-National Association of Commis. 
sion Lumber Salesmen, Congress Hotel, Chi. 
cago. Annual. 

Feb. 20-22, 1930—Western Retail Lumbermen’s As. 
sociation, Spokane, Wash. Annual. 

Feb. 26-27, 1930—Tennessee Retail Lumber, Mill. 
work & Supply Association, Hotel John Sevier, 
Johnson City, Tenn. Annual. 

April 8-10, 1930—Lumbermen’s Association of 
Texas, Dallas, Tex. Annual. 

April 10-12, 1930—Southern Forestry Congress, 
Hotel Peabody, Memphis, Tenn. Annual. 
April 29-30, May 1—National Association of Rail- 
road Tie Producers, Peabody Hotel, Memphis, 

Tenn. 

May 8-9, 1930—Florida Lumber & Millwork Assgo- 

ciation, Orlando, Fla. Annual. 
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New Mexico Retailers to Meet 

ALBUQUERQUE, N. M., Nov. 11.—A_ very 
elaborate and instructive program has been pre- 
pared for the meeting of the southern section 
of the Mountain States Lumber Dealers’ As- 
sociation, to be held here on Nov. 22 and 23. 

The first morning will be devoted to a golf 
championship contest with the first business 
session starting at 2:30 p. m. Friday in the 
Indian room of the Franciscan Hotel. Clarence 
Iden, president of the association, will preside. 
This session will be graced with instructive 
addresses by lumber manufacturers of New 
Mexico, who will discuss their various prob- 
lems from tree to yard with the retailers. 
Among the speakers are: W. H. Hughes, jr., 
of Hughes Bros., Magdalena; Mr. Adams, of 
Strong & Adams, Springer; Leslie W. Burnett, 
of the A. B. McGaffey Co.; H. G. Newby, of 
Ojo Sarco; Robert P. Haynie, of the Santa 
Clara Lumber Co., Espanola; and Ed. Pound, 
of the Pound Bros. Lumber Co., Chama. 

University professors will hold forth during 
the Friday evening session and their talks will 
tend toward modern conveniences in the home 
and modern home construction. This session 
will be held in the new lecture hall of the 
University of New Mexico, with Mrs. H. L. 
Hogrefe presiding. A showing of the moving 
picture, “The Transformation,” will conclude 
the evening program. 

The Saturday morning session will be given 
over to group meetings, with the regular busi- 
ness session resuming at 2 o'clock in the after- 
noon. At this session the retailers will tell 
about their merchandising problems and how 
they have successfully solved them. The speak- 
ers are: Don McNeal, of the McPhee & Mce- 
Ginnity Co., Denver, Colo.; A. C. Horner, 
western representative of the National Lumber 
Manufacturers’ Association, who will tell what 
the manufacturers are doing to aid the re- 
tailers; K.°J. Baldridge, of Albuquerque; and 
H. W. Galbraith, of the Foxworth-Galbraith 
Lumber Co., Amarillo, Tex. 

A dinner will be given at 6 p. m. under the 
auspices of the local Hoo-Hoo club, following 
which both manufacturers and retailers will 
grace the program with talks. For example, 
Charles Proebstel, of the Santa Fe Builders 
Supply Co., Santa Fe, will discuss “Need for 
Big Men in the Lumber Business”; John E. 


Hill, of the Panhandle Lumber Co., Amarillo, 
Tex., will talk on “Developing Personality” ; 
and Harry T. Kendall, of the Central Coal & 
Coke Co., Kansas City, Mo., will take for his 
subject “Dignity of the Lumber Business.” 
The evening will be concluded with another 
showing of “The Transformation” and movies 
of “Caterpillar” tractors in operation in Ari- 
zona logging operations, the latter through the 
courtesy of the Saginaw & Manistee Lumber 
Co., Williams, Ariz. 

Special entertainment will be provided for 
the ladies during the’ course of the convention. 


Northwestern Hardwood Date 


MINNEAPOLIS, MINN., Nov. 11.—Fred H. 
Peschau, F. K. Ware and W. N. Foss have 
been appointed to constitute a committee on 
arrangements for the annual meeting of the 
Northwestern Hardwood Lumbermen’s Asso- 
ciation, to be held at the St. Anthony Com- 
mercial Club here the afternoon and evening 
of Dec. 3. A business session is scheduled for 
the afternoon. The annual dinner and a bridge 
party and other entertainment will follow. A 
number of guests will be invited. 


Southern Pine Meetings Scheduled 


New Or.eans, La., Nov. 11.—Fall meetings 
of the trade extension and advertising com- 
mittees of the Southern Pine Association, to 
which all subscribers are invited will be con- 
ducted at Hot Springs, Ark., Dec. 10, 11 and 
12. The Southern Pine Association board of 
directors also will meet at this time as will 
directors of the National Lumber Manufac- 
turers’ Association. 

Plans for the Southern Pine Association 
meetings at the same time of the National con- 
ference were arranged by President F. W. 
Reimers and Secretary-Manager H. C. Berckes 
with Wilson Compton. It is planned that while 
each group will have opportunity to consider 
its own problems separately, several joint con- 
ferences can be held. 

All meetings will be conducted at the Arling- 
ton Hotel at Hot Springs, which will be head- 
quarters for the lumber manufacturers. 

The Southern Pine Association trade exten- 
sion and advertising committee will meet on 
Dec. 10 and all subscribers are urged by Secre- 


tary-Manager Berckes to be present. A meeting 
of the board of directors will be held on the 
following day, Dec. 11, which also will be de- 
voted to a discussion of National trade exten- 
sion activities, according to present plans. 

Further Southern Pine Association activities 
for the winter will be outlined looking toward 
the annual meeting in March. 


Alabama-Florida Mill Managers 


MontTcoMery, ALA., Nov. 11.—At a meeting 
of the Alabania-West Florida Mill Managers’ 
Association, held here at the Jefferson Davis 
Hotel, last Tuesday, a round-table discussion 
brought out many interesting sidelights on the 
present state of business. The importation of 
Russian lumber was a subject that was given 
more attention than anything else, and follow- 
ing a review of information furnished by the 
Southern Pine Association, the following resolu- 
tion was adopted and wired to Alabama's two 
senators at Washington: 

The Alabama sawmill managers’ association 
in session here today adopted the following 
resolution: ’ 

WHEREAS, Russian lumber is being shipped 
in cargo lots to points on our north Atlantic 
seaboard and sold at prices well below the 
actual cost of production of southern pine; and 

WHEREAS, This situation presents a menace 
to the Southern pine manufacturing industry 
which is represented by large or small mills 
in almost every city, town and hamlet in Ala- 
bama, and which if not met by a protective 
tariff strikes at the very existence of the in- 
dustry; and 

WHEREAS Such crippling of the industry 
must of necessity react upon the wage earning 
laborer which, in turn ramifies throughout all 
lines of business activity; therefore be it 

Resolved, That this association, representing 
one of the largest tax paying and payroll dis 
bursing industries of the country, demands 
that the Federal Congress give analysis and 
consideration to the placing of an adequate 
protective tariff on importation of softwood 
lumber. 

The question of a reduction in the corpora- 
tion income tax rate was also fully discussed, 
and members felt that everything possible 
should be done to bring about a reduction ™ 
the present rate. 

Among those present at the meeting were: 
J. G. McGowin and Earl McGowin, of the 
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W. T. Smith Lumber Co.; G. R. Swift, Swift- 
Hunter Lumber Co.; W. S. Forshee, Forshee 
Manufacturing Co.; R. E. Strain, T. R. Miller 
Mill Co.; S. H. Vredenburgh, Vredenburgh 
Saw Mill Co.; J. B. Burroughs, Sipsey Valley 
Lumber Co.; John F. Andrews, Kaul Lumber 
Co.; L. L. Shertzer; W. M. Nichols, Pioneer 
Lumber Co.; J. B. Ross, East Alabama Lum- 
ber Co. 


Northwestern Salesmen Disband 


MILWAUKEE; Wis., Nov. 11.—The North- 
western Lumber & Sash & Door Traveling 
Salesmen’s Association has ceased to exist, ac- 
cording to a notice which has been sent out by 
Robert Blackburn, Milwaukee wholesale lumber 
dealer, who was the last president to hold office 
in the organization. It was a component group 
in the Wisconsin Retail Lumbermen’s Associa- 
tion and while the great majority of the mem- 
bership consisted of men associated with the 
various mills and wholesale lumber organiza- 
tions it also included many salesmen of in- 
terior woodwork and sash and door manufac- 
turers. The affairs of the association were 
finally closed in accordance with recommenda- 
tions made by the board of directors and after 
funds had been secured to pay death benefits to 
the estate of J. H. Lang, which was the only 
outstanding indebtedness. 

The association had its inception at a meeting 
in the old Plankinton Hotel in Milwaukee at 
which F. N. Snell presided as temporary presi- 
dent and W. R. McKenzie, as secretary. J. E. 
Watts was the last vice president and W. G. 
Blackburn the last secretary. 


Coming Texas Activities 


Houston, Tex., Nov. 13.—The Valley Lum- 
bermen’s Association meets at Donna, Tex., in 
the Rio Grande Valley on Nov. 19. One of 
the principal speakers on the program is W. A. 
Wadley, vice president of the Spencer-Sauer 
Lumber Co. Mr. Wadley formerly lived in 
Houston, but now resides in San Antonio. 

The Houston Lumbermen’s Club will hold its 
semiannual golf tournament at River Oaks 
Country Club on Nov. 18. All lumbermen will 
have equal rights at the prizes. A Beaumont 
lumberman won the prized cup at the last 
tournament. Reservations for the event are in 
charge of Harry G. Dean, president of the 
Lumbermen’s Club. 

The next meeting of the directors of the 
Lumbermen’s Association of Texas will be held 
in San Antonio the latter part of November or 
early in December. 
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Urge Inland Waterway Project 


Sr. Louis, Mo., Nov. 13. — Resolutions 
adopted at the closing closing session of the 
eleventh annual convention of the Mississippi 
Valley Association at Hotel Statler yesterday 
afternoon urged the completion of the inland 
waterways projects within a period of five 
years and the connection of this system through 
the improvement of the Illinois and Des Plaines 
rivers and the Sanitary Canal from Chicago to 
the Mississippi River as a Federal project. 

William R. Dawes, of Chicago, as president, 
was re-elected as were Thomas F. Cunningham, 
of New Orleans, as vice president at large, and 
Richard S. Hawes, of St. Louis, treasurer. 
Two new district vice presidents were elected 
as follows: W. P. Lay, of Gadsden, Tex., and 
John H. Kelly, of Sioux City, Iowa. 

New directors were elected as follows: 

Alabama—John B. Waterman, of Mobile, and 
C. M. Pesperson, of Anniston; Arkansas— 
Justin Mathews, of Little Rock, and C. A. Dun- 
ning, of Pine Bluff; Florida—W. B. Harbeson, 
of Pensacola, and J. H. Drummond, of Panama 
City; Georgia—Lee Worsham, of Atlanta, and 
John M. Graham, of Rome; Louisiana—W. L. 
Richeson and James M. Thomson, of New 
Orleans; Nebraska—Rufus E. Lee, of Omaha; 
North Dakota—G. B. Metzger, of Williston, G. 
A. Frazer, of Fargo, and Ole Haig of Devils 
Lake; Ohio—H. S. Warwick, of Youngstown; 
Oklahoma—C. M. McDonald, of Muskogee, E. 
E. Blake, of Oklahoma City, and William 


Holden, of Tulsa; South Dakota—M. A. Brown, 


of Chamberlain; Wisconsin—W. P. Roellig, of 
La Crosse. 

The resolutions praise President Hoover as 
“the leader in the movement for the develop- 
ment of our waterways,” and congratulate him 
on “the far-sighted judgment which he has 
shown in urging these projects.” 


Date for Baltimore Exchange 


Battimore, Mp., Nov. 11.—The annual meet- 
ing of the Baltimore Lumber Exchange will be 
held on the evening of Dec. 9, a week later 
than the regular date, the postponement having 
been agreed upon in order that the president, 
Pembroke M. Womble, might have an oppor- 
tunity to attend. Mr. Womble expects to be 
away over Dec. 2. At the session officers will 
be elected, the yearly reports read and other 
business disposed of. The ticket to be voted 
for is now being prepared by the nominating 
committee. A dinner with some entertainment 
features will be provided. 


Ontario Associations to Redistrict 


Toronto, Ont., Nov. 11.— The Lake Erie 
Branch of the Ontario Retail Lumber Dealers’ 
Association held a meeting at the Battersby 
House, Simcoe, on Nov. 7. J. L. Naylor, 
Essex, president of the provincial association, 
who made a long motor trip in order to be 
present, submitted a proposal for rearranging 











In Which Class Are You? 


There are two classes of busi- 
ness men in America today; 
those who are “too busy to read” 
and are only interested in their 
own business, and those who are 
deeply studying their own busi- 
ness, but who are also deeply 
studying and reading to find out 
what is happening in their own 
and other lines; because it is the 
man who is studying economic 
evolution in America today who 
is going to find himself at the 
head of the economic procession 
ten years from today.—Davip 
LAWRENCE. 
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some of the provincial districts of the Ontario 
association and altering their representation on 
the board of directors of the parent organiza- 
tion. This matter was discussed fully and left 
over for further consideration. The next meet- 
ing of the association will be held at Simcoe, 
on Dec. 12. The ladies will be invited to grace 
the occasion by attending a dinner along with 
the dealers. 

The Stratford district branch of the Ontario 
Retail Lumber Delaers’ Association held a well 
attended meeting in the Mansion House, Strat- 
ford, on Nov. 4. J. J. Cluff, of Seaforth, pre- 
sided, with H. Schlemmer, of Tavistock, as 
secretary. J: L. Naylor, of Essex, president of 
the Ontario association, gave an outline of the 
most important features of the recent annual 
convention in Chicago of the National Retail 
Lumber Dealers’ Association. Mr. Naylor also 
submitted to the meeting a proposal to re- 
arrange the provincial districts of the parent 
association. The proposal was discussed and 
was given unanimous approval. 

Discussion followed on the subject of mail 
order competition, each dealer expressing the 
conviction that retail lumber dealers could 
always win out in competition with mail order 
firms, if they were given an opportunity to 
make a quotation on the same quantity and 
quality of stock. 

H. Boultbee, secretary-manager of the On- 
tario association, gave an outline of business 








conditions in the Province as gathered by him 
during many visits to dealers during the past 
summer and early fall. He stated that with 
very few exceptions, Ontario dealers had en- 
joyed one of the most successful business years 
that they had experienced for some time. 

Credit bureaus, delivery problems and clean 
yard contests were also discussed. J. L. Naylor 
expressed the view that the clean yard contest 
was the finest thing that had ever been started 
by any retail lumber association in Ontario. 

The next meeting of the directors of the On- 
tario Retail Lumber Dealers’ Association will 
be held Dec. 9, in the Royal York Hotel, To- 
ronto. 
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Penn District Meeting 

PitTspurRGH, Pa., Nov. 12.—The Westmore- 
land County Lumber Dealers’ Association, affili- 
ated with the Retail Lumber Dealers’ Associa- 
tion of Western Pennsylvania, held a meeting 
last Thursday evening at the Penn-Albert Hotel 
in Greensburg, the county seat. Twenty mem- 
bers of the association were present, every firm 
having been represented, and in addition, offi- 
cials of the State association. 

Dinner was served at 6 o'clock, after which 
there was a general discussion of business con- 
ditions and talks by all the visiting officials of 
the State association. The dealers were opti- 
mistic over the outlook. 


Plan Co-operation at Conferences 


SEATTLE, WASH., Nov. 9.—A strong commit- 
tee representing West Coast lumber manufac- 
turers is now in California conferring with re- 
tail lumber dealers and attending two impor- 
tant meetings. The first of these is the annual 
convention of the California Retail Lumber- 
men’s Association, which concluded its sessions 
in San Francisco today, and the other a meet- 
ing of lumber distributers and retail dealers to 
be held in Los Angeles next Tuesday. Subjects 
to be discussed with the dealers were segre- 
gated grades, American Lumber Standards, 
grade-marking and other means of promoting 
co-operation between the California dealers and 
West Coast manufacturers. Composing this 
committee are: J. D. Tennant and Earl Hous- 
ton, Long-Bell Lumber Co., Longview, Wash.; 
George S. Long, Weyerhaeuser Timber Co., 
and A. H. Landram, St. Paul & Tacoma Lum- 
ber Co., Tacoma, Wash.; H. W. Bunker, Coos 
Bay Lumber Co., Marshfield, Ore.; C. W. 
Stimson, Stimson Timber Co., Seattle, Wash.; 
Dean Johnson, Pacific Spruce Corporation, To- 
ledo, Ore.; A. E. McIntosh, Clark-Nickerson 
Lumber Co., Everett, Wash.; H. W. Jacobson, 
Westport Lumber Co., Westport, Ore.; J. A. 
Thomas, Los Angeles representative of the 
Coos Bay Lumber Co.; Col. W. B. Greeley, 
secretary-manager, L. A. Nelson, chief, depart- 
ment of grades, and A. A. Kayser, California 
representative, respectively, of the West Coast 
Lumbermen’s Association. 


[Special telegram to AMERICAN LUMBERMAN] 


Los ANGELES, CALiIF., Nov. 12.—In a series 
of conferences between members of the cargo 
committee of the West Coast Lumbermen’s As- 
sociation, the jobbing yards committee and re- 
tailers of southern California beginning today, 
the questions of standardized sizes, segregated 
grades, grade- and trade-marking and Ameri- 
can standards were discussed. A luncheon and 
open meeting attended by representative deal- 
ers was held at noon today at the Hotel Alex- 
andria, and a program of co-operation was sug- 
gested but awaits further consideration. 

The retailers were unanimous in expressing 
their desire for grade-marking as a means to 
better selling. 

Outlining the problem and giving a program 
for both mills and retailers to follow, George 
Long gave the outstanding talk of the luncheon 
meeting, which was in charge of H. A. Lake, 
president of the California Retail Lumbermen’s 
Association. Col. W. B. Greeley, secretary- 
manager of the West Coast Lumbermen’s Asso- 
ciation, led the discussion in which all present 
participated. 
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Hardwood Ou 


Demand Slower; Output Declines 


MempPuis, TENN., Nov. 11.—A lull in de- 
mand for hardwood has been noted in the last 
week or ten days. Prices have not changed 
much recently, for though some mills are quot- 
ing low figures, they are exceptions. Produc- 
tion has declined more than 10 percent. The 
Hardwood Manufacturers’ Institute reports that 
sales were 68 percent of normal; shipments, 69 
percent of normal, and production, which has 
been running near the 100 percent mark, has 
dropped to 81 percent of normal. Only those 
mills which have an unusual supply of logs are 
running overtime, and many mills have closed 
down entirely. Logs are scarcer, and are ad- 
vancing. 

The best demand has been coming from box 
and crate manufacturers, and from foreign 
buyers. Many orders have been placed for ex- 
port, and shipments for overseas are excep- 
tionally heavy. Retail dealers have been buy- 
ing, for they appear to have a good demand. 
Few of the manufacturers of automobiles are 
in the market, but a few plants are still operat- 


ing and are purchasing hardwoods. While 
many radio cabinet manufacturers have been 


out of the market, there is still a fair demand 
from this consuming group. The flooring 
manufacturers are buying sparingly, as demand 
for flooring has been exceptionally light. Some 
flooring plants are operating but none on full 
time. 

At the next regular meeting of the Lumber- 
men’s Club of Memphis, on Thursday, Nov. 21, 
at the Hotel Gayoso, nominating committees for 
the election to be held on Dec. 14 will be 
named by C. W. Parham, president. A vote 
will also be taken in reference to the new con- 
stitution and bylaws, which provide for a 
change in method of electing the president. 

Walker L. Wellford, president Chickasaw 
Wood Products Co., Memphis, sailed on last 
Saturday for Oslo, Norway, on a business trip. 


Market Draggy; List Unchanged 


LouIsviILLte, Ky., Nov. 12.—Hardwood de- 
mand continues relatively quiet, but at steady 
prices. Building operations are very quiet, and 
demand for hardwood flooring, interior trim etc. 
is inactive. Railroad buying has been fair, 
while the export movement has been good. 
Automotive woods continue very draggy, and 
there is a relatively small production of mag- 
nolia, maple and elm, principally in 4/ to 6/4. 
Poplar demand is only fair. Walnut top grades 
move nicely, but low grades are hard to sell. 
Demand for better grades of oak has been fair, 
but flooring plants are not taking low grades, 
while wormy grades are not now moving to 
automotive factories. Willow has been in 
good demand, and sycamore trade has been 
fair. There has been a little beech business. 
Red gum remains active, as do quartered and 
plain sap, both good and common. Ash is again 
as sluggish as ever. 

Local quotations, inch stocks, read: Poplar, 
FAS southern, $85@90; Appalachian, $95; saps 
and selects, $64@70; No. 1, $48@53; No. 2 A, 
$36@40; No. 2 B, $24@27. Walnut, FAS, 
240@250; selects, $165@170; No. 1, $92@95; 
No. 2, $40. Plain sap gum, FAS, $58; No. 1, 
$44@46; quartered sap, FAS, $61; No. 1, $46 
@48. Plain red gum, FAS, $98; No. 1, $50; 
quartered red, FAS, $100; No. 1, $52. Cot- 
tonwood, $51, $35 and $32. Ash, $75, $50 and 
$30. Southern red oak, $68, $52 and $42; 
white, $88, $53 and $43. Appalachian plain 
red oak, $85 and $55; plain white, $96 and 
$58; quartered white, $135 and $75; quartered 
red, $110 and $60. 

Body and body parts plants are running on 
very poor schedules, many of them being down, 


put Declines; 


or only operating certain divisions on a half- 
time or slightly better basis. The Fourth Street 
body plant of the Mengel Box Co. has been 
down for the last several weeks, and the 
Twelfth Street plant is working on a short 
schedule. Dimension and parts plants are doing 
little. 

B. P. Lanham, of the Lanham Hardwood 
Flooring Co., Louisville, is in the East for two 
weeks or so, visiting New York and other 
points. 


Industrials Hold Back; Prices Softer 


CINCINNATI, Ou10, Nov. 11.—Opinions dif- 
fered radically among wholesalers this week as 
to the prospects for business. Some dealers 
expect light winter demand from the building 
trades, and see little industrial business in the 
offing. Others said that there had been signs 
of a little improvement in the inquiry for hard- 
woods, especially for oak, poplar and chestnut. 
These wholesalers reported a scattering demand 
from the eastern wholesalers and consumers, 
and made fair sales at unchanged prices. High 
grade poplar is wanted, inch and thicker in 
mixed lots and a few straight cars. Oak sales 
covered white and red, with white oak in best 
call. Furniture factories were taking small 
lots, but other sales were to hardwood dealers 
for the general trade. 

An inclination to hedge on the part of in- 
dustries, until they could see more clearly the 
trend of business after the Wall Street smash, 
was more marked, and orders were being cur- 
tailed to the uttermost, buying being almost 
exclusively of small lots for immediate use. 
Export trade has slowed up. Fewer overseas 
inquiries were received this week, and current 
business generally is light. It was generally 
admitted that mills were more inclined to book 
orders at buyers’ prices, rather than run the 
risk of not getting the business. Few instances 
were reported of declines in prices of Appa- 
lachian hardwoods, but the undertone of several 
items was reported to be weaker. 

Demand for softwoods for building purposes 
is inactive, and there is not much doing in 
southern pine, Pacific coast woods and southern 
cypress. 


Foreign Brokers Visiting Mills 


BALTiIMorE, Mp., Nov. 11.—Baltimore hard- 
wood men had an opportunity last week to en- 
tertain two prominent English timber brokers, 
Hugh Leary, of C. Leary & Co., of London and 
Liverpool, and Mr. Kirby, of Atkinson & Kirby, 
of Liverpool. Both came here on last Monday 
and stayed over until Tuesday. Mr. Leary will 
return again in about one week, while Mr. 
Kirby proceeded to New York to take a 
steamer home. They have been in the United 
States several months, but were not traveling 
together. They visited the hardwood lumbering 
sections especially, and made an extensive study 
of conditions in the producing as well as the 
distributing markets. Mr. Leary said he had 
found business fairly good, though the mills 
were not overcrowded with orders. The vis- 
itors conferred with Harvey M. Dickson, secre- 
tary of the National Lumber Exporters’ Asso- 
ciation. 

M. S. Baer, of the hardwood producing and 
distributing firm of Richard P. Baer & Co., this 
city, has gone on a trip to the United Kingdom, 
and is not expected to be back until about the 
middle of December. Mr. Baer left with the 
intention of spending all of his time visiting the 
English markets and conferring with brokers 
and others. There was a possibility, however, 
that he might run over to Antwerp for a few 
days to see what the hardwood trade is doing 
in Belgium. 


Market Drags 


Industrials Buy in Small Lots 


PITTSBURGH, Pa., Nov. 12.—Appalachiay 
hardwoods are moving in fair volume, and oak 
timbers seem to be in strong demand. Soung 
wormy 4/4 oak is one of the items that cop. 
tinue strong. Dealers who specialize in the 
West Vriginia hardwoods report that there haye 
been no additional purchases by automobile 
body makers, who have either canceled or hel 
up all existing contracts. The industrials jy 
this territory are still purchasing only enough 
for immediate needs. Hard maple No. 2 com. 
mon seems to be in fairly good demand, these 
dealers report. Other items of hard maple 
except FAS, are not moving. 

The H. C. Frick Coke Co., largest user oj 
mining material, will not purchase its require. 
ments for next year in carload lots, as has beep 
its custom, but will buy all material from local 
mills for delivery by trucks only. Heretofore, 
a great portion of the shipments received by 
this company have been in freight cars. Many 
industrials that formerly bought material op 
yearly contracts have decided to buy lumber 
from time to time as needed for the ensuing 
year. 


Oak Sells as Well as Gum 


Macon, Ga., Nov. 11—While the radio 
cabinet trade has eased off, automobile body 
builders have increased their orders. Furniture 
factories continue liberal takers and there is an 
unusually good volume of orders for the east- 
ern markets. Business is good at all hardwoal 
mills. Gum is one of the most active items 
in the list, but there has been a steady increase 
in purchases of oak for flooring and various 
other purposes. Oak is now moving in about 
the same volume as the gums. The weather 
is generally satisfactory throughout this terri- 
tory, and logging has been resumed in all 
camps. There is therefore an ample supply of 
logs. 


See Grounds for Optimism 

BuFFALo, N. Y., Nov. 12.—While the lum- 
ber trade is not as active as it was a short 
time ago, lumbermen believe that the crash in 
the stock market will in the near future make 
lending rates easier than for a long time, and 
thus prove of much benefit to the building in- 
dustry and lumbermen. Another favorable fea- 
ture is that retail lumbermen are carrying small 
stocks. 

One of the local wholesalers said this week, 
relative to the lumber outlook: “The retail 
yards in Western New York and Western 
Pennsylvania are carrying no heavy stocks. 
Lumber prices are inclined to be easy, and i! 
any noticeable decline takes place I expect tt 
will bring in quite an amount of business for 
the wholesalers during the remainder of the 
year. I look for good buying during the next 
few weeks. By the first of the year the banks, 
which have had little money to lend to those 
desiring to build, will, in my opinion, be eager 
to lend money and have more on hand than 
for a long time. The lack of money for build- 
ing purposes has been holding up business, and 
the greater supply will stimulate construction 
work. There will no doubt be a tendency to 
look for profits elsewhere than in the inflated 
prices of stocks.” 

Interest in home building is attested by the 
fact that 20,000 visitors have inspected the new 
“Paul Revere” Colonial home during the last 
two weeks. The home is of strictly Revolt- 
tionary type and was built entirely of Arkansas 
soft pine. In the rear is an old-fashioned well 


with a crooked limb serving as a well sweep. 
The furniture of the house is of curly maple. 
Astor H. Weaver, of the A. H. Weaver 


For Current Market Prices on Hardwoods See Pages 80 and 81 
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Lumber Corporation, presided at a meeting of 
the Central Park Methodist Men’s Club on 
Nov. 7, at which time an address was made by 
Secretary of Agriculture Arthur M. Hyde. 

Benson Hurd Briggs, of Hurd Bros., left a 
few days ago for a two weeks’ deer hunting 
trip in Canada. 

C. L. Gray, of the C. L. Gray Lumber Co., 
Meridian, Miss., was a visitor here last week. 

Benjamin Bond, of the Bathurst Power & 
Paper Co., Bathurst, N. B., and Ralph E. 
Bond, of Cincinnati, vice president of the 
Hugh McLean Lumber Co., were callers at 
the latter company’s office this week. 


Sales Slower; Lists Keep Firm 


Wausau, Wis., Nov. 12.—Prices continue 
frm on all grades of hardwood, although the 
movement has not been as brisk during the last 
two weeks as earlier in the season. Industrial 
demand is holding fairly steady, a good vol- 
ume of orders having been received for crating. 
The furniture trade is taking a fair volume of 
birch. The market as a whole is _ rather 
“spotty.” 

Softwood stocks have been exhausted in 
practically all of the local wholesale yards, es- 
pecially those of native hemlock and pine. The 
demand for these woods is not strong. 

Retail yards report a fair volume of seasonal 
deliveries. 

B. F. Wilson and family have returned from 
an extended trip through the Southwest and 
West, where the former had been on business 
connected with the lumbering interests he is 
identified with. 

G. B. Heinemann, of the B. Heinemann Lum- 
ber Co., has been in Chicago and easern cities 
the last week. He was accompanied by his 
family. 


Buyers Are More Cautious 


Boston, Mass., Nov. 12.—Hardwood distrib- 
uters are experiencing a little falling off in de- 
mand. Conservative buyers are more cautious. 
There is a noticeable tendency in the automobile 
industry to postpone purchases. Business with 
the furniture manufacturers is still encourag- 
ing. Orders from makers of radio cabinets 
have shrunk somewhat of late. Takings by 
the inside finish people continue disappointing. 
One of the most encouraging features is the 
outlook for foreigri trade. Negotiation with 
buyers in Great Britain and on the Continent 
is having satisfactory results. 

Comparatively few sales of plain white oak 
flooring are being made here. The full range 
for first grade is $90@95; second grade, $78@ 
85, and third grade, $64.50@68.50. First grade 
maple flooring at $96@98.50 is dull, as also is 
first grade birch flooring at $85@8s8. 
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Puts Cutting Error to Good Use 


Park RincE, Itt., Nov. 11—A new use for 
lumber cut too small may frequently be dis- 
covered in the same way the Chicago & North 
Western Railroad found a new use for tele- 
graph-pole cross-arms on which a serious error 
had been made in the cutting. Now these 
cross-arms, sawed into pickets, form fences that 
separate the railroad’s three tracks for several 
miles in suburbs of Chicago, from Jefferson 
Park to Des Plaines. 

After the cross-arms had been cut it was 
discovered they were too short, but in the 
meantime several of them had been bored for 
the wooden shanks of insulators. The holes 
were cleverly plugged, the cross-arms were 
ripped into two pieces to make pickets three 
inches wide and one and three-fourths inches 
thick, and some of them were long enough to 
make four pickets, each four feet in length. 

ome of the pickets, too, were made from 
stringers. 

Because the fences were to be out in the 
Tailroad’s “front yard,” where passengers and 
Prospective passengers would have to look at 
em, it was necessary that they be built not 


only staunchly but also with an eye to appear- 
ance. For this reason the cedar posts were 
lathe-turned. They are spaced at ten-foot in- 
tervals, and are connected by two-by-fours to 
which the pickets are fastened with two copper 
spikes top and bottom. 





Gain in Construction Shown 


October construction contracts awarded in the 
37 States east of the Rocky Mountains shows a 
slight increase from September but a decrease 
from the preceding October, according to re- 
port of the F. W. Dodge Corporation. Last 
month’s total, $445,642,300 in amount, was 
$240,000 greater than September 1929 record 
but was off 25 percent compared with the Oc- 
tober 1928 total. 

During October five districts showed in- 
creases over the preceding month and two 
showed increases over October of 1928. In the 
volume of new work reported as contemplated 


all districts showed increases ranging from 1 to 
239 percent over September and all except three 
showed increases over October of last year. 


The following were the classes of building 
which were most active in the October con- 
struction record: $137,690,300, or 31 percent of 
all construction, for residential buildings; $85,- 
116,400, or 19 percent, for public works and 
utilities ; $67,732,600, or 15 percent, for com- 
mercial buildings; and $60,863,700, or 14 per- 
cent, for industrial plants. 

Last month’s contract total brought the 
amount of new construction work started in 
the 37 eastern States since the first of this year 
up to $5,046,909,900 as ‘compared with $5,724,- 
047,600 for the same period in 1928, a decrease 
of 12 percent. 

New contemplated projects reported during 
October reached a total of $801,806,300 which 
represents a decided increase of 73 percent over 
September’s total and a marked increase of 30 
percent over October of last year. 


Welcoming Signs Attract 


Automobile tourists who have visited the 
Upper Peninsula of Michigan during the last 
few months—and their number is legion—have 
been impressed with the number of attractive 
signs along the roadside, bearing the mystic 
letters IXL, and they have quickly learned 
that this is a trade-mark of the Wisconsin 
Land & Lumber Co., Hermansville, Mich., 
which is applied to all the products of that 
company, including the attractive all-year- 
round resort at Blaney Park. 

Discussing: the effectiveness of these highway 
signs, G. Harold Earle, president of the Wis- 
consin Land & Lumber Co., said to an 
AMERICAN LUMBERMAN representative: 

Several years 


the famous Blaney Park resort, the same IXL 
bull’s eye in the center with the head of a 
bear looking over it and the lettering “Bear 
Creek Lodge, Blaney” in the margin. On 
U. S. Highway 41, between Trenary and Mar- 
quette, some of these same bull’s eye signs are 
located, with the lettering “Maple Flooring 
Timber.” As these signs are located in beau- 
tiful stands of virgin timber, the tourists can 
appreciate what IXL flooring may be, made 
from this timber. The same types of signs are 
shown along the highway where the company 
owns virgin timber near Chicagoan Lakes, in 
the vicinity of Iron River and also near Elm- 
wood. On none of these signs does the name 





ago we found that , 
people touring the ete en 
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welcome, and it 
occurred to us that 
we might express 
our welcome by means of the billboard signs, 
suggesting that visitors call at our office 
where we would be pleased to supply guides 
to direct them about the plant and explain 


the various operations. During the touring 
season we have many visitors and among 


them quite frequently we find some who have 
used or handled IXL flooring. 

One of the highway signs referred to by 
Mr. Earle is shown in the photograph repro- 
duced herewith. In addition to these highway 
welcome signs, round boards 3 feet in diam- 
eter, with a red and blue IXL bull’s eye in the 
center and lettering in the margin, have been 
prepared and mounted on white posts. The 
first one is located on the highway four miles 
from Hermansville and bears the simple in- 
scription, “Four Miles” with the IXL in the 
center. The next sign is about one and one- 
half miles from town and reads “Visit IXL 
Plant.” The next one bears the inscription 
“Rock Maple Flooring’; the next one says 
“Follow the IXL Sign,” and the last of these, 
located near the big billboard which welcomes 
the tourists, gives the name “Hermansville, 
Mich.” Then they see the big highway sign 
welcoming them to Hermansville. 

A series of similar signs are placed on the 
highways near Blaney, Mich., the location of 


Billboard welcoming tourists to Hermansville, Mich. 


Wisconsin Land & Lumber Co. appear, the 
company’s name being shown only on the bill- 
boards at Blaney and at Hermansville. Dis- 
cussing the value of these highway signs, Mr. 
Earle said: 


While we can not prove by figures that the 
signs and billboards have been good invest- 
ments, we feel certain that they have. 
Through expressions of visitors to our plant 
we have learned that very few people under- 
stand all of the processes involved in saw- 
ing, seasoning and drying lumber, and its 
further manufacture into maple flooring. They 
are impressed with the large number of opera- 
tions, the great care that has to be used, the 
volume of waste material in the tree that 
can not be utilized because of the demand of 
the pubiic for clear stock, and they are im- 
pressed with the large number of people em- 
ployed. Many people seem to have an idea 
that after a log has been brought to the 
mill it is a comparatively simple and inex- 
pensive process to turn out lumber and floor- 
ing and other finished products, and they feel 
that the price they pay for the product in 
the home is excessive when compared with 
the cost of stumpage. After they have wit- 
nessed the manufacturing’ process, however, 
they are impressed with the fact that the 
price of the finished product is low, con- 
sidering the manufacturing cost and the waste. 
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Russians Build Great Body Plant 


New York, Nov. 12.—The Amtorg Trading 
Corporation, of this city, commercial repre- 
sentative in the United States of the Soviet 
Government of Russia, has purchased material 
and machinery for a gigantic automobile body 
plant now under construction in Russia. The 
Austin Co., of Cleveland, has secured contracts 
from the Soviet Government for various build- 
ings and expects to construct the entire plant 
in record-breaking time. For seasoning various 
domestic and foreign hardwoods to be used in 
the construction of passenger car and truck 
bodies in this plant, the Standard Dry Kiln 
Co., of Indianapolis, is furnishing dry kiln 
equipment. The engineering department of the 
Standard company designed not only the five 
patented Softex end piling kilns that are to be 
used, but also all yard storage and lumber 
handling methods that will be employed from 
the time the green lumber is first loaded on the 
dry kiln trucks until it is brought dry to the 
first machine operation. Several lumber lifts 
will be used at the first operation to bring the 
boards of the kiln load to one convenient level, 
In the yard a power transfer car will be em- 
ployed to move the kiln trucks, thereby reduc- 
ing handling labor costs to a minimum. The 
five patented Softex dry kilns furnished by the 
Standard company will be equipped with, Stand- 
ard temperature and humidity recorder con- 
trollers, making the operation of the kilns prac- 
tically automatic. The kilns will be equipped 
with heavily insulated aluminum dry kiln doors, 
built by the Standard company to withstand 
the extremely low temperatures during the 
winter season in Russia. 

It is understood that this body plant will 
produce 120,000 cars annually and that this is 
the beginning of a number of plants that will 
be constructed in the near future and that will 
make the city of Nizhni Novgorod the Detroit 
of Russia. 
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Louisville Hardwood Club Elects 


LouIsviILLe, Ky., Nov. 13.— The Louisville 
Hardwood Club held its annual meeting and 
election of officers at the Brown Hotel last 
evening, at which time all officers were re- 
elected, as follows: 

President—J. Henry 
ville Veneer Mills. 

Vice president—George Giugliano, of W. P. 
Brown & Sons Lumber Co. 

Hoover, of the Wood 


Conrad, of the Louis- 


Treasurer—Clarence H. 
Mosaic Co. 

Secretary—J. S. Thompson, manager Louis- 
ville division, Southern Hardwood Traffic As- 
sociation, 

Comparison of notes on business indicated 
that in spite of the stock market there has been 
a relatively good demand for lumber, and con- 
siderable new business booked in November, 
the last week having been much better than an- 
ticipated, while prices have held up well. 

Henry Louisville Veneer Mills, re- 
ported holding up well, but had 
eased enough to permit the company to reduce 
its operating hours. Furniture factory demand 
for veneers was reported as better, with radio 
slower. Walnut and quartered oak veneers 
have been the active sellers. 

L. B. Olmstead, of the Mengel Co., reported 
fair business on scattered items, such as sap 
gum, sap gum box boards, red gum, red oak, 
Willow, soft ash, cottonwood and cypress. 

Clarence H. Hoover, of the Wood Mosaic Co., 
said movement of walnut, white oak and poplar 
was fair. 

Volgan Norman, of E. B. Norman & Co., re- 
ported sales in cypress, wormy oak, quartered 
white oak, plain white oak, oak bridge planks, 
cypress, quartered black gum, hickory, red 
oak, and quartered sap gum, 

William Platter of the North Vernon Lum- 
ber Co., reported new business booked in red 
oak, sap gum, elm, white oak, ash, and also 
forty cars of lumber sold for export. 

George Guigliano, of W. P. Brown & Sons 
Lumber Co., told of sales principally in elm, 
sycamore, beech, red gum and poplar. 

Cc. S. Willett, of the W. R. Willett Lumber 
Co., reported two weeks of good demand, figur- 
ing both volume and price. He said the move- 


Conrad, 
business as 


ment was in poplar, sap gum, red oak, cotton- 
wood, maple, walnut, and sycamore, that con- 
siderable new business had been booked, and 
that pine seems a trifle better. 

Ed Norman, of the Norman Lumber Co., de- 
clared that poplar had been in fair demand, 
especially during October, and that recently 
commercial kiln drying demand has improved 
considerably, after a period in which there 
was no large demand for kiln space. 


Building Gains in Cleveland 


CLEVELAND, OHIo, Noy. 12.—For the third 
successive month, building permits in Cleve- 
land have shown substantial gains over the pre- 
ceding months and the corresponding months 
of 1928, according to figures compiled by City 
Building Commissioner W. D. Guion. October 
figures just reported show a gain of $2,927,800 
over the corresponding month of 1928 and a 
gain of more than three millions of dollars 
over September of this year. 

Indications point toward a more active inter- 
est in home building for 1930, according to the 
commissioner, who recently told a group of 
home builders of one man calling his office and 
stating that he had more than a half million 
dollars to put into first mortgages on nothing 
but home construction. Mr. Guion stated that 
in his opinion this is but the start by investors 
who are willing to revert their money back into 
realty mortgages rather than engage in specu- 
lation. 

Members of the Cleveland Chapter, A. I. A., 
point out that more inquiries are coming to 
their offices for house plans than for many 
months past, while some of the lumber and 
material men report that builders and con- 
tractors are coming in more often for figures 
on early spring construction. 

One real estate firm has announced a 500- 
house building program to be completed next 
year, while announcement was made early this 
fall by the Rockefeller interests, which hold a 
vast acreage tract east of Cleveland, that the 
property will be developed and by early spring 
a house building program to include several 


hundred homes will be under way. The an- 
nouncement also carried with it a statement 
that all of the financing will be on a one- 


mortgage basis extending over a long period of 
time, thereby enabling the home buyer to 
liquidate payments on the same basis as pay- 
ment of rent. 


Accepts Bid For Timber 


CLoguet, MInN., Nov. 11.—A bid of $500,000 
for 42,500,000 board feet of saw timber and 
308,009 cords of pulpwood in Superior national 
forest, Minnesota, submitted by the Northwest 
Paper Co., of Cloquet, has been accepted by 
FE. W. Tinker, Federal district forester in Mil- 
waukee, according to word reaching here. The 
timber covers a 3,000-acre tract and the sale is 
the largest ever made by the Government in 
this district. Only such trees as are marked 
by the Forest Service are to be cut, and 30 
percent of the merchantable timber and all 
young growth will be held in reserve. 


Fire Will Not Hinder Deliveries 


NortH Tonawanpa, N. Y., Nov. 11.—Fige 
which is believed to have originated from , 
short circuit in an electric motor destroyed , 
portion of the plant of the Weatherbest Stained 
Shingle Co. at this place yesterday afternoon, 
Officials of the company estimate the joss a 
$250,000. In a letter to the service representa. 


tives of the company today, H. K. Nygaard 
sales manager, said: 

It was a big spectacular blaze, but forty. 
nately was stopped at the grinding room, 


chemical laboratory and sample department 
Our bending machines for thatched effect roo 
also were saved. The grinding mills starteg 
at 9 o’clock this morning. Shortly afterwarq 
the band saws were singing away, turning 
out sample pads on regular schedule. Mp 
Fink, our chemist, was on the job bright ang 
early in the laboratory with his color tests 
while firemen were still pouring water on the 
smouldering embers of the plant. 

Through its nineteen warehouses and _ typo 
other staining plants at St. Paul and Cleveland 
the company announces that it will be able to 
carry on without interruption and that all or. 
ders will be promptly filled. Orders already 
have been placed for new equipment and in 
the meantime it is planned to replace in tem- 
porary service the original Weatherbest plant 
which, since being dismantled, has been used 
for storage purposes. 

In addition to a part of the plant, about 2» 
carloads of shingles were destroyed, but fortu- 
nately there was a large stock of unstained 
shingles on hand in other warehouses and al- 
most a trainload of stock was en route, so that 
there will be ample supplies of shingles to take 
care of all orders. 


Trailer Companies Merge 


DETROIT, MicH., Nov. 13.—Through Harvey 
C. Fruehauf, its president, the Fruehauf 
Trailer Co., of Detroit, announces acquisition 
of the control of the Warner Manufacturing 
Co., of Beloit, Wis. The Warner company 
is one of the oldest trailer manufacturers in 
the country. It is well established in the haul- 
ing field, and maintains distributers in more 
than twenty of the principal cities of. this 
country. 

The Warner company will continue to oper- 
ate as an independent unit with the same 


management and sales personnel as _ before, 
but its headquarters are being moved to 


Detroit, and all administration and production 
activities will be carried on here, after No- 
vember 15. 

This step marks the amalgamation of the 
two oldest trailer manufacturing concerns in 
the United States, and substantial benefits 
will accrue to both units. By this merger the 
Fruehauf company is placed in a very strong 
position so far as its patent situation is con- 
cerned. Further, it is felt that trailer users 
also will benefit from this pooling of re 
sources, equipment and executive experience 

SSBB BABEBAAALALSGSE 

Ir You SELL good lumber, advertise the fact 
If you sell poor lumber, don’t bother. Others 
will advertise it for you. 





Orders 85 Percent of Output 


[Special telegram to AMERICAN LUMBERMAN] 
Wasuincton, D. C., Nov. 14.—Six hundred and thirty-two softwood mills of eight associations 


for the week ended Nov. 9, reported to the National Lumber Manufacturers’ 
duction aggregating 339,870,000 feet, shipments, 


Association pr0- 


297,161,000 feet, and orders, 289,793,000 feet. 


The week's figures for production, shipments and orders follow: 


Softwoods— 
Southern Pine Association 
West Coast Lumbermen’s Association 
Western Pine Manufacturers’ 
California White & Sugar Pine Mfrs.’ Assn 
Northern Pine Manufacturers’ Association 


North Carolina Pine Association 
California Redwood Association... 


I as aa alia ie tag a 
Haru woods— 
Hardwovud Manufacturers’ Institute 


Totals, 


I asd:5 ou awed anes Jiawnaneen 


Association. . : ; : : 
Northern Hemlock & Hardwood Mfrs.’ Assn. a ; ; 


Northern Hemlock & Hardwood Mfrs.’ Assn..... 








No. of 
Mills Production Shipments Orders 

. 153 65,285,000 61,499,000 57,7 6,000 
223 180,156,000 154,257,000 162,805, 00! 
: 61 45,433,000 23.199,000 31,249,000 
‘ 19 24,057,000 17,281,000 16,405,0% 
u 9 2,771,000 8,098,000 4,580, 00! 
. 24 2,745,000 1,784,000 1,338,00! 
, 329 11,066,000 13,789,000 9,938," 
e 14 8,357,000 7,254,000 5,642, 00! 
— ae 
. 632 339,870,000 297,161,000 _ 289,793,0% 
. 192 38,703,000 32,859,000 31,373,00 
24 2,915,000 4,335,000 2,823, 00 
———— errr 
216 41,618,000 37,194,000 34,196,000 
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A House and Lot 


| knew a man who didn’t mind 
When business went to smash. 

He found it hard, of course, to find 
A little ready cash, 

And yet he managed still to smile 
When other men could not; 

He had one blessing all the while, 
He had a house and lot. 


Though jobs were rather hard to get, 
Or trade was rather slow, 
At least no landlord must be met 
Who wanted thus and so. 
He was not moved from flat to flat, 
Or chased from spot to spot, 
For long ago he saw to that— 
He had a house and lot. 


Insurance, taxes, these he paid, 
The upkeep wasn't great. : 

When jobs were scarce, or slow his trade, 
The other things could wait. 

When neighbors, maybe, used to run 
Around, and wonder what 

They'd ever do, he had it done, 
He had a house and lot. 


And so he always worried through, 
This thrifty-minded man, 

And saved a little money, too, 
An owner always can. 

And when time put him on the shelf, 
Too old to work he got, 

He had no landlord but himself, 
He had a house and lot. 


He had his garden and his flow’rs, 
He had his dividends, 

His books, his birds, his sunlit hours, 
His quiet and his friends. 

And I expect that when he dies 
He’ll find, as like as not, 

The folks with mansions in the skies 
Had here a house and lot. 


Between Trains 


E:muurst, Int.—The feminine urge for 
“expression” finds its own expression in many 
ways, its most notable example being the vote. 
In that regard it has been an important con- 
tribution to the progress of mankind. Un- 
doubtedly its next best expression has been 
the woman’s club, a movement which has 
grown in numbers and grown in concept very 
rapidly in recent years. The woman’s club of 
today has progressed from entertainment to 
culture and service, until it has become one of 
the most valuable factors in any community. 

There is something wrong with the man 
whose wife does not belong to some such or- 
ganization in his town. We say with the man, 
because, however much he may esteem him- 
self as a civic leader, it can not be that he 
has accomplished very much if he has not even 
been able to inspire a little civic service at 
home. What he is doing in the chamber of 
commerce his wife ought to be doing in the 
woman’s club, If she isn’t, the fault is prob- 
ably his. 

_ He may not have given the women’s organ- 
ization the hearty approval he should. He may 
have even scoffed at it a little. If, in conse- 
quence, he has a wife whose chief interest 
outside of her house is her bridge, then he has 
nobody much but himself to blame. After all 
4 man gets most of his culture from his wife, 
and if she isn’t going forward then he is prob- 
ably going back. 

But there is the larger and more important 
Matter of community betterment. No commu- 


nity can progress very far or very fast with- 
out the help of its women. 
pretty 


Its government is 


likely to be rotten, and its schools 


pretty poor. It is the kind of town that per- 
mits carnivals, which are the surest advertise- 
ment of a backward town, backward not only 
morally but mentally. It has dirt on its 
streets and spit on its sidewalks. It needs the 
work of women, the organized work. If your 
wife doesn’t belong to the woman’s club, about 
the best thing you could do for your town, 
your home, your children and yourself is to 
make her join. 

We were prompted to make these remarks 
not by the fact that Elmhurst has no woman’s 
club, but because it has, 


’ 
We See b’ the Papers 

This tariff bill seems to be about as lucky 
as a $2 one. 

Our janitor is not only a janitor but also 
if and but. 

It seems now that the only way to get rich 
quick is slowly. 

There is many a slip between the cup and 
the eighteenth hole. 

Most of the football fatalities now seem to 
be on the way to the game. 

Now the movie actresses have to talk. They 
will be asked to think next. 

Whenever we think of Dolly Gann we hope 
that Mr. Hoover’s health is good. 

There is no doubt ‘that it is a crime to sell 
liquor, at least most of it that is sold. 

The customer may be always right, but not 
when he is talking to a crossing cop. 

We suppose a broker is called a broker be- 
cause he isn’t the fellow who goes broke. 

Easy payments were probably named by the 
same fellow who named painless dentistry. 

Senator Moses called the radical senators 
sons of the wild jackass. This seems to exon- 
erate the monkey. 

If some of our senators are sons of the wild 
jackass then we at least know what it was that 
made the jackass wild. 

While the president and the premier were 
sitting on that log it’s strange that some con- 
gressman didn’t try to roll it. 


Remember when Father used to swing In- 
dian clubs and raise dumb-bells? Well, he 
has quit swinging Indian clubs. 

Princess Marie-Jose, of Belgium, may find 
that being the wife of the crown prince in Italy 
doesn’t mean much more than being the sister 
of the vice president. 


That Boarding House 


They’ve boarded up the boarding house, 
The mill has moved away, 

The man who ran it, and his spouse, 
Alike have had their day. 

But we'll remember it, I know, 
Recall on land or sea 

That boarding house of long ago, 
Wherever we may be. 


Yes, we'll recall the apple pies, 
Recall the pork and beans; 

They'll all come back to us, us guys, 
The old familiar scenes. 

The woman's sinkers fried in fat, 
The coffee of the man, 

We won't forget, I’m sure of that, 
I know we never can. 


Perhaps some day we'll meet again 
That fellow and his wife. 

’T will be the happiest moment then 
In many a mortal’s life. 

Some sixty-seven human wrecks, 
The members of that crew, 

Will run and fall upon their necks, 
And good and plenty, too. 
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MADE RIGHT 


OAK FLOORING 


The 


Mowbray &Robinson 


Lumber Company 
CINCINNATI, OHIO 
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Reliable 


Maple, Birch, Beech 


FLOORING 


Made fror. Michigan’s Finest Stumpage 


We also manufacture Maple, Beech, 
Birch, Elm and Hemlock lumber. 


Grand Rapids Trust Company 


Reciever for WILLIAM HORNER 


Perkins Building, 
Grand Rapids, Mich. 
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Newberry, Mich, 


























Lutcher & Moore 
Cypress Lumber Co. 


LUTCHER, LA. 
Manufacturers of 


Cypress and Tupelo 


WE SPECIALIZE IN TUPELO 
FLOORING, TRIM and MOULDING 


CYPRESS 


We annually produce 40,000,000 feet of 
Louisiana Red Cypress 
Lumber. Lath 
and Shingles 


, Also Tupelo Lumber, and have Complete 
J Planing Mill Facilities. 


Dibert, Stark & Brown Cypress Co. Ltd. 


Manufacturers DONNER, LOUISIANA 
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Activities of National Committee on Wood Utilization 


Wasuincton, D. C., Nov. 12.—The National 
Committee on Wood Utilization, Department of 
Commerce, which is engaged in a study of air- 
port structures, is co-operating in the work of 
the fact finding committee on automatic sprin- 
kler protection for airplane hangars. An air- 
plane hangar will be constructed at the bureau 
of standards by the National Committee in 
which to conduct tests to determine the effec- 
tiveness of automatic sprinkler systems. 

Axel H. Oxholm, director of the National 
Committee, in announcing the co-operative tests, 
stated that the hangar would be constructed of 
wood, with a concrete foundation and floor. 
Arrangements have been made with the bureau 
of standards for the use of a suitable site and 














[DIMENSION STOCK 
BIRCH-BEECH-MAPLE 


We cut your stock to order 
after being carefully Kiln- 
dried - large Kiln capacity. 
Let us figure on your 
requirements. 














We also manufacture Rough or Dressed 
PINE -HEMLOCK AND 
HARDWOOD LUMBER 
“IDEAL” Stee] Burnished Rock Maple 
FLOORING 
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= WELLS, Delta County, Mich: 











IMENSION LUMBER 


AND 


MAPLE FLOORING 


25/32 x 24 Face in 
First, Second and Third Grade. 


Brown Lumber Company 


Main Office: MANISTIQUE, MICH. 
Branch Office: 
1402 Eaton Tower, Detroit, Mich. 
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VON PLATEN -FOX COMPANY 
Iron Mountain, Michigan 
Manufacturers of 17 different species 
of Northern Hardwoods 
17=— 17 


COUNTERFEIT CHECKS 


are frequent except where our 


Two Piece 
Geometrical 
Barter Coin 
is in use, then 
imitation isnt 
ssible. 











ample if you 
ask for it. 


S. D. 
CHILDS & CO. 
CHICAGO 


We also make Time 
Checks, Stencils and 


Hammers. 
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construction is to be started at once. The 
expectation is that the hangar will be completed 
and ready for tests about six weeks hence. 
The understanding is it will remain a perma- 
nent exhibit. 

Col. Harry H. Blee, chief of the airports 
division of the Department of Commerce, and 
chairman of the fact-finding committee, stated 
that three conferences have been held at the 
request of the National Board of Fire Under- 
writers to discuss with the aviation industry 
the board’s proposed code for the construction 
and protection of airports. At all three con- 
ferences the industry objected to the require- 
ments of the proposed code with respect to 
automatic sprinklers. As a result the board 
has agreed to postpone the promulgation of its 
code pending the making of a series of tests 
to determine the effectiveness of sprinklers in 
controlling hangar fires. 

The committee organized by the Department 
of Commerce to arrange and conduct the tests 
follows: Col. Harry H. Blee, chairman; W. S. 
Garland, bureau of aeronautics, Navy Depart- 
ment; R. W. Hendricks, Underwriters’ Labora- 
tories; Ira G. Hoagland, National Automatic 
Sprinkler Association; Maj. Frank M. Ken- 
nedy, Army Air Corps; W. Lawrence Le Page, 
Aeronautical Chamber of Commerce of Amer- 
ica; Nolan D. Mitchell, bureau of standards; 
H. E. Newell, National Board of Fire Under- 
writers, and Starr Truscutt, national advisory 
committee for aeronautics. 

The tests will be very thorough. The 
bureau of standards has agreed to furnish 
such personnel and instruments as may be nec- 
essary for mac«ing adequate records of the 
tests, which contemplate experiments with the 
wet-pipe and dry-pipe systems and also of the 


open sprinkler system with automatically cop. 
trolled water supply operated by thermostatic 
devices. 

It is planned that the tests of each system 
shall include four types of fires: (1) Fire fron 
exterior source; (2) fire starting inside 9 
wing due to faulty wiring; (3) fire starting jy 
fuselage due to gasoline leak, and (4) fi, 
starting from gasoline on floor from leaky op. 
nections. 


Endorses Car Card System 


The executive committee of the Natiom 
Committee on Wood Utilization of the Depar. 
ment of Commerce has unanimously endorse 
the car card system under which the purchaser; 
of lumber in carload lots are furnished by the 
producers with a card indicating the exag 
number of pieces of each dimension of lumber 
in the car covered by the certificate. 

Through this system, now sponsored by the 
principal lumber manufacturers’ organizations 
throughout the country, consumers will be as. 
sured of receiving the quantities of stock they 
order, according to the committee. r 

For several years the committee has spon- 

sored a system of grade-marking lumber 
whereby each piece is stamped with a symbol 
of its appropriate grade and quality. The car 
card and the grade-marking systems combined 
will insure maximum protection to consumers, 
which members of the committee consider a 
matter of the utmost importance to efficient 
lumber distribution. 
To protect the lumber consumer in his pur- 
chases is one of the aims of the National Con- 
mittee on Wood Utilization, in whose program 
all branches of the lumber industry and trade 
co-operate. 


For the Lumberman’s Library 


Accounting System for Lumbermen 


Methods of accounting are a matter of per- 
ennial interest and concern to lumber manufac- 
turers, and there are many reasons why there 
should be something more of uniformity in 
the methods used by the industry than have 
prevailed in the past. While the fundamentals 
of accounting are applicable to all industries, 
the lumber industry in its various branches 
presents problems that are in many respects 
unique. For that reason a system of account- 
ing designed for the use and guidance of the 
accounting departments of lumber manufactur- 
ing concerns must draw largely wpon the ex- 
perience of the industry and must be adaptable 
to operations that in general are similar but 
that in many particulars are different. 

Notwithstanding the interest of lumber manu- 
facturers in the matter of accounting, they 
have been required to wait a long time for the 
preparation and presentation of a text on lum- 
ber accounting specially designed for their use. 
Such a text is now available in “Accounting 
in the Lumber Industry,” by H. W. Eckardt, 
just published. The author, who has had long 
associations with the lumber manufacturing 
branch of the industry in the accounting de- 
partments of large operating concerns, has pro- 
duced a work embodying sound principles of 
accounting as exemplified in their application 
to lumber manufacture and woodworking in 
all their ramifications. 

The text enters the field of forest products 
in two specific illustrated chapters devoted to 
pulpwood and bark, and in progressive chap- 
ters the author presents information with re- 
gard to better accounting practice for manu- 
facturers, wholesalers, retailers and jobbers. 
He provides a uniform system, the basic theory 
of which is applicable to the millwork busi- 
ness, to box manufacture and to woodworking 
of various kinds. The work is detailed and 


practical, being specific in both suggestion and 
application. - 

_ Beginning with the balance sheet and devot- 
ing a chapter each to that and to the profit 
and loss accounts, the author takes up ani 
treats in a comprehensive manner lumber a- 
counts, logs, laths, shingles, wood, pulpwood, 
bark etc. He also includes chapters on supple- 
mentary manufacturing accounts, shutdown 
overhead, burden cost controls and depreciation. 
One chapter is devoted to the simplified in- 
voice, and in the final chapter of the work 
are presented the various forms required for 
the accounting records. It is believed that 
accountants and auditors of the lumber industry 
will find in “Accounting in the Lumber In 
dustry” the textbook and guide they have long 
realized the need of but that has not hitherto 
been available. The work is supplied by the 
AMERICAN LUMBERMAN at the publisher’s price, 
$6 delivered. ER 


Grays Harbor Industrial Resources 


Lumber looms large in “An Industrial Survey 
of Grays Harbor County and Tributary Tert- 
tory” just published by the Chambers of Con- 
merce of Aberdeen, Hoquiam, Montesano and 
Elma. In this attractive and instructive 1+ 
page book, prepared by Hollis C. Fultz, Man 
ger Aberdeen Chamber of Commerce, Grays 
Harbor is shown to be rich in industrial oppor 
tunities, while offering many advantages to per 
sons in all walks of life who are seeking new 
homes in which to establish themselves. Statis- 
tics are presented to show the magnitude ot the 
lumber and paper industries and the timber 
stand upon which they are dependent. Fishing 
in both its commercial and recreational aspects 
is described and the mineral and other resources 
of the county are shown to be important 
Copies of the survey and additional informatio 
about Grays Harbor County may be obtal 
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Manual of Miniature Aircraft Building 


In the United States the tremendous growth 
of aviation is reflected in a similar expansion 
in the output «f toy airplanes and gliders. 
The younger generation, by building planes 
and gliders is training itself to take over the 
serious business of aviation when play-days are 
over. Lhere is, therefore, not only the promise 
of fun but of vocational benefit in putting into 
a boy’s hand a good manual of the building of 
miniature aircraft. “Miniature Aircraft—How 
to Make and How to Fly Them—A Manual 
for Use in the Club, School or Home,” is the 


title of an 86-page booklet prepared by Omar 
H, Day and Terence Vincent with illustrations 
by George F. Locke that is designed for ex- 
actly this purpose. The booklet consists of 
detailed instructions describing and illustrating 
step ‘by step the building and flying of minia- 
ture airplanes. It is just the kind of book 
that the eager, curious and ingenious boy will 
be delighted to have. It will serve also as a 
handbook for manual art classes and other 
groups. The book is especially desirable for 
use in connection with contests. In fact, it 
contains a chapter on conducting contests and 
tournaments showing methods of organizing, 
scoring etc. The booklet is supplied by the 
AMERICAN LUMBERMAN at the _ publisher’s 
price, delivered, $0.80 a copy. 


Central Missourians in Annual 


SepaLiA, Mo., Nov. 11.—“The lumber busi- 
ness has to face the same problem that every 
other industry must face, and that is the ques- 
tion of whether it will continue to conduct its 
business along the lines it has been for the past 
decades, or whether it is to discontinue making 
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P. A. Cowan, of Clinton, Mo., is the newly 
elected president of the Central Missouri As- 
sociation of Retail Lumber Dealers 


model T’s,” said Harry T. Kendall, general 
sales manager of the Central Coal & Coke Co., 
Kansas City, Mo., in an address to two hundred 
members of the Central Missouri Association 
of Retail Lumber Dealers, here last Friday. 

The convention was called to order at 2:30 
pm. R. M. Jokns, of the Johns Lumber Co., 
Sedalia, president, in the chair. Mr. Kendall 
was the speaker at the banquet given that night, 
following the afternon session. 


_ Lumber must be sold in accordance with 
its quality, continued Mr. Kendall, just the 
Same as other articles are sold. The record 
of a certain group of retail yards, specializing 
in high grade products for the last year, 
shows that its business has increased over 
the previous years a total of 26 percent, 
whereas a check of competitors handling in- 
different qualities only increased 4 percent. 
Retail lumbermen who are handling grade- 
and trade-marked lumber are finding them- 
Selves relieved from the competitive condi- 
tions which surround the sale of just lumber. 
The retail lumberman can not only increase 
his profit, but provide his customers with a 
better and more suitable product at less cost, 
by sening that the product he furnishes is 
available for modern construction, with the 
high labor costs. 

The retail lumberman is daily becoming 
4 better merchant and by doing so he is 
going to preserve his integrity as a retail dis- 


tributer, and the united thought 
of the entire industry will save the retail 
lumberman from the fate of the retail dis- 
tributers of other lines, who did not awake to 
the changing conditions brought about by the 
chain store. 


and effort 


P. W. Combs, advertising manager of the 
Atlas Portland Cement Co., one of the speakers 
at the afternoon session, talked on “Personality 
—A Vital ‘Business Creating’ Influence Avail- 
able to Every Dealer.” 

[Mr. Combs’ address was along the same 
lines as his talk made before the annual meet- 
ing of the Northeast Missouri Lumbermen’s 
Association at Moberly, printed elsewhere in 
this issue.—EpIToRr. | 

Short talks were made at the afternoon ses- 
sion by I. G. Saltmarsh, with the Lumber In- 
surance Agency, of Kansas City, on “Lumber- 
men’s Insurance,” by M. S. Munson, trade 
promotion manager of the Exchange Saw Mills 
Sales Co., Kansas City, Mo., on “Advertising,” 
and Cliff G. Scruggs, a director in the South- 
western Lumbermen’s Association, on “Trade 
Relations.” 

The officers 
were: 


elected for the ensuing year 


President—P. A. Cowan, Clinton, Mo. 


Vice president—R. M. Phillips, Marshall, 
Mo. 
Secretary—Hy Guhleman, Jefferson City, 
Mo. 


Treasurer—T. J. Sturges, Sedalia, Mo. 

Directors—J. R. Patterson, Houstonia, J. R. 
Proctor, California, and John Curliss, Sedalia, 
Mo. 


Another Use for Dry Kilns 


CorvALLis, Ore., Nov. 9.—The school of 
forestry at the Oregon Agricultural College is 
using its research dry kiln to prepare Douglas 
fir cones for seed extraction. By drying the 
cones, they open up allowing the seeds to be 
easily shaken out. This is an unusual use for 
a lumber dry kiln, and is believed to be the first 
time a kiln has been used for this purpose. Part 
of the seed taken from the cones now being 
dried, will be used in reforestation operations of 
the Long-Bell Lumber Co. on its cut-over lands 
in Washington. 
many for reforestation purposes. 


The research kiln installed at the Oregon 
Agricultural College is of the Moore reversible 
It was among the 
first kilns of this system to be installed, and 
has been used by the school of forestry in the 
Experimental drying 
of all classes of lumber is part of the regular 


cross-circulation fan type. 


teaching of kiln-drying. 


course offered to forestry students. 


Ir Costs about seven cents a thousand to 
After grade-marking had 
been instituted at the Tremont Lumber Co., it 
was found that claims declined 80 percent— 
W. T. Murray, Tremont Lumber Co., Ro- 


grade-mark lumber. 


chelle, La. 


Northern Woo ds 








We Can 
SHIP 


Straight Cars— Mixed Cars or L.C. L. 
of the following woods: — 


ASH-BASSWOOD 
BIRCH-SOF 1 ELM 

HARD MAPLE -OAK-SPRUCE 
WISCONSIN HEMLOCK 
“Sure Fit” MAPLE AND 
BIRCH FLOORING 

WHITE CEDAR PRODUCTS 


Try 
Us 


Foster- Latimer 


MELLEN, 
WIS. 


Lumber Co. 





Part will be shipped to Ger- 

















A Brand to 
Tie to- 


Peerless 


ROCK MAPLE, BEECH . 
AND BIRCH — ~" r ring 
Association. 


FLOORING 


manufactured according to standards guar- 
anteed to hold trade and shipped in straight 
cars and cargoes or mixed with Hemlock 
Lumber, Lath, Shingles and Posts. 


Manufacturers of and dealers in Poles, Ties and 
Hemlock Tan Bark. Also leading manufacturers 
of Rotary Cut Northern Veneers and Plywood. 


The Northwestern Cooperage. 
Gladstone, Mich. & Lumber Company 


Chicago Office: N. J. Clears Lumber Co., 1331 Monadnock Block 
Minneapolis Office: G. W. Critten, 516 Lumber Exchange 











Remember 


Mershon, Eddy, Parker Company 


SAGINAW, MICHIGAN 


Specialize in Mixed Cars of WHITE PINL and 
BASSWOOD Lumber, Siding, Ceiling, Flooring, 
Sash, Doors, Blinds, Window Frames, Mouldings 
and Box Shooks from SAGINAW. 


Western White Pine and Idaho White 
Pine for direct shipment from Idaho. 

























PLYWOOD 
CORPORATION 


PLYWOOD OF 
RECOGNIZED QUALITY 


NEW LONDON, WISCONSIN 
Send for Latest Price List 











WARREN AXE & TOOL CO. 


WARREN, PA. 


Were awarded highest GRAND adap 4 


honors Panama- Pacific 
international Exposition 


ALSO ALASKA-YUKON PACIFIC EXPOSITION 


AND DROP FORGINGS. Daily fac- 
AXES-LOGGING TOOLS tory capacity 3500 Axes & Tools 





HANDY BOOKS ror LUMBERMEN 


A COPY FREE ON REQUEST. ADDRESS 
AMEPICAN LUMBERMAN, 431 So. Dearborn St., CHICAGO 
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Babcock Lumber Co. 


PITTSBURGH, PA. 
Manufacturers and Wholesalers of 
Eastern Tennessee 
K k N 
kway Hardwoods 
White and Pondosa Pine 
West Coast Products 
N. C. Pine and Yellow Pine 
Spruce and Hemlock. 


BRANCH OFFICES 
New York City, 415 Lexington Ave. 
Chicago, IIL, 1518 Fisher Bldg. 
Providence, R. 1., 115 Adelaide Ave. 
Philadelphia, Pa., 1629 Land Title Bldg. 
Detroit, Mich., 525 Macrgabees Bldg. 
Johnstown, Pa., Title & Trust Bldg. 
Sea‘tle, Wash., 4432 White Bldg. 
Cincinnati, Ohio, 324 First Nat'l Bank Bldg. 














Caddo River 


Lumber Company 
A. A. Long Bidg., KANSAS CITY, MO. 
MANUFACTURER 


Yetiow Pine 
aa Oak Lumber 


Softest, Close Grain Arkansas Pine 
Grades Uniformly Good, Manufacture Perfect 





MILLS: *_¢ 
Rosboro, Ark. We Solicit 
Meet A Your Patronage 








Any House 
in 'y Minutes 


With the wonder book, “ Automatic 
Building Costs,” you can figure the 
cost of any house, frame, brick, or tile, 
any price,in 5 minutes. Simple to use, 
absolutely reliable. Sounds unbeliev- 
able, but it’s true. 


We ~vill send this book for 10 days 
FREE examination to any * accredited 
lumber dealer. If you don’t think it 
will save you 10 times its cost the 
first year, return it and the trans- 
action is closed. 


SEND NO MONEY 





| 
| 
l 
| 
| 


American Lumberman 
43x South Dearborn St. 
Chicago, Illinois. 


Send “Automatic Building Costs.” After 10 days I | 


whl either return the book by parcel post insured or 
remit $15 in full payment. 


’ Subject to approval of the management. 


— 
FIGURE 





Just Mail This Coupon J 








. 
Business Changes 
CALIFORNIA. San Francisco—Wayne Millwork 
& Lumber Co. sold to H. L. Reinhart. 
GEORGIA, Macon—lL. G. Leonard Lumber Co. 
merged into Transcontinental Lumber Corporation. 


ILLINOIS. Loda—Krum & Krum Lumber Co. 
succeeded by Percy Krum Lumber Co. 


IOWA. Onawa—Dan Davis has purchased the 
Davis & Elliott coal business and has leased the 
Ed Smith Lumber Co. offices, Mr. Elliott disposing 
of his interest to the senior member of the firm. 


MICHIGAN. Linwood—Linwood Lumber Co. sold 
to Pinconning Lumber Co, 


MINNESOTA. Minneapolis—Lampert Bros. Lum- 
ber Co. changing name to Lampert Lumber Co. 

Pipestone—Young Lumber Co. sold to F. H. Car- 
penter Co. 

Winona—Bronk 3ros, succeeded by Botsford 
Lumber Co. 


NEBRASKA. Omaha—Harry Gross Lumber & 
Wrecking Co. succeeded by Gross Lumber & Wreck- 
ing Co., incorporated; capital, $25,000. 

Pawnee City—Landy Clark Co. has completed a 
deal which gives Camden Moran, of Cedar Bluffs, 
an interest in the lumber and coal business of the 
company in Pawnee City. Lynn Myers, who has 
been manager in Pawnee City, will be transferred 
to the central office in Lincoln. 

NEW HAMPSHIRE. Berlin—John B. Gilbert 
succeeded by Luther Buber Sons Co. 

NEW YORK. 3atavia—A. T. Savacool now op- 
erating as Walnut St. Lumber & Coal Co. 

Caledonia—Livingston Lumber Co. succeeded by 
Caledonia Lumber Co. 

New York—Eben B. Smith Lumber Co. and 
Leonard Lumber Co. merged as Transcontinental 
Lumber Corporation. 

New York—Brister & Koester Lumber Corpora- 
tion succeeded by Transcontinental Lumber Cor- 
poration. 

NORTH CAROLINA. Winston-Salem—Realty 
Bond Co. succeeded by Realty Bond & Supply Co. 

OHIO. Rock Creek Station—N. F. Hodge sold 
to Rock Creek Lumber & Supply Co. 

St. Paris—Wm. Flaig & Son have sold their 
lumber business to Jason Ashba, of Springfield, 
Ohio. 

OREGON. Portland—W. R. Chamberlin has suc- 
ceeded to the wholesale lumber and shipping busi- 
ness of W. R. Chamberlin & Co. 

PENNSYLVANIA. Emaus—Charles D. Brown 
(Estate) succeeded by John H. C. Roberts. 

TENNESSEE. Harriman—Harriman Block & 
Tile Co. changing name to Christmas Lumber Co. 

TEXAS. Plainview—John Maynard Lumber Co. 
sold to Foxworth-Galbraith Lumber Co. 

Whitesboro—Sadler & Shelton lumber yard sold 
to C. D. and E. C. Anderson. 


Incorporations 


ALABAMA. Redwood City—Sequoia Lumber Co. 
(Ltd.), incorporated. 


ARKANSAS. Madison—Clark-Bernauer Lumber 
Co., incorporated; capital, $60,000. 


GEORGIA. Savannah—Coastal Lumber & Tim- 
ber Co., incorporated; capital, $10,000. 





IDAHO. Parma—Independent Lumber & Coal 
Co., incorporated; capital, $25,000. 

MAINE. Carmel—Hardwood Products Co., in- 
corporated, 


MASSACHUSETTS. Chelsea—Perma-Wood Heel 
Co., incorporated. 

New Bedford—E. V. Babbitt Co., incorporated; 
capital, 5,000 shares common; address Daniel Need- 
ham, 19 Congress St., Boston. 


MICHIGAN. Muskegon Heights—Industrial Pat- 
tern & Engineering Co., incorporated; capital, 
$50,000; to manufacture woodenware and do pat- 
tern making. 

MINNESOTA. Park Rapids—Round Lake Timber 
Co., incorporated. 


MISSOURI. Kansas City—Union Wood Products 
Co., incorporated; capital, $10,000. 

St. Louis—The Commercial Mfg. Co., incorpo- 
rated; to make wood parts for towel cabinets, 
lockers, trunks, etc.; address Harry E. Wood, 819 
N. Commercial St. 

NEBRASKA. Battle Creek—Miller Lumber Co., 
incorporated; capital, $25,000. 

NEW YORK. Bronx—J. Weiser & Co., lumber 
business, incorporated; capital, 200 shares, no par 
value; address Jonas Wieser, 1847 Victor St. 

New York, Manhattan—Her-Ein Lumber Corpora- 
tion, incorporated; capital, $5,000; Morris Ejinbin- 
der, 233 Hewes St., Brooklyn. 

OREGON. Eugene—Oregon Tie Mills, incorpo- 
rated; capital, $5,000. 

Silverton—Robinson Electric Brooder Co., incor- 
porated; capital, $10,000; to manufacture brooders 
and incubators. 

PENNSYLVANIA. Philadelphia—Augustine Bros., 
incorporated; capital, $5,000; 7245 Walnut Lane, 


TENNESSEE. Bristol—Bristol Hardwood Co., 
incorporated; capital, $20,000. 





TEXAS. El Paso—Mayfield Lumber Co., decregs. 
ing capital from $100,000 to $65,000. 
WASHINGTON. Lawrence—The Lawrence Tim. 


ber Co., incorporated; capital, $5,000. 


Seattle—Rotolette Mfg. Corporation, incorpo. 
rated; capital, $50,000; to manufacture meta] and 
wood products. ‘ 


WISCONSIN. La Pointe—Huntmor W isconsip 
Corporation, incorporated; capital, $25,000 to oper. 
ate logging, lumbering and mercantile business — 

Tomah—Tomah Lumber & Fuel Co., incorpo. 
rated; capital, $50,000. Succeeds the Ben Nuzyp 
Lumber Co.; President, E. P. Gates, of Fall rive 
Vis.; Secretary, C. D. Gates, of Rio, Wis.; Treg. 
urer-manager, G. K. Mark, Tomah, Wis. : 


New Ventures 


ARKANSAS. Monticello—B. W. Edwards Lyp. 
ber & Supply Co. recently began business. 

KANSAS. Kansas City—Perry E. Canfield Dur. 
chased ground with trackage, has completed q 
office at 2838 N. 27th St. and will erect sheds f, 
retail lumber yard. ; 

MARYLAND. Baltimore—The Proctor Mfg, ¢ 
has begun wood products manufacturing business 

MISSISSIPPI. Fernwood—L. Ramsay has started 
to manufacture boxes. 

Waynesboro—Waynesboro Lumber Co. has begu 
business. 

NEW JERSEY. Milburn—Passaic-Bergen Lumber 
Co. has begun business, 
_ Port Newark-—-Nelson Morris Lumber & Supp) 
Co. recently began business. 


OREGON. Salem—Ernest R. Patterson and Louis 
C. Hutchins have engaged in business under nam 
of Sunset Lumber Co. 


TEXAS. Anton—Turner-Brewer Lumber ¢ 
which recently sold its yard at Littlefield has 
begun erection of sheds for new lumber yard here 

Perryton—Maxedon Lumber Co. of Oklahom 
City has opened a yard here. 

Snyder—Burton-Lingo Lumber Co. erecting sheds 
for lumber yard which will open for business 
Jan. 1, 

WISCONSIN. Cameron—Oak Grove Handle ¢ 
has started a handle manufacturing plant. 


New Mills and Equipment 


ALABAMA. Birmingham—The Grayson Lumber 
Co., 715 N. 39th St., is erecting a 68-ft. additio 
to its planing mill and will install equipment. 


CALIFORNIA. Camptonville—William O. Grant 
announces that he will rebuild the sawmill of th 
Oak Valley Lumber Co. recently destroyed by fir 
with a loss of $100,000. 

KENTUCKY. Nicholasville—The Gulf Red Cedar 
Corporation, owned by John Munford and Edwar 
Graham, of Lebanon, Tenn., is installing plant t 
saw cedar in the central Kentucky cedar district 

MISSOURI. Jefferson City—Henry Benz is erect 
ing a plant for the manufacture of decoy duck 
and camp furniture. 

St. Louis—South St. Louis Stair Co. erecting a 
addition to its plant at 3872 Delor St. which wil 
double its capacity. 


OREGON. Klamath Falls—The Kesterson Lun 
ber Co., of Dorris, Calif., will erect a branch saw 
mill here. 

Sheridan—Roy Raines will erect a sawmill here 

PENNSYLVANIA. Altoona—The Bartley Lumber 
Co. will erect a planing mill and lumber building 
to replace burned plant; cost about $15,000. 


SOUTH CAROLINA. Greenville—The Boland 
Mfg. Co. has begun the manufacture of shuttles 
and wood novelties in a temporary location bu 
plans erection of a factory building. 


Casualties 


ARIZONA. Coolidge—Foxworth-Galbraith Lum- 
ber Co., loss by fire which destroyed yards; Wi! 
probably be rebuilt. 


CALIFORNIA. Oakdale 
loss by fire, $10,000. 


NEW YORK. Buffalo—Frank T. Sullivan Lum 
ber Co., loss by fire, $50,000; shed containins 
600,000 feet of airplane stock destroyed; 
300 Camden Ave. 

Hudson Falls—Custom sawmill and planing ™ 
belonging to Mrs. May Collamer, east of this place, 
destroyed by fire with loss of $12,000; not cover 
by insurance. 

North Tonowanda—Fire in the main building © 
the Weatherbest Stained Shingle Co., caused 10 
of $250,000. Large amount of stock destroyed 
company announces orders will be filled from th 
St. Paul plant. 

OHIO. Cuyahoga Falls—The sawmil! at Der 
rowville, near here, belonging to the Ohio Har 
wood Co. of this city, was destroyed by fire ¥ 
loss of $5,000. 


OREGON, Scott Mills—The Commons saw Mi 
near here has been destroyed by fire. 
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OBITUARY 


DONALD FERGUSON, veteran lumber sales- 














man, Toronto, Ont., died in the Toronto Gen- 
eral Hospital, on Nov. 5th in his 66th year. 
He had been suffering for some time from 
asthma. Up to about one month ago, Mr. 


Ferguson covered Michigan, Ohio, New York 
and other territory for the A. E. Gordon Lum- 


per Co., (Ltd.), Toronto, with which firm he 
had been employed for two years. Previous 
to that he was on the sales staff of the Union 
Lumber Co., Toronto, for eleven years. Mr. 
Ferguson was born in Durham, and at an 


early age went to London, Ont., where he was 
educated and afterwards spent several years 
in the retail lumber business before going 
to Toronto. He was an ardent member of 
Hoo-Hoo, and a former member of the Supreme 
Nine. For several years he was an alderman 
in London. He was a former president of the 
Travellers’ Club, London, a member of St. 
John Lodge, A. F. & A. M., and a Shriner. 
He is survived by his wife and one daugh- 
ter, Mrs. F. B. Porter, of London, Ont., to 
which city the remains were taken for inter- 
ment. 


RALPH COZINE, head of the Cozine Bros. 


Lumber Co., Louisville, Ky., drowned himself 
on Nov. 12 in the Portland Canal, at Louis- 
ville, while despondent over personal losses 
in the stock market, it is believed. Mr. Co- 
zine, Who was 52 years of age, was with the 
Great Southern Lumber Co. some years ago, 
as a salesman. Later with his brother, the 


late Sam Cozine, he established the brokerage 
frm which bore his name, and which han- 
dled lumber, principally pine. During the last 
two or three years he had given most of his 
attention to the stock market, and had not 
been active in the lumber market. Mr. Co- 
zine on Sept. 7 of this year was married to 
Miss Elsie Merrill. Mrs. Cozine stated that 
he had been very much worried cver his busi- 
ness affairs, and had fainted in his apart- 
ment on Sunday morning. Friends knew of 
his losses but did not realize how serious they 
were to him. 


GEORGE EDWARD RORABACK, formerly 
vice president and general manager of the 
E. L. Roberts Sash & Door Co., of Chicago, 
and well known in the lumber trade in this 
section, was found dead in bed at his home, 
5419 Cornell Avenue, on Tuesday afternoon, 
Nov. 12. He is believed to have committed 
suicide by taking poison because of ill health. 


The body was found by his wife, who said 
he had been ili for some time and very de- 
spondent. Mr. Roraback had many friends in 


and around Chicago, having been in the busi- 
ness for 46 years, all of that time with the 
E. L. Roberts Sash & Door Co. He had re- 
tired two years ago. He was 68 years old. 
His widow, Mrs. Georgia Wells Roraback, 
and one daughter, Miss Margaret, who re- 
cently graduated from the University High 
School, survive him. Funeral services were 
held on Thursday afternoon at the Boydston 
Chapel and were conducted by the Normal 
_— Masonic Lodge. Burial was in Mount 
ope. 


WILLIAM V. PRINCE, vice president of the 
Kimball & Prince Lumber Co., the oldest firm 
in Vineland, N. J., died at his home there 
Friday morning, Nov. 8. He was 84 years 
old and had been ill three weeks. Mr. Prince 
Was the oldest: Mason in Vineland and, was a 
member of the Knights Templar more than 
a half century. Together with his father, 
John Prince, and Myron J. Kimball, Mr. 
Prince helped start the business in 1871. Eu- 
gene N. Kimball, son of Myron J. and a 
nephew of the deceased, is president of the 
firm. In addition to his interest in local lum- 
ber associations, Mr. Prince was active in 
Politics and was fire chief of Vineland forty 
years ago. He is survived by his widow, 
Alice K., a daughter, Mrs. Alice P. Coogan, 
Bryn Mawr, a son, John, Kansas City, Mo., 
two brothers, John and Eugene, and a sister, 
Mrs. Ella Hawkins, Vineland. 


HENRY Fr. SCHIPRBECKER, president and 
earer of the Central States Tie & Lumber 
-0., St. Louis, Mo., died in that city on Nov. 


11 of pneumonia after an illness of about three 
Weeks, 


b He was 50 years old. Mr. Schier- 
meer was born May 7, 1879, in Hoyleton, 
ed oh he began his experience in the 

iber business more than twenty-five years 
at. He was with the Abeles & Taussig Tie 
in im er Co., for several years, before engag- 
Lo in business oa his own account. Several 
years ago he and Charles A. Neuenhahn or- 
a the Central States Tie & Lumber Co. 
sider ae a member of Hoo-Hoo, and took con- 
lun «terest in the affairs of the local 
club. Mr. Schierbecker 


“ . is survived by his 
Widow and two children. 


ARS. J. M. MONTGOMERY, wife of J. M. 
foment”; wholesale and commission lum- 
that an at Berkeley, Calif., died suddenly in 
4 and” while having a tooth extracted Nov. 


was buried at Wausau, Wis., Nov. 


9, from the home of her father, D. J. Murray, 


who was head for many years of the D. J. 
Murray Mfg. Co., Wausau, manufacturer of 
sawmill machinery. J. M. Montgomery is a 


twin brother of Donald S. 
tary of the Wisconsin Retail Lumbermen’s 
Association. Besides her husband and father, 
a son, J. M., jr.,, 10% years old, one brother 
and two sisters survive. 

E. W. CORNWELL, 62 years old, who had 
been connected for the last six years with 
the lumber firm of Wallace & Herring, Alexan- 
dria, Va., died in a hospital there, following 
an acute attack of Brights disease. His body 
was .carried to Manassas, Va., his old home 
for burial. One son, two daughters and sev- 
erai grandchildren survive him. 


Montgomery, secre- 


ORSON R. BARBER, retired lumberman, for 
many years a resident of Waterloo, N. Y., died 
on Nov. 6 at the home of his son, Harry Bar- 
ber, in that village. He was a native of New- 
ark Valley, N. Y. 
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FLOORING - CEILING - PARTITION 
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HARDWOODS 
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CONWAY SOUTH CAROLINA 


JACKSONVILLE - NORTH CAROLINA 
MILL CREEK + + WEST VIRGINIA 


Capacity 150,000 Feet Daily 
WILLSON BROTHERS 
LUMBER COMPANY 


1530-35 Oliver Building PITTSBURGH, PA 
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_paper producing countries. 


To Simplify European Timbering 

BRATISLAVA, CZECHOSLOVAKIA, Oct. 28.—There 
is much interest in Europe lumber circles con- 
cerning the Second International Timber Con- 
ference which was concluded here August 31. 
More than 200 were in attendance, and most of 
the timber producing countries of Europe were 
represented by delegates. 

Standardization of grading rules, the addi- 
tion of a standard decimal system, and means 
of effecting better understanding and mediums 
of exchange between the lumbermen affected 
by the differing laws of the various countries, 
were the principal subjects discussed. In the 
consideration of the grading rules it was 
shown that each nation, and often each sec- 
tion, has its own set of grading rules, and 
the same applies to the dimensions in which 
lumber is cut. For instance, there exist in 
Czechoslovakia no less than ten different 
dimensions of length, thirty-two of thickness, 
and six classes of quality. There is wide 
divergence, too, in units of measurement, and 
the adoption of 25 millimeters as an inch was 
favored by many of those present. The pres- 
ent English inch is equal to 25.4 millimeters, 
and the change would be small and easy to 
make, while under the present conditions it is 
very inconvenient to co-ordinate the two sys- 
tems. 


(SSE 22ae 


Swedish Lumber and Pulp Mills Merge 


WASHINGTON, D. C., Nov. 11.—Commercial 
Attache M. H. Lund reports from Oslo the or- 
ganization of a holding company for ten Swe- 
dish lumber and pulp mills by the Swedish 
Bank of Commerce and the Kreuger & Toll Co. 
The combined total capital of these companies 
is approximately $23,000,000 and their total 
resources $86,000,000. 

The amalgamation will control about 20 per- 
cent of Sweden’s export of wood pulp and 15 
percent of the lumber exports of the country. 
It will also be Sweden’s largest owner of tim- 
berlands. 

At present the lumber industry in Sweden is 
not so profitable as the pulp industry. Some 
sawmills would like to change over to the 
manufacture of pulp, but do not have the capi- 
tal to do so. Furthermore, it is generally be- 
lieved that the pulp industry has a very prom- 
ising future with the development of artificial 
silk and the increase in the consumption of 
newsprint. 

Sweden’s timber resources can not be fully 
utilized by the lumber industry, but can be in 
the pulp industry, or in the two working to- 
gether. It is the pian, therefore, to build ad- 
ditional pulp mills, where part of the waste 
from sawmills will be used. 

The natural result of this policy will be a 
considerable increase in the production of 
pulp, and a possible reduction in the produc- 
tion, at least proportionately, of sawn lumber. 

Trade press reports in Sweden are that ad- 


ditional sawmills are to be acquired by the 
new amalgamation. 
There is considerable new construction ac- 


tivity by other companies in the Scandinavian 
Sweden stands at 
the top in new construction. In this develop- 
ment, as in others related to the wood indus- 
tries, Mr. Lund states, Sweden is at pres- 
ent one of the most forward looking countries 
of Europe. 

Finland is largely dependent upon its tim- 
ber resources for its industrial development. 
It may be expected, therefore, that at least a 
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part of its further industrial expansion will 
be in paper and pulp. 

Norway has increased its pulp and paper 
production during the last few years some- 
what less rapidly than Sweden and Finland, 
due probably to the rather strained financial 
conditions in Norway, which have made it dif- 
ficult for Norwegian banks to promote expan- 
sion of industry. 

Wood is the most important natural re- 
source of these three northern countries. It 
is more profitable at present to convert a tree 
into pulp and paper than into sawn lumber, 
and Mr. Lund says it may be expected that 
much of the industrial expansion of Scandi- 
navia will be in that direction. The extent of 
the expansion will be governed somewhat by 
the capital available, which is less a problem 
in Sweden than in Finland and Norway. 





LUMBER TRANSPORTATION 











Schedules Suspended 


WASHINGTON, D. C., Nov. 11.—-The Interstate 
Commerce Commission has suspended until 
June 10, 1930, the operation of certain sched- 
ules as published in Supplement No. 10 to 
Chicago, Milwaukee, St. Paul & Pacific Rail- 
road Co.’s tariff, I. C. C. No, B-4713. The 
suspended schedules propose to increase the 
transit charge on lumber and related forest 
products, originating or having movement via 
the Louisville & Nashville Railroad when cut 
to shape and treated in transit at Terre Haute, 
Ind. The increase proposed is from $3.60 a 
ear to 2% cents per 100 pounds, minimum 
$6.75 a car. 

(SABE 


Week’s Loadings of Revenue Freight 


Reports of the car service division of the 
American Railway Association show that car 


loadings for the week ended Nov. 2, 1929, 
totaled 1,071,650 cars, as follows: Forest 


Products, 59,771 cars (a reduction of 2,834 
cars below the week ended Oct. 26, 1929); 
grain, 38,336 cars; livestock, 33,883 cars; 


coal, 192,408 cars; coke, 11,948 cars; ore, 45,- 
811 cars; merchandise, 271,191 cars, and mis- 
cellaneous, 418,302 cars. 
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facing a friction material of long 
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News No 


Shreveport, La. 


Nov. 11.—Southern pine demand continues 
slow, with prices notably soft on 6- and 8-inch 
No. 2 boards, shiplap and center matched. 
Orders for mixed cars are coming in with fair 
regularity, but volume of business is con- 
siderably less than could be desired. The 
longleaf mills have comparatively full order 
files, as demand for railroad material con- 
tinues very good, with prices on the up-grade. 
The shortleaf mills need a greater volume of 
orders for common stock. The smaller units 
are suffering on account of low prices on com- 
mon stock, which constitutes the bulk of their 
output. Most of the business they are getting 
comes from southern territory, principally 
Texas and Oklahoma, but these two States 
have suffered from a poor cotton crop. Mills 
east of the Mississippi River have got their 
prices down so low that west side mills can 
hardly compete on common stock in such 
markets as Detroit and territory East of there. 

Hardwood men generally say the market is 
not very active. 

Recent rainfall has proved a blessing in 
removing fire hazards. Due to drouth, there 
were several serious forest fires in this part 
of the State. 

Louisiana senators at Washington are to 
be urged by members of the Louisiana State 
Chamber of Commerce to support the pro- 
posed lumber tariff in Congress. 

Lumbermen’s Day at the State Fair, last 
Tuesday, was celebrated by members of the 
fraternity. The wonderful agricultural prog- 
ress shown by Louisiana was commented on 
by a group of capitalists. In the group were 
Harvey C. Couch, railroad owner and power 
magnate of Pine Bluff, Ark., and E. A. Frost, 
lumberman, of Shreveport. 


Warren, Ark. 


Nov. 11.—Orders booked by the Arkansas 
mills last week were 12 percent less than 
shipments, while shipments were 10 percent 
under production. Order files continue ex- 
ceedingly low, as old orders are being cleaned 
up. Planing mill crews have been reduced. 
The mills are centering their efforts on or- 
ders requiring special working, which continue 
fairly plentiful. The mills are able to secure 
few orders for straight cars of boards and 
dimension at anything like satisfactory prices, 
as they go to the small mills. Available dry 
stocks at small mills are much lower than 
at any previous time of the year, on account 
of heavy shipments and production curtail- 
ment caused by wet weather. Furthermore, 
some small operators are holding down produc- 
tion in the hope that prices will improve. Though 
the large mills are accumulating a good supply 
of logs to carry them through the winter, 
logging has slowed down considerably. The 
mills producing both pine and hardwood have 
withdrawn from the market for pine logs, and 
limit their purchases to gum logs. Other 
items of hardwood are not being purchased. 

Most orders are for mixed cars, not easily 
handled because a mill is often short of some 
item. Orders calling for a variety of dimen- 
sion are hard to place. All 11-inch No. 1 con- 
tinues scarce, except 8-inch. Few mills have 
been able to build up their stocks of 14-foot 
B&better casing and finish, while 1x8-inch 14- 
and 16-foot finish and base continue in lim- 
ited supply. Practically all mills are over- 
sold on 5/4x12 B&better and new orders are 
accepted for limited amounts. Bundled stock 
continues to move freely, with 4-inch B&better 
and No. 1 flooring, and the same grades in 
drop siding and ceiling, in low supply and 
poor assortment. The mills are not able to 
fill all the orders offered for 3-inch Bé&better 
edge grain flooring. 

Several good sized orders for box shook and 
crating material have been offered for later 
shipment; mills are sold up close on this stock 
and are asking for a slight increase in prices. 
Several mills report having been offered more 
orders than they can handle during the first 
eight months of next year. On orders from 
the packers entered several weeks ago for 
deferred shipment, immediate loading is now 
asked. 
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A decided improvement in business from 
the Arkansas trade has been noted this week 
Lineyard concerns in the cotton district report 
a large increase in sales. Their sales ryp 
heavily to common items, particularly No, »9 
drop siding, flooring and ceiling, with some 
No. 2 shiplap and boards, though most orders 
cover No. 3 shiplap and dimension. The Ap. 
kansas mills will not likely be able to supply 
the demand in this State for these items. 
All stocks of inch No. 3 are limited, While 
those of No. 3 dimension are actually scarce. 

A party of Southern Lumber Co. officials 
from Davenport, Iowa, spent most of this 
week looking over its operations here. The 
party included Fred Wyman, president; (C, y, 
Cochrane, assistant secretary-treasurer; 4. 
win Lindsay and Burdick Richardson. 

The open season for deer in this State be. 
gins Monday and many lumbermen wiil soon 
be hunting them. O. O. Axley and a party 
of friends will spend the coming week in a 
deer camp in the Mississippi River bottoms, 
Deer are fairly plentiful. Many wild turkey 
and quail are reported, and geese and ducks 
are coming into the rivers and lakes by the 
thousands. 


Birmingham, Ala. 


Nov. 11.—Market conditions in Alabama are 
unsatisfactory. Rain has slowed down log- 
ging, and mills depending upon truck trans- 
portation are inactive. Pine timbers and 
shed stock are in a little better demand, but 
prices show no strength. Low grade flooring 
continues weak, 1x3-inch No. 1 and “C” rift 
being the only exception, this selling above 
$50, mill. In the No. 1 and Bé&better flat 
grain, 4-inch now sells better than 3-inch, 
though usually 38-inch brings more. Sales 
of B&better rift stock increased, but price 
remains unchanged. Substitution of “C” rift 
for third grade oak flooring has greatly re- 
duced stocks of C rift. Industrial require- 
ments are on about the same scale as they 
were last year, but more yards are catering 
to that line of business and have cut prices, 
even on cordwood for starting foundry fur- 
naces. Collections are slow, but loans show 
signs of easing up. Predictions that many 
investors will now return to local fields give 
the retailers encouragement. Stocks are low 
in every yard in this section, and buying will 
continue on a hand to mouth basis until next 
spring. 

J. E. McBride, sales manager North Bir- 
mingham Builders Supply Co., has succeeded 
E. J. Winslett as sales manager for Reynolds 
Bros. Lumber & Manufacturing Co. 


Norfolk, Va. 


Nov. 11.—In the North Carolina pine market 
very little new business is being placed. The 
weather has been all that could be desired 
for building operations in the South, but 
trade is slow. If the farmers make a profit 
on their cotton and tobacco, lumbermen 
should have a good demand in the southern 
States. There has been no change in prices 
this month. 

There has been a fair demand for 4/4 Edge 
No. 2 and better band sawn. Good circular 
stock is moving slowly, though the price is 
very low. No. 2 and better 4/4 stock widths 
have been less active but these do not accu- 
mulate very fast. Edge 4/4 No. 3 is moving 
fairly well in the South. No. 3 stock widths 
have been very quiet. No 2 and better 5/4 
and thicker have been quiet, as have the rest 
of the upper grades. More 5/4 stock widths 
could be sold, but millmen and buyers are 
having difficulty getting together on prices, 
having vastly different ideas as to values 
right now. 

Edge 4/4 No. 1 box, kiln dried rough, has 
been rather sluggish but more good air dried 
rough could be sold if available. Box makers 
are finding business rather quiet. Not much 
air dried is being shipped at present that 8 
acceptable to box mills, who object to the 
stain feature. Edge 4/4 No. 2 box has been 
moving a little better, several small cargoes 
of rough and dressed having been sold. No.! 
4/4 stock box, kiln or air dried, has bee? 
quiet. Prices are strong, especially on air 
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dried, for bright, dry stock is rather hard to 
puy for quick shipment. No. 2, 4/4 stock box 
has been moving a little better, as some 
rather low prices have been quoted. Dressed 
stock box 5/4 has been moving a little better 
put 5/ and 6/4 edge box are dull. Box bark 
strips, 4/4 dressed, have been more active, 
and price is unchanged because mills are not 
carrying a large unsold surplus stock. 

The dressed lumber market has been rather 
quiet. Kiln dried and air dried roofers have 
been quiet. Air dried stock is steady, but 
kiln dried has weakened a little. There are 
more inquiries for dressed framing, but these 
call for so many special length items that 
they are not attractive to most mills. 


Laurel, Miss. 


Nov. 11.—The pine market is comparatively 
quiet, but during the last three or four days 
has shown more activity. Inquiries and 
orders have been somewhat more numerous. 
Prices, however, remain low. Longleaf spe- 
cial cuttings are still in good demand and the 
local mills carry pretty large order files on 
these special items. The export market is 
fair. Local mills seem to have a good many 
export orders. Sawn timber continues to be 
the strongest item on the list. 

The rainy season is beginning in this Sec- 
tion and before very long some of the small 
hardwood operators will be forced to shut 
down on account of bad logging conditions. 
Prices are good and demand is fair. 

Frank G. Wisner, of Eastman, Gardiner 
& Co., is at home from New Orleans, and 


much improved in health after a stay at 
Touro Infirmary under the care of a spe- 
cialist. 

Macon, Ga. 
Nov. 11.—Roofer manufacturers have had 


one of the worst years in their history. Pro- 
duction is low, it being estimated at no more 
than 40 percent of normal. Many mills are 
not operating at all. Prices range from $16.50 
to $17.50. A few manufacturers turning out 
an especially high grade of roofers are get- 
ting more. Pittsburgh and New York are in- 
creasing their orders right along, and Boston 
and other points are looking with favor on 
the lumber being offered by southern mills. 

Longleaf mills are still enjoying good busi- 
ness, and a steady volume of longleaf is mov- 
ing. tailroads are still liberal buyers, espe- 
cially of dimension. 


Jacksonville, Fla. 


Nov. 11.—The demand for pine shed stock is 

slow, and most yards are buying very closely 
in badly mixed cars. Shortleaf dimension is 
also in poor demand, but longleaf is moving 
somewhat better. There is a fair amount of 
business coming from the South American and 
Island trade. 
_ Georgia-Alabama air dried roofers are sell- 
ing at $16.50 for 6-inch and $17.50 for 8-, 10- 
and 12-inch stock. There is said to be a short- 
age of the narrow boards. Demand for roofers 
is only fair. 

There is every indication that there will be 
a nice volume of railroad business placed dur- 
ing the next thirty to sixty days. Already the 
Southern Railway has announced the placing 
of a contract with the American Car & 
Foundry Co. for four thousand cars. The 
Stock will be purchased from southern mills 
if possible, for manufacture in the Madison 
(Iil.) plant. An announcement of the order 
has been sent out to several of the cypress 
mills in this section. 

Most of the cypress mills are overstocked 
on 4/4 in all grades, and cutting orders are 
calling for the upper grades in 5/4 and 
= stock. The demand for tank and 
8/ to 16/4, is fair, with mill stocks 
po _The demand is also fair for factory 
me grades, and there are adequate mill 
: CKs, There is a continued shortage of 
a Shingles and lath, and these are being 
ee out as quickly as they are three to 

ur weeks dry. 

Pied furniture trade is taking a limited 
antity of sap and red gum, and some oak, 


mostly common grades. Flooring plants are 
doing a fair business, and flooring prices are 
holding up well. The lower grades of hard- 
woods are moving in good volume to the box 
and crating manufacturers. 


Kansas City, Mo. 


Nov. 11.—Reports from the _ surrounding 
States are that in most sections retailers have 
been doing from a fair to a good fall busi- 
ness, but their purchases apparently are less 
than their outgo, and just enough to main- 
tain some kind of assortment. In general, 
line yard stocks are larger than those of the 
independents, who are letting their stocks run 
down as the inventory season approaches. 
The inventory season will begin around Dec. 
1, and sales managers are not expecting any 
increase in buying until after the holidays. 

At the Hoo-Hoo luncheon, M. B. Nelson, of 
the Long-Bell Lumber Co., made a talk on 
the relation of the manufacturer to the lum- 
ber industry. The talk was the first of a 
series, later ones to be made by a whole- 
saler, a retailer, and a representative of the 
hardwood industry. 

F. M. Hartley, of the Ives-Hartley Lumber 
Co., of Baldwin, Kan., a former president of 
the Southwestern Lumbermen’s Association, is 
reported dangerously ill at his home, follow- 
ing a stroke of paralysis last week. 


St. Louis, Mo. 


Nov. 12.—The stock market slump has af- 
fected the automobile trade adversely, and 
had a depressing effect on demand for some 
lumber lines. Manufacturers of hardwoods 
have been receiving instructions to defer 
shipments ordered to be dispatched at regular 
intervals against contracts. Fortunately no 
cancellations have been received. Demand 
for southern pine crating has been affected 
in the same way. Requests to defer ship- 
ments are being received, and the volume of 
new business, which should be good at this 
time of year, is disappointingly light. Buy- 
ing by the industrial trade is expected to be 
resumed by Dec. 1. 

Buying of construction lumber by retailers 
is light, but this is not the season for buying 
of such items as are required in the build- 
ing trades. It generally is quiet at this time 


of year. Transit cars are moving slowly, and 
lists are increasing. Dealers are little con- 
cerned with price; they buy only material 
they need no matter how low quotations 
may be. 

The Missouri Pacific Railroad is in the 
market for additional equipment, including 


1250 box cars and 35 cabooses. 


Minneapolis, Minn. 


Nov. 12.—With time for the annual retail 
yard inventory near, orders for northern 
pine are chiefly for speedy delivery directly 
to the job, though a few dealers are purchas- 
ing with a view to getting yard stocks into 
good assortment. Demand for railroad con- 
struction work and for snow fence material 
features the market, with orders holding up 
fairly well and prices firm all along the line. 
Average business has been satisfactory, and 
trade to date has been in greater volume 
than manufacturers expected. Some orders 
placed early in the season still await ship- 
ping orders, despite a short supply of some 
items. 

tush orders also are a feature of the north- 
ern white cedar trade. Volume has fallen off 
somewhat, because farmers are winding up 
their fencing work, although good weather 
has helped the cedar men in this respect. 
Prices on large posts are particularly strong, 
for the supply is very short. Thousands of 


6-inch sizes were sold for highway work. 
Woods operations are getting under way. 


There is a steady, although not particularly 
brisk, demand for smaller sized poles. 

The Twin City hardwood market is affected 
by the nearness of inventory time. It has 
not been very active recently. 

Millwork firms are supplying a seasonal de- 
mand for storm sash and repair material in 
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preparation for winter. Most of the orders 
are of the rush variety. A fair late autumn 
business is in prospect and dealers for the 
most part are looking forward to better busi- 
ness in 1930 than during last year. 

The expected demand for lath for residence 
finishing has not yet developed to any great 
extent, although there is considerable call for 
new balsam lath, which are in short supply. 
Some dry balsam lath are moving. 

Offices of the Northwestern Lumbermen’s 
Association in Minneapolis are being remod- 


Pittsburgh, Pa. 


Nov. 12.—Reports from wholesalers indi- 
cate no material change in the lumber mar- 
ket situation from that of last week, business 
remaining at about the same level. Some of 
the retail dealers are taking advantage of the 
extremely low prices prevailing, while others 
are continuing their policy of buying only 
for immediate needs. Reports from the south- 
ern pine area indicate that the small mills are 
still closing down, and there has been a good 
deal of rain recently in that area. Lumber- 
men here therefore believe that prices of south- 
ern pine are bound to be stronger a little 
later. No change has been noted in the posi- 
tions of Pondosa, Idaho and California white 
and sugar pines. 


Baltimore, Md. 


Nov. 11.—MThe fourmasted schooner, Pur- 
nell T. White, arrived here on Nov. 6 with the 
largest cargo of shortleaf and longleaf pine 
she has yet delivered to her charterers, 
Thomas A. Myers & Co., which amounted to 
about 520,000 feet. 

An interesting exhibit of redwood and some 
of its products is being arranged by George 
Helfrich & Sons, under the direction of Wil- 
liam N. Lawton, assistant to the president of 
the Redwood Sales Co., of San Francisco. Mr. 
Lawton looks after the interests of the cor- 
poration in the East, and makes his headquar- 
ters at Philadelphia. 
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Philadelphia, Pa. 


Nov. 11.—West Virginia hardwoods have 
been fluctuating in price for the last ten days, 
with quotations lower on chestnut and poplar. 
Chestnut FAS 4/4 dropped $2, and poplar clear 
saps, 4-inch and up, 4/4, were selling $2 under 
last week's price. Ash and white oak have been 
holding firm, but red oak 8/4 is being quoted 
$5 less than the price prevailing last month; 
5/ and 6/4s are being quoted by leading West 
Virginia mills at $110@112, a $2 drop under 
previous asking prices. The dealers in soft- 
woods are quoting the same prices this week, 
and say that there has been little change in 
the volume of business since the first of the 
month. A slight increase in building activity 
has served to stabilize prices in both the soft- 
wood and the hardwood markets. 

The Philadelphia Building Congress, in a 
campaign to eliminate the practice of peddling 
bids, announced recently that “any subcon- 
tractor reducing his quotations after the gen- 
eral contractor has submitted his bid, will be 
barred from figuring with or quoting to any 
member of the General Contractors Associa- 
tion. In other words, there must be no shop- 
ping by either party concerned. Every price 
quoted to a general contractor must be the 
lowest and best the first time.” 

Camden County lumbermen are (figuring 
prominently in politics this year. E. Frank 
Pine, Blackwood retailer, was elected sheriff 
of Camden County last Tuesday by the biggest 
majority ever accorded a candidate for this 
office. Another retailer, David Baird, jr., 
secretary-treasurer of the Baird Lumber Co., 
of Camden, will probably be appointed United 
States senator to succeed Walter E. Edge, who 
is slated as the next ambassador to France. 

John H. Lank, genial secretary of the Phila- 
delphia Lumbermen’s Exchange, has returned 
from a vacation spent in his native town, 
Lewes, Del. This was Mr. Lank’s first ex- 
tended vacation in the last five years. 


Toronto, Ont. 


Nov. 11.—A meeting of representative On- 
tario lumber manufacturers and wholesalers 
from Toronto and outside points was held on 
Nov. 8 in the council chamber of the Toronto 
Board of Trade, to consider the present status 
of the lumber industry in eastern Canada and 
its future. The meeting was attended by 
about fifty lumbermen. It was felt that some 
active co-operative measures should be taken 
to improve the market and general conditions. 
A number of addresses were delivered by rep- 
resentative lumbermen suggesting remedies 
for some of the present troubles. Among such 
suggestions were: An aggressive trade exten- 
sion campaign, closer relationship between all 
branches of the industry, less production, 
lower local freight rates, more rigid regula- 
tions for the sale of timber limits and lower 
stumpage fees, which are regarded in Ontario 
as being very high, and other means to in- 
crease the use and appreciation of local woods. 
The conference dealt particularly with hem- 
lock, spruce and jack pine. White pine is at 
present enjoying relatively a more favorable 
position. It was felt that the industry was 
sound basically, but that more control, co- 
operation and aggressiveness would go a long 
way toward reviving the market, which for the 
last few weeks has been comparatively quiet. 
After full consideration, it was felt that the 
various suggestions made should be referred 
to a committee, which was appointed as fol- 
lows: A. E. Eckardt, Toronto, chairman; G. B. 
Nicholson, Chapleau; A. C. Manbert, Toronto; 
D. C. Johnston, Toronto; A. E. Clark, Toronto; 
J. L. Crane, Bridgeburg; A. McGibbon, Pene- 
tang; and B. F. Merwin, Sudbury. It is ex- 
pected that the committee will hold several 
meetings and report upon a definite plan of 
action at a future general gathering. 

The Reliance Lumber Co. (Ltd.), Toronto, 
has been granted a provincial charter, with 
authorized capital of $100,000 to carry on a 
general lumbering business. Wm. O. Gibson, 
Toronto, is one of the provincial directors. 

H. G. Schanche, general woods manager of 
the Abitibi Power & Paper Co., and family, 
have removed from Iroquois Falls, Ont., and 
taken up their residence in Toronto. 

W. H. Harris, president Frank H. Harris 
Lumber Co., Toronto, has returned from a 
month’s business trip to the mills in Missis- 
sippi and Louisiana. Mr. Harris is a member 
of the Harris-Brooks Lumber Co., of Meridian, 
Miss. 

H. L. McLurg, of the Timber Products Co., 
Trenton, Ont., was in Toronto lately and says 
that the new hardwood mill of the company 


~ 
will start operations about the middle .f Jan- 
uary, and will cut during the coming Season 
about 8,000,000 feet. The company’s Sgineg 
railway has been completed, and threc camps 
are being operated this winter. 

Lt.-Col. P. C. McGillivray, who for ‘the last 
two years has been managing director of the 
Dominion Timbers (Ltd.), Toronto, has re- 
signed. 


Denver, Colo. 


Nov. 11.—Snow and cold weather in Colorado 
last week slowed up building, and also Sales 
of lumber. In all sections of the State, retail 
yard business is slow. The State has had 
several snowstorms this fall, unusual for this 
part of the country. Wholesalers say orders 
are scarce. 


Albuquerque, N. M. 


Nov. 11.—From an interview with C, p. 
Stevens, chief engineer for the New Mexico- 
Arizona interests of the Lutcher & Moore 
Lumber Co., Orange, Tex., it appears that as 
yet Gallup, N. M., has not been definitely 
chosen as the location for its extensive manu- 
facturing plants for the Fort Defiance tract. 
With customary foresight it wishes first of 
all, to be assured of ample water supply for 
a long-time operation. Chambers, Ariz, 
equally near the timber supply, and with en- 
tirely down grade route, offers water, site 
and other inducements, but lacks housing 
and urban advantages. Holbrook, Ariz, 
county seat of 1,200 population, has no com- 
petitive industrial payroll, needs wood waste 
fuel supply, and has extensive farming to 
co-ordinate in the maintenance of a large in- 
dustrial force. Albuquerque is also men- 
tioned, although the log haul of 200 miles 
would be unusual. The market for wood 
waste in New Mexico and Arizona is a con- 
siderable item. 

P. L. Grady stopped in Albuquerque Satur- 
day to confer with Col. Geo. E. Breece. He 
is secretary of the National Association of 
Wooden Box Manufacturers, and was return- 
ing from a meeting of the Pacific coast box 
manufacturers at Portland. He states that 
the wooden box business is annually increas- 
ing, due to the general increase in commerce, 
and the outlook for next year’s trade is ex- 
cellent. In the East, box manufacturers are 
dependent on the industries for market, but 
in the West to a greater extent on crops of 
fruits and vegetables, of which there are 
heavy shipments in prospect. 


Tacoma, Wash. 


Nov. 9.—A vigorous effort to obtain the 
reduction in insurance rates promised by the 
underwriters when Tacoma’s new fire boat 
should be in commission, which reduction was 
recently refused on the grounds that the 
boat has an inadequate crew, was planned at 
the regular meeting of the Tacoma Lumber- 
men’s Club yesterday. President Karl B. 
Kellogg named a special committee to take 
charge of the matter. The committee is com- 
posed of W. Yale Henry, Roy Sharp and Paul 
H. Johns. It is planned to obtain the co- 
operation of the other waterfront industries, 
and to put the matter before the city coun- 
cil, urging that the fireboat crew be increased 
to the number required by the underwriters. 
The club discussed the question of hog fuel 
for the proposed city auxiliary steam power 
plant, but action on the matter was post- 
poned pending the preparation of figures. A 
discussion on the proposed grade marking of 
lumber for export was led by W. A. Whit 
man, of the West Waterway Mill Co., Seattle. 
There was considerable difference of opinion 
as to the advisability of the move. 

Tacoma lumber exporters are deeply inter- 
ested in the proposed transpacific lumber con- 
ference which the principal steamship lines 
are attempting to organize in an effort (0 
stabilize lumber rates to Japan, which have 
fallen to the lowest level in many years. 
Most of the manufacturers favor the contfer- 
ence, as the stabilization of rates would tend 
to stabilize the lumber market. It is reported 
nere that all the lines now operating in Japan 
have signed up for the conference or agreed 
to do so. ; 

The door movement from Tacoma to Europe 
is picking up again, and for the last three 
weeks shipments have been heavy. Three 
European-bound ships loaded doors here this 
week, taking more than 25,000. Several larsé 
consignments are booked for shipment next 
week. 

The continued dry weather which has caused 
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ces 
nigh fire hazard to the latest date in the sea- 
gon on ecord, may cause the closing of the 
forests again until rains begin. E. J. Fenby, 
United States district forester, said the situa- 
tion is serious, and has been complicated by 
the opening of the hunting season, which has 
prought many hunters into the woods who 
have already caused several fires. The Uni- 
versity of Washington research sawmill near 
La Grande was threatened last Sunday by a 
fre which started in the Pack model forest. 
w. W. Durham, service architect for the 
John Dower Lumber Co., was elected super- 
intendent of properties for the Tacoma schools 
py the Tacoma school board yesterday. He 
will assume his new duties at once. 

The Washington Box & Veneer Co., of 
Puyallup, will discontinue operations at its 
present location and move to Seattle as soon 
as a new plant can be erected in that city. 
The new plant will employ 125 men and will 
have an annual output of $500,000 worth of 
material. The company has acquired a site 
in Seattle, and will build a plant costing 
$150,000. 


Vancouver, B. C. 


Nov. 9.—The British Columbia log market, 
in common with that of Puget Sound and 
Columbia River, is depressed. Log prices, with 
the single exception of those for high grade 
fr logs are weak. Of high grade fir logs there 
is rarely a surplus and they continue to move 
freely at list price. Low grade fir logs are 
beginning to accumulate. Cedar shingle and 
siding mills are still running approximately 
50 percent of normal, and input of cedar logs 


door plants find demand quiet, too, they re- 


port, with a heavy falling off in building 
operations, 
Two large shipments of creosote are due 


to arrive at the creosoting plant of the 
Charles R. McCormick Lumber Co., at St. 
Helens, one of 200,000 gallons from Japan, 
and one of 500,000 gallons from Europe. 

L. A. Nelson, secretary here for the West 
Coast Lumbermen’s Association, will be back 
next week from a tour of California. 

Cc. H. Wheeler, logs and lamber, with large 
operations in the Nehalem district, has moved 
its offices to the Henry Building. 

Graham Griswold, head of the Griswold 
Lumber Co., is recovering nicely after under- 
going a major operation about ten days ago, 
and is expected to be able to be back at his 
desk shortly. 


Seattle, Wash. 


Nov. 9.—The Puget Sound log price list has 
not been changed. The log market, however, 
shows signs of weakness. Hemlock is in 
poor position, and list prices are not being 
held. Fir is being sold at list in some cases, 
and in others at $1 off list. Because of cur- 
tailed mill production, a stock of logs has ac- 
cumulated that is perhaps a little larger than 
usual. However, loggers are planning a much 
earlier shutdown than usual. This action is 
already tending to prevent weakening in the 
log market. Loggers realize that if mills cur- 
tail camps must also close down, or the supply 
of logs will increase to such an extent that 
prices will go unreasonably low. 

An export firm whose activities embrace all 
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“SMILEING CO. 
PINESPUR LUMBER 


| While climbing up the 
hill road to Blewett Pass 
in the Cascade Moun- 
tains recently, a repre- 
sentative of the AMERI- 
CAN LUMBERMAN not- 
iced a somewhat unus- 
ual sign and stopped to 
take a snapshot of it. 
The sign is fastened to 
the rail of a bridge that 
sparkling 
mountain stream. The 
mill to which this di- 
rects attention is located 
at Liberty, Wash., and 
is a circular mill of 20,- 
000 feet daily capacity 
that manufactures fir 
j lumber. 


crosseé€s a 











as a byproduct from fir operations is sufficient 
to take care of demand. During the last sixty 
days most of the camps producing principally 
cedar and hemlock have suspended operations. 
The hemlock log market is very soft, and 
sales of distressed logs as low as $8 have been 
reported. 

Export sales increased last week, especially 
to Japan. Japanese exchange, for the first 
time in a number of years, is around par, so 
there is an incentive for the Japanese to buy; 
While freight rates to Japan have a tendency 
to go higher. Other markets are not buying 
much, except of clears. The mills are booking 
business to keep them running temporarily, 
and it is the general opinion that there will be 
still further curtailment during December and 


January. 
Portland, Ore. 


Nov. 9.—Lumber wholesalers say that this 
'S about the quietest period they have ever 
experienced, and manufacturers seem to con- 
‘ur with them. Exporters say that the only 
market showing any activity at all is 
Europe, which takes increasing quantities of 
clears from here to be worked up over there. 
Japan and China are not placing many orders. 
Australia and South America seem to be wait- 
ing. Atlantic coast business is reported quiet. 
Demand is just sufficiently below output to 
make a buyer’s instead of a seller’s market. 
Pine lumber manufacturers are in much the 
Same position as the fir men. Wooden box 


Manufacturers here report the market 
Spotted, some lines being in good demand, 
While others are decidedly quiet. Sash and 


the principal markets, characterized business 
as poor. This firm quoted 250,000 feet of 
merchantable and clear to the European mar- 
ket, and in reply received advices that com- 
petitors had quoted 50 cents to $2 a thousand 


under first prices. Another exporter received 
an offer from a Japanese firm of $17.25 for 
medium Japanese squares; the market price 


is $19.50. Cuban inquiries are running about 
average for this time of year, with the usual 
specifications asked. However, price is a big 
factor in closing business. Hawaiian orders 
for the most part call for delivery after the 
first of the year. Stocks in the Islands are 
low and are being kept so. 

That steps to organize a lumber conference 
to bring together lines operating between ports 


on the North Pacific and Japan are being 
taken is admitted here by an official of a 


large Japanese firm. The need for stabilizing 
rates, and thus minimize losses which for sev- 
eral months have been large, is given as the 


reason for organization of a lumber confer- 
ence. 
Rail trade here is spotty, say wholesalers, 


and the market is weak. 


Retail yard sales continue to be about 25 


percent below normal. Local yards are re- 
ducing stocks. The week has shown no in- 


crease in sales. Considerable buying’ has 
swung from out of town mills to local plants 
who truck small orders to the yards. There 
is little winter business in sight in Seattle 
but spring prospects look good. 

Business in Eugene, Ore., is 


(Continued on Page 85) 


quiet. The 


C0 CALIFORNIA Co 











Sugar 


White 





California White Pine 
Arizona Soft Pine 


LOUIS WUICHET, Inc. 


Shop—Selects—Common 
Dimension—Lath-—Shiplap | 
Pattern— Flask | 
WRITE 
712 Railway Exchange Bldg., Chicago | 


Pine | 
quate’) | 
Name 


Fir | 











Lumbermen’s Bldg., 


California Sugar 
and White Pine 
California Redwood 


WENDLING - NATHAN CO. 
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CHICAGO 
Specials West Coast Woods 


Kiln Dried, Run to Special Patterns, 
Mixed cars of Sills, Jambs, Drip-Cap, 
Hanging Stile, Brick-Mould, etc. 


From Our Own Mill at Portland, Oregon. 


Gram- Willis Lumber Co. 


866-74 Larrabee St., CHICAGO, ILL. 
Telephone: Diversey 6306 














Redwood Products 





Redwood Sales Company 


Room 1725, 400 W. Madison St., CHICAGO 








Builders’ Commercial Agency 
1350 Builders’ Bldg., 228 N. La Salle St., CHICAGO 


A rating guide to the contracting trade of 
Cook County and Cook County Dealers 


Telephone Randolph 4893 Collection and Mechanics Liens 








You Can Avoid 
UNCOLLECTIBLE 
ACCOUNTS 


—just as a large portion of the lumbermen do, (also 
those who sell the same trade) by means of Clancy’s 
Red Book Service. 


WITHOUT COST OR OBLIGATION you can de- 
termine whether or not we can help you. 


Write for our FREE Trial Offer and ask for Fold- 
er No. 49 S. 


Also, if you have some bad accounts on your books, 
our Collection Department can probaly get your 
money for you and the cost will be very little as 
as compared with the profit you could make if you 
had the money to re-invest in stock in trade. 


LUMBERMEN’S CREDIT 
ASSOCIATION 


608 So. Dearborn St., CHICAGO 
Eastern Headquarters: 35 S. Wiiliam St., NEW YORK CITY 


O TIMBER ESTIMATORS D 











JAMES W. SEWALL 


Consulting Forester 
Old Town, tet Maine 








TIMBER jasper Lemieux 


rederick Lemieux 


f ESTIMATORS | Fi. Dy 
Lemieux Brothers & Co. 


ESTABLISHED 1906 


1 Bank Bldg., 
1441-42 Canal Book Be g. NEW ORLEANS 











Rees Resawed Fables 


is a collection of the funniest 
prosewritings of ‘the lumber- 
man peet.”” 

It is the everyday experi- 
ences of the lumberman, told 
with a smile. Every lumber- 
man owes it to himself, 


Price postpaid, $1.00. 
AMERICAN LUMBERMAN, Publisher 
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W. W. Brown, of Chicago, proprietor of the 
W. W. Brown Lumber Co., was in Detroit, 
Mich., and vicinity a few days last week. 

M. P. McCullough, of Schofield, Wis., vice 
president and manager of the Brooks & Ross 
Lumber Co., was in Chicago Wednesday. 


R. W. Monger, of Elkhart, Ind., president 
of the Elkhart Hardwood Lumber Co., was in 
Chicago several days last week and this week. 


A. L. Boyd, of La Porte, Ind., secretary: 
treasurer of the W. Wilson Lumber Co., visited 
at Chicago lumber offices on Wednesday of last 
week, 


A. P. Dacus, of Memphis, Tenn., proprietor 
of the Dacus Lumber Co., hardwood lumber 
manufacturer, was in Chicago last week on a 
business trip. 


George R. Hicks, of Kansas City, Mo., presi- 
dent of the Bowman-Hicks Lumber Co., was in 
Chicago Tuesday en route home from a busi- 
ness trip to New York. 


H. D. Foote, of the H. D. Foote Lumber Co., 
Alexandria, La., was in Chicago this week to 
confer with his representative in this territory, 
the Vanlandingham Lumber Co. 


H. R. Suits, of Portland, Ore., general man- 
ager of the Duncan Lumber Co., is on a trip 
to several lumber distributing centers in the 
East. Last week he stopped in Chicago to call 
on a number of the local lumbermen. 


Tom A. Moore, Chicago representative of 
the Pacific Lumber Agency, has moved his 
office from 454 Peoples Gas Building to room 
1064, in the same building. His new phone 
number is Harrison 5542. The mail address, 


as before, is 122 South Michigan Avenue. 


J. T. Wurtzbaugh, of Shreveport, La., presi- 
dent of the Lodwick Lumber Co., was in Chi- 
cago on Tuesday and Wednesday, on a com- 
bined business and pleasure trip. He was ac- 
companied by Mrs. Wurtzbaugh. 


C. E. Klumb, of Brookhaven, Miss., sales 
manager of the J. J. Newman Lumber Co., 
spent most of the week in Chicago, calling on 
the local trade and conferring with Baxter, 
Robison & Montgomery, his company’s Chicago 
representatives. 


Lumbermen users of power transmission ma- 
chinery will be interested to know that the 
Allis-Chalmers Manufacturing Co., of Milwau- 
kee, Wis., has appointed the T. B. Wood’s Sons 
Co., of Chambersburg, Pa., special distributer 
of Texrope drives. The Pennsylvania firm will 
carry a large stock of Texrope drives and 
belts, which will enable it to give efficient de- 
livery service, as well as any necessary recom- 
mendations on types of equipment to be used. 


Edward Hfnes, president of the Edward 
Hines Lumber Co., accompanied by his sons, 
Ralph and Charles, both of whom are officers 
in the Hines companies, left last Monday for 
3urns, Ore. Here they will look over the new 
plant under construction for the Edward Hines 
Western Pine Co. Work on the new plant is 
reported to be progressing satisfactorily, and it 
is expected that it will be ready for operation 
early in the coming year. This will be one of 
the most modern sawmill operations in the 


West. esaeaeaeanaenas 


Believes Sales About Normal 


R. A. Clark, of Seattle, Wash., general sales 
manager of the Bloedel Donovan Lumber Mills 
(Inc.), is in Chicago to spend a week or ten 
days in this territory with E. W. Bache, dis- 
trict representative. For the last two weeks he 
has been in the East, calling on the trade with 
Charles R. Lockridge, of New York City, east- 
ern district manager, Ray H. Hill, Philadelphia 
representative, and J. F. Holmes, Baltimore 





representative, of his company. From Chicago 
he will return to the West Coast. Co: ncerning 
business conditions Mr. Clark had this to gq 
to a representative of the AMERICAN Lumppp. 
MAN: 

“On the Atlantic coast there has been gp. 
siderable talk of business falling off, but afte 
going over conditions it has developed that dy. 
ing the first eight months we shipped a billig, 
and a quarter feet. If this rate is maintaine 
for the rest of the year, the Atlantic Coay 
region will have consumed just about its normal 
amount. Business will probably run heavier jp 
industrial and structural items this year thay 
it did last year, and indications point to a con. 
tinuance of the same demand next year. 

“The western and middle western States, gen. 
erally speaking, are experiencing good business, 
There has been some slight falling off as the 
inventory time approaches, but the indications 
are that this is going to cause con siderably 
heavier buying in the next thirty days, to cover 
spring requirements.” 


A Word of Warning 


lrg m James E. Wallin, of the = bag 
entine Lumber Co., Denver, Colo., AMERI- 
CAN LUMBERMAN has received a a in which 
he says: 

“I wish to take this means of notifying the 
lumber trade throughout the country that | 
have a son, G. H. Wallin, who has been draw- 
ing bad checks and drafts on my account in 
Denver. He sometimes calls himself James H. 
Wallin or J. H. Wallin. As I will not be held 
responsible in any way, I find it absolutely 
necessary for me to protect the lumber fra- 
ternity through this medium.” 


Need Waterproof Airplane Wood 


Members of the Chicago Wholesale Lumber 
Association, in the course of the discussion of 
business conditions which is a regular feature 
of their weekly luncheon meeting at the Boston 
Oyster House, were especially interested in the 
report given by A. J. Gram, of the Gram- 
Willis Lumber Co., last Monday. His firm has 
a rather extensive trade with the airplane fac- 
tories. 

“Our biggest problem right now,” he said, 
“is to find some way to make wood, for use in 
airplane construction, waterproof. It can be 
made 96 percent waterproof, but the other 4 
percent is troublesome. When a pr gets 
down into the tropics, for instance, it absorbs 
moisture if there is any possible place where 
moisture can be absorbed. Wood construction 
makes a stronger plane, but there will be at- 
tempts to substitute metal if waterproofing cafl- 
not be found possible. Aviators prefer the air- 
plane made of wood. But remember the Ford 
all-metal plane. Ford’s name has made it 
popular.” (‘Se aaeaeaaaaaaa 


Preparing a Great Exposition 


Under the direction of Manager B. H. Heide, 
preparations for the annual International Live 
Stock Exposition and Grain and Hay Show, 
to be held at the Union Stock Yards in Chicago, 
Nov. 30 to Dec. 7, are rapidly approaching 
completion. A feature of this exposition eac! 
year is the attendance of a large regs of 
boys and girls from every state in the Union. 
Some 1,500 of these young people come from 
the farms of the land and compete for national 
honors, at the same time acquiring informatio 
as to the latest and best methods in agricul 
ture and live stock raising. Included in the 
thousands of visitors to the exposition 
year are many lumbermen who more and mote 
are beginning to realize the importance to their 
industry of agriculture and live stock. Lum 
bermen in many communities are leaders in if- 
teresting the boys and girls in learning of 
better farming ‘methods, which include, ° 
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course, better farm homes and farm buildings. 
An interesting feature of the exposition is the 
horse show held on each evening, in which 
saddle and driving horses from the leading 
stables in America are put through their paces. 


Another Railroad Buying Cars 


Railroads are apparently confident of a good 
movement of freight in the coming months, for 
they have been purchasing large numbers of 
cars, as reported in recent issues of the AMERI- 
can LUMBERMAN. Now the Chicago, Burling- 
ton & Quincy Railroad comes into the market 
with a call for quotations on 500 automobile 
cars, 200 of which are to be solid-end and the 
other 300 to be equipped with auto-end doors. 
Officials of this road, evidently, expect a good 
volume of automobile sales. 


Hunting Trip Is Successful 


PHOENIX, Ariz., Nov. 11.—Accompanied by 
Frank Park, of the Park Lumber Co., La 
Mesa, Calif., and Earl McCormick, of McCor- 
mick Bros. Lumber Co., San Diego, Calif., 
Hawk Huey, well known commission lumber- 
man, of this city, recently engaged in a suc- 
cessful hunting trip on the Blue River. This is 
an annual event with Mr. Huey and that this 
trip was successful is indicated in the accom- 
sanying photograph. The picture shows: Left, 














Hawk Huey (right) and guide holding spoils 
of hunt 


guide holding white tail buck killed by Mr. 
Huey, and right, the latter holding the front 
leg of a bear that succumbed to the prowess 
of these Iumbermen hunters. All those in the 
party expressed themselves as delighted with 
their experiences on this hunting trip. 


Greece a Quality Market Only 


_ When builders, railroads or industrial plants 
in Greece want lumber of a high quality they 
turn to the American product, but offer no 
market for cheap lumber from this country, 
according to Gardner Richardson, who has just 
returned from a three-years assignment as 
United States commercial attache at Athens. 
He was in Chicago several days this week, 
meeting local manufacturers and others inter- 
ésted in commerce with Greece, and will visit 
other cities in this country before leaving for 
Vienna, Austria, his next post. 

Discussing Grecian lumber consumption with 
a trepresentative of the AMERICAN LUMBERMAN 
Wednesday, Mr. Richardson told why the land 
ancient glory is the sort of market that it is. 
‘or the ordinary house construction cheap 
lumber is used, as a rule, for living conditions 
ae not on as high a plane as they are in 
America. The people generally don’t have the 
money to build fine homes. The land is rough, 
7 ecupations mostly pastoral, and beautiful 
modern houses are not considered necessary. 

ttle manufacturing is done in Greece, and 
Most of the manufactured products are im- 
ported—a large portion of them from the 

-nited States, which now stands first in the 
st of sources of supply. 
are they do build homes, and want the 
ra ted grades of lumber, most of it comes 
countries lavia_ and a few other nearby 
oh s. : ow freight rates and cheap lumber 
ree Possible a price with which American 

men cannot compete. 








“Now that,” said Mr. Richardson, “is the un- 
favorable side of the picture. America can 
compete in quality woods. Ours are among 
the best, whether in hardwoods or softwoods. 
When they want quality wood, they come to us. 
They pay more money, but they get better lum- 
ber. It has fewer knots and other defects. 
And there is a demand, for although conditions 
are relatively low they are on the mend, and 
have improved greatly in recent years. The 
budget has been balanced and the exchange rate 
has been stabilized. Unemployment is not the 
problem it once was, for Grecian industries and 
agriculture have absorbed the large number 
of refugees from Asia Minor that arrived after 
the Smyrna disaster. Several large public 
works have been inaugurated, and in these an 
important share of the materials comes from 
the United States. 

“For just one instance, there is the matter 
of bridges. Railroads when building bridges 
have to use ties that are extra-size and extra- 
strong, and not just the ordinary ties used on 
the ‘straightaway.’ When they build bridges, 
they call for American bids.” 

American products generally, he continued, 
enjoy a favorable market in Greece, because of 
the improving conditions. The large number of 
Greek emigrants who return to their native 
land are imbued with American ideas and de- 
mand American goods. Other factors are the 
funds made available by the constant flow of 
emigrant remittances from America, and the 
relief work done by American organizations for 
Greek refugees. 


New Plant Will Double Output 


PLyMouTH, OHI0, Nov. 11—The Fate-Root- 
Heath Co. (Plymouth Locomotive Works), of 
this city, manufacturer of industrial and rail- 
way locomotives, has just completed a large 
new factory unit of the latest type of perma- 
nent construction. New equipment now being 
installed will double the present output of the 
well known Plymouth gear drive gasoline and 
Diesel locomotives. This company also manu- 
factures gas electric and Diesel electric locomo- 
tives from 20 to 100 tons. 


Assistant Secretary Is Selected 


Edward W. Treen, of Buffalo, N. Y., has 
been appointed assistant secretary of the Na- 
tional Hardwood Lumber Association, and will 
assume his duties in the association’s office in 
Chicago on November 25, acording to an an- 
nouncement by L. S. Beale, of Chicago, secre- 
tary-treasurer of the association. Mr. Treen 
will handle the work of the executive office in 
connection with the inspection department. Mr. 
Seale was in charge of this work until he was 
appointed secretary-treasurer to succeed the late 
Frank F. Fish. 

Mr. Treen is particularly well qualified for 
work of this kind, having had several years’ 
experience at saw mills, dry kilns, distributing 
yards, and with consumers. He is a graduate 
of the New York State College of Forestry, 
is 35 years old, married, and has two children. 
For the last eight years Mr. Treen has been in 
the employ of Taylor & Crate (Inc.), of Buf- 
falo, and in this connection he has made the 
acquaintance of a large number of the hard- 
wood trade, by whom he is well regarded. 


Patents Recently Issued 


The following patents of interest to lumbermen 
recently were issued from the United States Patent 
Office. Copies may be obtained from R. E. Burn- 
ham, patent and trade-mark attorney, Continental 
Trust Building, Washington, D. C., at 20 cents 
each, State number of patent and name of in- 
ventor when ordering: 


_1,729,957. Operating mechanism for veneer cut- 
ting lathes. Frank W. Milbourn, Painesville, Ohio, 
assignor to Coe Manufacturing Co., same place. 

1,729,975. Veneer cutting machine. Earl J. 
Whitaker, Aberdeen, Wash. 

1,730,131. Crate. Peter 
Mich. 

1,730,376. Riving machine. 
Adrain, Mich., assignor to Evans 
Co., Detroit, Mich. 

1,730,464. Connection for veneered panels. Jo- 
seph Levine, Chicago, assignor to Met-L-Wood 
Corporation, same place. 


Flansburg, Manistee, 


Fdward Miller, 
Auto Loading 





CHICAGO 





INLAND EMPIRE LUMBER CO. 
WE SPECIALIZE! 
INLAND EMPIRE PRODUCTS 





Idaho White Pine Englemann Spruce 
Pondosa Pine White Fir 
Fir & Larch Cedar 
Telephone Central 5691 


Room 1606, 8 S. Michigan Ave. CHICAGO 





Winegar-Gorman 
Lumber Co. 


Three double band mills sawing northern 
hardwoods: 


Lake Linden, Michigan 
Marenisco, Michigan 
Winegar, Wisconsin 


Sales Office:— . 
39 So. LaSalle St. CHICAGO, ILL. 





For Big Values in 
HARDWOOD LUMBER 


Send your orders to 


Owned and Operated by 


CISAR BROTHERS 


2357 South Loomis St., CHICAGO 
Telephone, CANal 1830, 1831, 0118 





WHITE STAR LUMBER COMPANY 
811 Roanoke Bldg:, CHICAGO 
Randolph 1069 Mills at Mattoon, Wis. 
Jobbers of Yellow Pine, Fir and Red Cedar 
Manufacturers of HEMLOCK and CEDAR 
Sales Agents for Redwood Manufacturers’ Co., 
and “Soo Brand” Maple and Birch Flooring. 





Kiln Dried 


end Air Driea ENGLEMANN SPRUCE 


We own and represent exceptional quality stocks in 
Engelmann Spruce, Sitka Spruce and Western Pine. 


We represent Nicola Pine Mills,Ltd., Merritt, B. C. 
PAUL MILLER CO. 


LUMBER 
General Offices: 308 W. Washington St., CHICAGO 





PIKE - DIAL LUMBER CO. 
WESTERN WOOD PRODUCTS CO. 


High Grade Western Yard and Factory Stocks 


DOUGLAS FIR — SITKA SPRUCE 


From Our Chicago Yard or Direct From Mill. 





Phone, CANAL 0049 2251 So. Loomis St., CHICAGO 


GEO. D. GRIFFITH Cc. C. HUBBARD 
Telephone: Randolph 2444 


Griffith-Hubbard Lumber Co. 


Northern and Southern 
Hardwood and Pine 


Room 1364, 228 N. LaSalle St., Chicago, Ill. 








Logging Ralph C Bryant 


Have you a problem to solve in logging, lo 
transportation or harvesting tan bark an 
ja py economically? “Logging” will 
tell you how. An invaluable reference book 
= ng superintendents, timber owners, 
e 0 


» $4.50, postpaid. 
: So. D. 
American Lumberman “ Chi ae m 
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te BURNSIDE 


NATALBANY 
MILLS 
PELAHATCHEE STRATEGICALLY 


LOCATED 
tn the region 
of best growth 


In the heart of the region of best growth—the short and 
longleaf territory so classified by the United States Depart- 
ment of Agriculture—five Natalbany mills are cutting 
some of the best timber in the world. 


To produce good lumber you must have good trees. 
Natalbany, therefore, has searched for such trees... and 
found them. Included in our holdings are dense areas of 
virgin pine and extensive tracts of hill pine—“a pleasure 
to the eye and the sawmill man”. 


This process of selection means better lumber for you— 
good, clean lumber that will “build customer confidence” 
and increase sales. It is indicative of the entire Natalbany 
operation—an operation, remarkable for its care and ex- 
actness, that has created for this organization a line of 
steadfast customers who are our best advertisers. 


NATALBANY 


Central Railroad enables us to 

offer you quick deliveries bs LU M B = R < \ N - COMPANY. LT D. 

ee in cases SALE Ss | » fe)r | OF F ICE 
HAMMOND, 4A LOUISIANA 


Long and Short Leaf Southern Pine—Hardwoods 


Quick Delivery 


Our advantageous location on 
the main line of the [Illinois 














MEMBER SOUTHERN PINE ASSOCIATION 
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This Week’s 


Lumber Prices 








Following are f. o. b. mill sales prices as reported from Kansas City, 


Flooring Finish, All 10-20 
1x3” E.G.— B&Better Rough: 
Btr, 10-20... 65.77 | PRO eet 36.00 
ae. ig < pee 51.00 1x8” Fate 36.00 
2, 6-20’.. 31.75 x5 an y 
yale f MOOT cxavece 6.00 
pone ee 42.16 B&Better Surfaced: 
cs, ” 
No. 1, 10-207... 3450 | XG "1111111 dais? 
No. 2, 6-20’.... 23.32 oe ree aoe 9.39 
1x4” F.G.— 1x6 and 10” 54.78 
-20’.., 41.74 7 egr' * 657 
BaP cao. .! B28 | B/AX4, 6&8"... 65.79 
ty ra 10-20’ 94.45 5/4x5, 10&12”. 75.93 
No. 2, 10-20'.... 34, 6/4 & 8/4x4, 
Ceilin GAS" ....:.. 2.42 
& 6/4 &  8/4x5, 
x4", 10-20’— 10R:18" ... 74.86 
Or 32.80 | C Surfaced: 
es rich alee 29.56 1x6” . 44.00 
os athipiateneee 20.98 1x5 and 10%. 52.65 
1x12” .. 61.50 
Drop Siding 
1x6”, 10-20°-— Casing and Base 
SE saubiads 39.91 | B&Better: 
gS Renee 36.35 ee i 7.37 
= SERRE ee: 24.07 5 and 10” 67.00 





SOUTHERN PINE 





Mo., for the week ended Nov. 9: 
Pencing, S18, 10-20 Jambs No. 2 Shortleaf Shiplap 
No. 1— B&Better: i : rE NS we Mo. 2 all 16-30): 
Soe 34.80 1%, 1% & 2x 2x Pug s ae . grrtreres . 
ime” 2200222: 38.29 EO s.ckene TO 12 “itis ae 22.88 Nore (10-303!) 38.75 
No. 2— No. 1 Dimension, 18&20’...... 26.83 my ttnenees 53 
gr ee 18.28 1 2 ” 10" 7.1 1x10 20.80 
° S1S1E 3 i eee 17.17 
We” wexatawn 18.77 12° 17.58 ie. a4 fall "> :30): 

y hort- Long- mies a. SM cence 17.21 
No. 3— og i * eee 18.77 _ oo $3.38 
a 13.43 | oy 4” 109. 36. 89 30-00 18&20’...... 20.30 X10" wo eeeee . 
2 occenwnh 15.04 : 12°. 25.85 30.00 2x 8”, +4 Pea exe age Longleaf Timbers 

P 32.00 '*'** 59°9e | No. 1 Sq. E 
ESSER, SED 'Se Cae 13820") 27-64 30.21 ongaee***** 23.05 | Neg, Obr “and 
No. 1 (all 10-20’): 2x 6”, 10’. 24.78 26.75 2x10”, 10’...... 91.75 under: 
1x8” 34.57 12’. 24.09 25.00 . 12°. ; ‘ ; af 21.23 8” eseececvece 27.97 
1x10” ial i as 38 62 16’. 25.62 26.00 16’. ‘ 23 25 10” eoeeeesees 33.34 
Ses ; 18&20’. 27.36 28.81 etree , SP <a ricwa tee 42.50 
SEG  waswsc 53.33 2x 8”. 10’. 23:93 A18 re 24.08 
No. 2 (all 10 to 20°): "Jor. 93°55 25.50 | 2*12",, 167....-- 24.75 Car Material 
12”. 23.55 25.50 18&20 23.75 
re ee 20.65 2. ee. esac hk |) 6. UU (All 1x4 & 6”): 
Se «*«>awes 21.60 18&20’. 24.21 31.72 Wo. 3 Dimension B&Btr., 9 and 
—a 27.15 2x10”, + oree 37.93 2x4” 16.08 7: " “4 ‘v0 coese 55.50 
No. 3 (all 6-20/): ie. S008 32:75 NS and SP -++> Sime 
1x8") ee eeeees 17.07 seater’ ee gt | Laeegetets 15.73 | No 2 presen ++ SEGS 
ee 7.5 -419" “i y “- ngers 
| enna 18.02 | 212") 1 3122 ne eee Se 90% rt, Tx16& 
No. 4, all widths 16’. 35.00 46.00 No. 1, 3%”, 4° 3.63 
and lengths... 7.50 18&20’. 33.30 .... | No. 2, %”, 4’ 3.15 Sa. om 26 to 28" 59.00 

































ENGELMANN SPRUCE 


Prices f. 0. b. Chicago on air dried Engel- 
mann white spruce boards, D&M, shiplap, drop 
oe and ceiling: 


0 
$56.00 $56.00 $72.00 $87.00 
55.00 hy ee 67.00 82.00 


e rth 50 41.50 49.00 
- 34.00 37.50 37.50 39.00 
- 32.50 35.50 35.50 35.50 
4"&wadr. 4, 6&8” 10” 2" 
., 6-16’....$72.00 $74.00 $77.00 $87.00 
No. 1&btr., 6-16’. 66.00 68.00 71.00 81.00 
Be. 1, GI ccc 62.00 64.00 67.00 177.00 
For 5/&6/4 in No. 2, 4-inch, add $7; 6-inch, 
add $9; 8-inch, add $6; 10- inch, add $8; i2-inch, 
add $6; in No. 3, all widths, add $6; No. 4, $4. 
§Furnished when available. 
*Contains 40 to 50 percent D&better. 
Specified lengths—In Dé&better, No. 1 and 
better-and No. 1, add for 16-foot, $5; for other 
lengths, including 18- and 20- foot, $2. In No. 
2, add for 18- and 20-foot, $2; other lengths, $1. 
Bevel siding, %-inch, odd lengths, 3- to 20- 
foot, but not over 20 percent shorter than 
10-*not- 
Dé&btr., 4-inch..$28.00 BB, 4-inch.......$18.00 
6-inch.. 31.00 Ges: 6% i< 21.00 
was ag ont pine lath, 4-foot: No. 1, $7.75; No. 


4” 
Davie. tr, 6- -16’.. $52.00 
Notr,* 6-16’.. 51.00 
No. 1, 6-16’.. 50.00 
- 42.50 





RED CEDAR SHINGLES 


Seattle, Wash., Nov. 9.—Eastern prices, per 
thousand’ (shingles packed by the square are 
as Am rae | 5 cents over straight car 
prices) f. o. b. mill are as follows: 


First Grade, Standard Stock 


Straight Mixed with 
cars cedar lumber 
.$ 2.00@ 2.20 $ 2.10@ et 
0 





Extra stars, 6/2. 


Extra clears, 5/2. 2.25@ 2.4 2.40@ 

ME. + chap aee nes 0@ 3.40 3.35@ eh 
Eurekas ee 3.40@ 3.50 3 He 4 3.6 
Perfections ........ 4.30 4.50 4.25 4. 0 
Re ae 8.50@10.00 8.50@10.00 
Dimensions, 5”, 5/2. 2.90@ 3.25 


First Class, Rite-Grade Inspected Stock 


Extra clears, 6/2....$ att 2.35 
Extra clears ....... 2.90 3.10 
Fo 3.50@ 3.60 
PIII noc civic bolas 4.00 


.0 
4.55@ 4.75 

Second Grades, Standard Stock 
Common stars, 6/2. ” 1.10@ 1.25 $ 1.20@ 1.25 









Common stars, 5/2. ‘ 45@ 1.55 1.50 
Common clears.....- 2.05@ 2.10 2.15@ 2.20 
British Columbia Stock, Seattle Market 

XX edeie'it ies lh.+' ave oe e$ ye 







eee enee 





INLAND EMPIRE PINES 


[Special telegram to AMERICAN LUMBERMAN] 


Portland, Ore., Nov. 13.—Following f. o. b. 
mill prices on actual sales were reported to 
the Western Pine Manufacturers’ Association 
by members during the three days ended 
Wednesday, Nov. 13. Reports of prices shown 
on §$2S include sales of stock worked other 
than S2S on which the prices have been re- 
duced to an S2S basis by using the working 
charges shown in the Western Pine Manu- 
facturers’ Association lumber price list of 
July 15, 1926. Prices of selects and random 
length larch and fir include sales of specified 
length stock with the prices reduced to the 
random length basis by using the sorting 
charges from the same list. -Averages include 
both direct and wholesale sales. Where prices 
shown are net to wholesaler they have been 
increased by 5 percent of the estimated mill 
price. RL means random length. AL means 
all lengths, regardless of whether random or 





specified lengths are called for. Quotations 
follow. 
Pondosa pine— 
_ 10” 14° 
$48.25 $64.07 $82.00 
aaadee kes 69.27 
38.50 mr: ape 
26.64 25.96 31.68 
21.69 21.04 21.68 
ee vars 15.50 
34.72 
36.25 
26.25 
19.75 
$49.00 $59.00 $84.00 
46.90 51.74 75.58 
35.07 34.76 41.28 
o. 3 25.72 25.09 30.00 
No. 4, all widths print oie 25.00 
Thick selects— Cc D 
PO ciccaa bane wae ee meee $48.16 
DE a Soe ha co he wees karad om & Od 76.00 
Larch and Pir— 
6” a” 10” 1 ” 
Dimension $19.15 ei $18.88 





POPLAR BEVEL SIDING 


Louisville, Ky., Nov. 12.—Prices remain 
steady, but demand is rather quiet. Quota- 
tions, f.o.b. Louisville, read: 

No.1 No. 2 


rae Select oo com. 


4-inch 24 











[Special telegram to AMERICAN LUMBERMAN] 


Portland, Ore., Nov. 12.—F. o. 
on actual sales of fir, Nov. 
reported by 
Davis Statistical Bureau, were as follows: 


only, 


B B&btr Cc 
NE a bid eka Neie a « wane wey) one 
ee ‘ 00 nee 
ON xe cleiraware jin 42:50 
Flat Grain Plooring 
Be ocd Saree nae as 23.25 20.50 
an 34.00 33.00 cae 
Mixed Grain Flooring ; 
ror ere tee .++ $16.00 
‘Ceiling ( 
a ee 23.50 16.75 
Ee “Sweciee bonws 23.25 16.75 
Drop “Siding, 1x6” 
a eee eee he 33.25 28.00 celal 
SES Keanu cee aes 33.25 27.00 er 
WE oc eau aete EDS 19.00 
Finish, Kiln — ana Surfaced 
1x6” 1x8” 1x12” 
re en $45.00 $46.75 $60.00 
Common Boards and Shiplap 
1x6” 1x8” ixi@” 1x12” 
eS ee ee $16.00 $17.25 $17.50 $20.50 
: OO a ree 12.50 11.25 11.50 14.50 
le Ee -aertinkvas wee 8.00 9.00 9.00 re 
Dimension 
12’ 14’ 16’ 18’ 20’ 22&24’ 26-32’ 
No. 1, 2” thick— 
4” .$17.25 $17.25 = 4 $20.00 $19.25 
6”. 16.75 16.75 25 18.25 18.75 $22. 25 $23. 00 
8”. 17.25 17.50 18, 75 19.50 19.50 21.50 30.00 
10”. 18.25 18.00 19.75 18.50 19.00 22.75 20.50 
12”. 18.50 18.75 19.25 19.50 18.00 21.50 24.75 
sxe", 8, $36.76; 10’, $17.75: 3u6", i0',. Give 
Random— 2x4” 2x6” 2x8” 2x10" 2x12” 
No. 2 aa 75 - 75 wis. 50 — - vee 75 
No. 3 7.25 00 
No. 1 p..e ‘?imbers 
328 to 42187 to 30’, aurfaced ....ccec. $20.50 
Sue to 22eiS to 40 COU. coco csecenes 17.75 
Ges te TERIS” te 60, GUEEROOE wn cececes 20.50 
Fir Lath 
Ma, b, B RE Bic cco ven ccnwsedioenken $2.75 
B&better, Flat Grain Car Siding, 9 or 18’ 
ST gis hdd RHA RRR ROR ae $33.00 
DS Saks adie oS wow 6d bACW OS REESE SENS 39.25 


DOUGLAS FIR 








































b. mill prices 
8, 9 and 11, direct 
West Coast mills to the 


Vertical Grain Flooring 





SOUTHERN PINE TIES 


New York, Nov. 


tions 


New York: 


All 8’ 
7x9” 


11.—Following are quota- 
on southern pine railroad ties f. o. b. 


6" — 


ee ee 





re ee ee 


eee eee eee eee eee eeeeeeeeeee 
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WEST COAST SPRUCE 


{Special telegram to AMERICAN LUMBERMAN] 


Portland, Ore., Nov. 12.—The following are 
prices for mixed carlots prevailing here today: 


Finish— Factory stock— 
BMGE- cocsees $65.00 4/4 ...$33.00@35.00 
1x4—10” .... 60.00 5/4 . 35.00@ 36.00 

~~ siding— 6/4 . 36.00@40.00 
%*x er ce theta 27.00 8/4 


. 87.00@40.00 
ox", Flat gr. 26.00 Lath 4.00 
Vert. gr. 31.00 Green box 16. 50@19.00 


WEST COAST LOGS 


{Special telegram to American. LuMBERMAN] 

Portland, Ore., Nov. 12.—Log market quota- 
tions: 

Fir, yellow: No. 1, $22@23: ae 2, $17@18; 
No. 3, $12@13; peelers, $2832 

Fir, red: Ungraded, $14@1 
$15@18. 

Hemlock: Ungraded, $9@11. 

Spruce: No. 1, $26@32; No. 2, $20@24; No. 
3, $13. 


Everett, 

Fir: No. 

Cedar: 
ber logs, 3. 

Hemlock: No. 2, $12; No. 3, $10. 

Spruce: No. 1, $26; No. 2, $19; Ne. 8, $13. 








Wash., Nov. 9.—Log quotations: 
1, $26; No 4%, $19; No. 3, $13. 
Rafts of shingle logs only, $19; lum- 


Vancouver, B. C., Nov. 9.—Latest log mar- 
ket quotations are as follows: 

Fir: No. 1, $22; No. 2, $16; No. 3, $11. 

Cedar, shingle booms, $26; $20 and $11. 

Hemlock: $11. 





NORTHERN PINE 


Duluth, Minn., Nov. 11.—Following are 
prices on northern white pine f. o. b. Duluth: 


Common Rough Boards and Fencing— 


10&12ft. 14 ft. 16 ft. 

wee Sy SS cvecesens $49.00 $49.00 $53.00 
1x 5 or 6”.... 51.00 51.00 53.00 

SED cteseves 55.00 55.00 53.00 

SESS cacceens 61.00 58.00 57.00 

BRIS cocvcese 83.00 81.00 81.00 

NO. S, 1S O cccccdes 38.00 38.00 43.00 
1x 5 or 6” 39.00 39.00 42.00 

Be ‘ssceseccs 41.00 40.00 39.00 
er 43.00 41.00 39.00 

BETS” ccocsens 53.00 49.00 48.00 

ay ee  ccnenses 28.00 28.00 29.00 
1x 5 or 6” 30.50 30.50 32.00 

1 » peebewes 33.00 33.00 33.00 

15107 ..cccces 34.00 33.00 33.00 

ER1Z” .ccccecs 36.00 35.00 35.00 


For all white pine (Pinus Strobus) Nos. 1 
and 2, add $1; for S1S or S2S add $1. For 
resawing add $1. S4S, add $1.50. Flooring, 
4- and 6-inch, add $1.50 to price of fencing. 
Ceiling, %- and %-inch, same price as floor- 
ing. Drop siding, add 50. cents; partition, add 
$1; well tubing D&M and beveled, add $2, to 
price of flooring. 

No. 4, mixed, 6-foot and longer, 4-inch, $26; 
6-inch, $28; 8-inch, $29; 10-inch, $29; 12-inch, 
$30; 1x4-inch and wider, $28.00. 

No. 1 Piece Stuff, $51S1E— 
10’ 12’ 14’ 16’ 18&20’ 


2x 4” ....$35.50 $33.50 $32.50 $33.50 $35.50 
2x 6” .... 33.50 33.50 32.50 32.50 34.50 
2x 8” .... 35.50 35.50 33.50 33.50 35.50 
2x10” .... 37.50 38.50 38.50 38.50 39.50 
2x12” .... 38.50 39.50 39.50 39.50 40.50 


No. 2 piece stuff, $3 less than No. 1. For 
rough, deduct $1. For D&M, add $1.50. 


Siding 4- and 6-inch, 4- to 20-foot— 


Canadian 

B&btr. Cc E Cé&bdtr. 
 cceunae $41.00 $35.00 $25 00 $15.00 $32.00 
tease we 45.00 40.00 30.00 138.00 34.00 





WISCONSIN HEMLOCK 


The following are f. o. b. mill prices: 
Wo. 1 Hemlock Boards, 51S— 
8’ 10,12 &14’ 16’ 


De -viveesevesceakes $28.00 $29.00 $30.00 
BE ¢ereeeesecuavece 31.50 32.50 34.00 
De Leteecensadweme 32.50 33.50 35.00 
DEE <b ebedensbeveviews 35.00 36.00 37.50 
er 36.00 37.00 38.50 


For merchantable S1S deduct $2 from price 
of No. 1; for No. 2, deduct $4. 

For shiplap or flooring, add 50 cents to 
prices on No. 1 boards, 

Crating stock, S1 or 2S, 6” and wider, 6’ and 
longer, No. 2, $28; No. 3, $23. 


No. 1 weaiose Dimension, —s 


10’ 14’ 16’ 
2x 4” $32. 00 $32.00 $32. 00 $31.00 $33.00 
2x 6” ... 30.00 31.00 31.00 31.00 32.50 
2x 8” ... 31.00 32.00 32.00 31.00 32.50 
2x10” ... 31.00 34.00 35.00 35.00 34.00 
2x12” ... 31.00 35.00 35.00 35.00 85.00 


For No. 2 dimension, deduct $3 from price’ 


of No. 1, 





WESTERN RED CEDAR 


Seattle, Wash., Nov. red 
cedar siding in mixed cars, new bundling, 8- 
to 18-foot, f. o. b. mill: 


Bevel Siding, 12-inch 





“a” “BR” 

ONE astecsesnevan $30.00 $27.00 $20.00 

Da sree heawwewen 31.00 26.00 23.00 

ONG «recdveneenas 35.00 32.00 23.00 
Clear Bungalow Siding 

%-inch %-inch 

a PP eee era ee $48.00 $39.00 

EE -ukwuaeed hhh deca ewe 56.00 43.00 

SIGE sieddenheaweenensnees 65.00 eee 
Clear Finish, 8- to 16’ 

S2or4S Rough 

SNE ighwihenewvaknataweoun 75.0 $ 71.00 

DGG . stunedatene wkGreckevess 80.00 76.00 

eee Oe Me” coda csenens acne 90.00 86.00 

Se OO Oe . bp be vende sccancs 105.00 101.00 

Clear Ceiling or Flooring, One Side V or B 

BES GE GO, FE BO BM ccc cc vscdcccoss $45.00 
Discount on Moldings 

Made from 1x3” and under......sccccees 50% 

meee BGG GE BURR 6 x xccccen cesses rues 40% 


For 50,000 feet or more, additional dis- 
count 


Clear Lattice, S45, 4- y 
100 lin. ft. 
TM” sc cngedvadcenkavedevk sctecanaewes - » 
SG”§ Vexdeeinssdeeeensede ns eekvadaanes 4 
[a iacaceumsenea saa teed eeme eeeakae te 50 





ARKANSAS SOFT PINE 


Following are average sales prices, these 
f. o. b. mill figures being based on shortleaf 
weights, obtained by Arkansas soft pine mills 
during the week ended Nov. 9: 


Plooring 

1x3” 1x4” 
Edge grain—Bé&better ....... $61.25 $61.75 
Flat grain—Bé&better ........ 39.25 40.75 
| Ye err 34.50 
i eaten ‘a 24.25 

Partition and Siding 
Drop siding, B&better, 1x6”............ $39.25 

Pinish and Moldings 
Finish, 1x5&@10” B&better.............. $57.25 
Finish, 5/4x5&10” B&better............. 64.00 
eT en EU o—"“Pe se ere eee 62.25 


Discount on mouldings, 1%” and under. 56% 
1%” and over.. 39% 
Boards and Shiplap 


3oards and shiplap, 1x 8” ". eee $34.00 
Dae =. ae Rav eedens 26.25 
ee, oe oe dwn me's eew mace 21.25 
es Bl 5 eee Ba bicapwenesseaesedares 17.75 
Dimension 

pee.. 3, Se OT, Boe Be BO cio cccccvececeve $24.50 
es ee ie a os atacal en ws 25.00 
ee eae 33.50 
ee" O0DlcC—laae 22.50 
2x12”. a Ree 21.25 

Lath 
ics SRN oni ad's poe ah eh a aie ya aR $4.30 





CALIFORNIA PINES 


San Francisco, Calif., Nov. 9.—The follow- 
ing average wholesale prices f.o.b. mills, those 
on commons covering 1l-inch stock only, were 
reported by the California White & Sugar 
Pine Manufacturers’ Association for. the 
period ended Nov. 5: 


California White Pine 
All widths— 


No. 1&2 clr. C sel. D sel. No. 3 clr. 
Ieee $67.40 $64.75 $52.15 $37.75 
Pe ssaaeee 69.65 63.80 49.65 52.80 
oe Gsctenn 65.65 56.55 42.40 53.85 
eee 75.35 66.05 51.55 64.35 

California Sugar Pine 
OM vecswae $93.10 $82.95 $63.20 $51.30 
ee: o> caleun 86.30 74.95 57.20 60.95 
| aes 84.50 65.55 49.55 60.00 
Oo as 97.35 79.75 66.15 76.70 
White Pine Shop _ Cedar ; 
Inch common...$30.95 Pencil stock...$24.50 
No. 1, 5/4xa.w.. 40.00 Mixed Pines 
No. 2, 6/4xa.w.. 26.15 Com.— No. 2 No. 3 
Panel, C&better | ees $26.05 $19.05 
56°28.W. «cee 81.50 -  “seuere 26.35 20.75 
Sugar Pine Shop 10” nvces Te maa 
= a 28.80 21.85 
Inch common. be xt Box— 
No. 1, 5/4xa.w. 45.10 N 99 50 
No. 2° 6/4xa.w.. 30.70 2 ae 
White Fir Siding, 1 x6”"— * 
No. 3&better, B&better seks gt 
el” errr SOE gi ress hs ese ts = 
y on a RE 
No. 2&btr. No. 1 3.40 
dim., 1%xa.w. 18.45 —_s. 2°50 
Australian No. 1 dim., a 
ee $50.45 1Ynx4” «0.0 22.15 
OER. si 0cces 48.15 =«§-- ”_— wena eeeees 19.85 
Ok 43.90 Douglas Fir 
Ss ceccces 53.15 C&better ...... 40.40 





November 16, 1929 


NORTH CAROLINA PINE 


Following are typical average f. o. b. Nor- 
folk prices made during the period Oct. 16 to 
31, as reported by the North Carolina Pine 
Association: 


Rough 
Edge, 4/4— 
ES 6g. bai bd kin Ob ah tee Saw are wince wind $45.60 
TEE ed ew eh whe Wea oe OMe Wawa 30.60 
RN diets chica adic aie ads ao aaa seater » 24.45 
ET es he a Boas ae & arc in ocala rea 19.90 
No.1 No.2 
Better No. 1 box box 
OT ore $45.40 cnere een tei 
C!S 44.40 ee neue 
BS Sete dinar 46.10 $35.75 $27.40 $22.30 
Pw crsenekeany 48.10 oe cece aes 
tw aoe ac ondcare 48.35 37.20 27.10 22.10 
= Er 50.05 40.60 29.20 22.55 
Be sven csveune 64.70 46.05 30.70 22.95 
Edge B&better— 
nh asain ake qecnlak hk ek lw SAR We Wa a waa $47.85 
ase cacigt il chl ein iste oy eng ot Share sa Gi a Sacre 63.30 
SEEN |. «cc galt aida ae wren iain Gee are o kieleoere Gane 67.50 
EE! Socwreges apatite Silica be sic Ow Rew oa ee al aca 53.40 
Bark Strips— 
ES A Sr a re ee aoe $31.40 
ee Ns o-Ke ces CUD ERA swe eeeens 19.75 
Dressed 214%” 3” & 
Flooring— Wider Wider 
ger er rrere $41.40 $40.55 
No. 1 common, }#”...... 26.80 36.60 
No. 2 common, }{#”...... 27.10 27.00 
2 ” 3% 
a 40.00 40.90 
B&better bark strip partition........... $33.90 
Box bark strips, dressed....... Khana - 20.90 
No. 2 *Air 
Roofers dressed dried 
ge ee eee 23.50 $18.00 
Ee RR SS ae aes 27.00 18.80 
BE bie wa: a oe OR eteiw eke ated 28.15 19.15 
ET 6 wt als Greens cone Ooms 31.30 18.80 


*F. o. b. Macon, Ga. 





APPALACHIAN HARDWOODS 


Cincinnati, Ohio, Nov. 11.—Average whole- 
sale prices, carloads, Cincinnati base, on Ap- 
palachian “soft texture” hardwoods today: 


4/4 5/4&6/4 8/4 
QUARTERED WHITE OAK— 
$140@145 $150@155 $155@165 
eee 105@110 110@115 115@120 
No. 1 com 80@ 85 85@ 90 90@ 95 
No. 2 com.... 45@ 50 54@ 59 55@ 60 
Sound wormy. 45@ 47 54@ 59 57@ 62 
QUARTERED RED OAK— 
EE wea peied xe $115@120 
No. 1 com.... 65@ 70 
No. 2 com 45@ 50 
PLAIN WHITE AND RED OAK— 
Te sseueeced $ 95@110 $100@120 $120@135 
Selects ...... 70@ 80 80@ 85 tt tees 
No. 1 com 60@ 68 68@ 73 85@ 9 
No. 2 com.... 40@ 45 48@ 55 55@ Be 
No. 3 com.... 26@ 28 27@ 29 33@ 38 


Sound wormy. 49@ 61 59@ 62 62@ 67 
Basswoop— 


Pe atseadier $ 78@ 80 $ 78@ 80 $ 88@ 93 
No. 1 com.... 57@ 60 62@ 67 70@ 75 
No. 2 com.... 32@ 35 387@ 42 42@ 47 
CHESTNUT— 
a Aixenewe $ 80@ 85 $ 95@100 $105@113 
No. 1 com.... 48@ 54 54@ 59 60@ 65 
No. 3 com. 22@ 23 23@ 24 23@ 24 
Sd. wormy and 
No. 2 com. 32@ 34 36@ 38 38@ 40 
No. 1 common 
& Better, 
sound wormy 35@ 38 38@ 40 40@ 42 
BircH— 
Ieee Tatiana $105@115 $110@120 
No. 1 commo 
and sel. . 60@ 65 65@ 70 70@ 75 
No. 2 com.. 35@ 37 40@ 42 42@ 44 
BEECH— 
SRA $ 60@ 65 $ 65 70 $ 70@ 75 
No. 1 com.... 40@ 43 45@ 48 45@ 50 
No. 2 com.... 25@ 28 28@ 30 30@ 33 
PoPLAR— 
Panel & No. 1 
13” & wider $140 $150 $160 
Pe cca cane 60 195 120 130 
Saps & sel... 80 95 110 
ma © seses 0 65 70 
Se oy See $ 330 41 45 47 49@ 61 
eS eee 3 35 36 38 388@ 40 
MAPLE— 
ere $ 80@ 85 $ 85@ 90 $ 95@100 
No. 1 common 
and sel. ... 651 56 65 70 18@ 82 


No. 2 com.... 34 39 40 45 


47@ 51 
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NORTHERN HARDWOODS 


Following are prices of northern hardwoods, f. o. b. Wausau, Wis.: 


Sorr MapLe— 


HarD MAPLE— 











AsH— 

FA Sel. No.1 0.2 No.3 4/4 .... 65.00 55.00 43,00 26.00 20.00 FAS Sel. No.1 No.2 . No.3 
a... 00 $ 60. M4 $ 55.00 $ a 00 $ 22.00 5/4 70.00 60.00 50.00 33.00 21.00 4/4 ....$ 70.00 $ 60.00 $ 50.00 $ 38.00 $ 17.00 
5/4 . 80.00 70 65.00 1.00 21.00 6/4 84.00 74.00 62.00 35.00 21.00 5/4 .... 82.00 67.00 652.00 40.00 20.00 
6/4 95.00 0:00 65.00 41:00 21.00 8/4 . 93.00 83.00 70.00 39.00 21.00 6/4.... 87.00 . 72.00 657.00 36.00 20.00 
8/4 105.00 90.00 75.00 45.00 22.00 8/4 .... 97.00 82.00 70.00 39.00 21.00 

panes” AS S022 Hee atees Sao ekan 2 
BircH— 4/4 .... 80.00 55.00 27.00 19.00 tees -00 -00 — eee 

4/4 90.00 70.00 45.00 30.00 21.00 sé aes bret 60.00 30.00 20.00 16/4 .... 165.00 145.00 130.00 . 

5/4 93.00 73.00 54.00 38.00 22.00 6/4 .... 90.00 65.00 30.00 *20.00 Add for 8-inch and wider, $12; 10-inch and 
6/4 96.00 76.00 60.00 40.00 22.00 8/4 .... 95.00 75.00 38.00 *25.00 wider, $30; 12-inch and wider, $40. 

8/4 100.00 80.00 72.00 47.00 23.00 10/4 .... 105.00 85.00 52.00 ... Regular stock contains 50 ‘percent or more 
10/4 110.00 100.00 90.00 60.00 ses 12/4 ..., 115.00 95.00 57.00 *30.00 14 and 16 foot, and the following percentages 
12/4 .... 115.00 105.00 95.00 60.00 *Bridge plank. of 10-inch and wider, 4/4, 10 percent; 5/, 
3/4 ...- 79.00 cae yt eye and 8/4, 20 percent; 10/ to 16/4, 30 percent. 

5/8 .... 76.00 . . . ‘+++  Basswoop— Harp MapLe RovucH Fioorine Stockx— 

For 10-inch & wdr., add $30; 8-inch & wdr., 4/4 .... 72.00 62.00 50.00 31.00 24.00 No.’ 1 No. 3 No. 3A 
add $15; for 5 inch & wdr., 8-foot & lgr., 5/4 .... 75.00 65.00 54.00 34.00 26.00 m. com. 
add $2. 6/4 SA00 TESS 5E00- BEOO BEM OIF cic cccccccccncezecced $48. 00 $38. "00 $28.00 

Price of No. 2 and better, 4- and 6-foot 8/4 Sane TERR GORE - BER RCRD BE csiweevscicsssacescas 50.00 40.00 30.00 
lengths, $32. for select red, add $15. 10/4 90.00 80.00 65.00 45.00 dee MMs cobtr ens smnernagsmte 57.00 40.00 30.00 

Rough birch, 6- to 16- foot, 1x4-inch, sie Snes 12/4 100.00 90.00 75.00 55.00 BEECH— No. 2 and 
lear, one an wo face ear, 5 - : 
foah, two face clear, $90; one and two face Ney ee of 4/4, oP = pny ane mg Fas’ $82: 4/4 esa 

by ‘e.' & ae |, Seen ee ee eT Ie er oe 4 
clear, $70; run of pile, $68. No. 1, $68. 2 LR OEE DR CAS RE DE TE 47.00 
Sorr ELM— One and two face clear, 6- to 16-foot, 1x4- FAS Sel. No. 1 No. 2 No. 3 

FAS Sel. No.1 No.2 No.3 inch, $68; 1x5-inch, | ee $70.00 $60.00 $50.00 $35.00 $22.00 
4/4 ..-. 68.00 58.00 48.00 26.00 22.00 Rep Oak— END DRIED WHITE MAPLE— 

5/4 .... 72.00 62.00 50.00 28.00 24.00 FAS’ No. 1&Sel. 
6/4 .... 83.00 73.00 60.00 30.00 23.00 4/4 ....-100.080 80.00 G6B.00 40.00 17.00 4/6 ....cccccccnccccccnecss $ 95.00 $80.00 
8/4 .... 88.00 78.00 65.00 36.00 23.00 GG 2.2 10600 SEBO TOP 4000 PEBR CI oo vbcicsbncvcececkbedt. 102.00 82.00 
10/4 .... 95.00 85.00 70.00 40.00 be G/t ...+ T3000 FOSS TEGO “S000 BROR 6G a iprevncicvec vevsccenevas 107.00 87.00 
12/4 .... 100.00 90.00 75.00 45.00 S16 2.00 TRC TES SOAR CRD BEBO BE avin vnvkavizciccacacececes 117.00 97.00 

Following were sales prices of southern hardwoods during the week ended Nov. 5, Chicago basis: 

7p GUM— 4/4 5/4 6/4 8/4 Rep OaAk— 4/4 5/4 6/4 8/4 
a BN ke ree | cree renee 94.50@ 98.25 Qtd. FAS... 61.50@ 67.50 ...... ed Ee: ; semen 

No. 1&sel. 57000 57.50 61.00 63.00 65.50@ 65.75 PO en Mo eed bt Ohi 30 Me euseen tae he 
We S585 DRC MEE: cayttinrestik Sahvarwew ace. siecaseves eon Pin, FAS... 69. 00@ 77.50 83.00@ 93.25 90. 25@ 104. 25 99. 00@122.25 
Pin. FAS... 93.50@113.75 100.00@102.25 98.00@124.00 98.50 (No. 1&sel. 51.25@ 60.75 ............ 3.75@ 84.50 
No. 1&sel. 51.50@ 58.00 58.00@ 62.00 57.50@ 64.00 67.00@ 70.00 ee Sas nee ae... t  csacwsee Ce 
No. cag SE DEE be eceeneeese eedvesesear Heverenee eee MIXED OAk— 
FIGURED RE > Gum— we. Wormy,. S700 16:00 C605... .  icchanebdesed crsdastuawae 
ee ee re Cscidvccesd S040 Sealen ee) ee nneeenens No. 2 and 
—- Dee Cen =~” CLeeRRSRECRES SORES ROE) Sea ae eS a mae"  hadeevevass oGapeemeeeoek 
Sap GUuM— POPLAR— 
Qtd. FAS... 63.50@ 67.50 .......-+0+- 67.25@ 69.50 67.00@ 78.25 Cen, a porn ee Jo ee 
No. 1&sel. 47.75@ 61.25 50.50@ 53.75 52.50 53.75@ 58.75 Saps . 60.00 eee Cree eee 
Pin. FAS... 57.50@ 67.00 60.00@ 69.25 $3,000 66.00 73.00 ss OU Mg iced sine: swubiace ante aecaleior. ~cararblacgietnieloane 
No. 1&sel. 42.50@ 52.50 49.50@ 56.25 46.50@ 50.25 58.50 No. 2 GE EI) ceca GG cE Cao OL Be aoe 
No. 2..... 26.00@ 32.50 29.50@ 30.50 28.00@ 28.50 22.00 No. 2-A oe, Be ree ee em 
 Bioinas 20.00@ 21.00 23.50 21.00 21.00 No. 2- A... 27.50@ 385.26 80.28@ 80.50 (020i cii Stiri 
ear Gio. NSS EON RR Lee eee RG 

Qtd. FAS... 51.25@ 56.25 53.50@ 56.25 54.50@ 58.75 56.00@ 58.00 AsH— 

No. 1&sel. 42.50@ 44.75 43.00@ 46.25 .......cc00. 48.00 ere 69.50 94.25@101.25 95.25 |  ....cccx 
me. 2.3.5 See Ge. SON”. abeneversscss. wenceeeevens Pr LO, BOO BED occ taco ee he sees aacskn ue 65.25 — 

Pin. FAS... 44.50@ 68.00 ..cccccccses | Se se eee Sort MAPLE— 

No. 2... 34.50@ 38.00 ....cceceeee 43.00 +=§— = = ———§ cesceccceces FAS Se coe ee 93.75 ata 
No. 2..... 28.25 PY” <vccaucadus * aiuueaeeene No. 1&sel. 56.25 ci Penaniakce WAbareeeCubae ~xacene tee 
TUPELO Sorr ELmM— Fintan s 
me, ee, SE. deemed epiatiowcenns 55.75@ 56.25 gE ee 53.25 
Se Se 5 Upteeenseeee -steartanrows 45.75@ 46.25 Se xsha ENEGRV Rese shapeverevar. Sakautesics 32.00 °° 
Pin. FAG... 49.00@ 60.75 ...ccccccecs pee COTTON Woop— : 
No. 1&sel. 35.50@ 42.75 .....ceceee ee °° eee ee No. 1&sel. 36.25@ 40.75 39.00@ 39.50 ..........20 cacccecccce 
i isa. |) 8 | +tt0 0 20eedaes, een Cheebeete> easenwebe sen NG. S.0++< 58,00 36.00 Se) OP eo eee 
WHITE OAK— No. 3..... 24.00 ae «6 UR cikhae eee eee 
Qtd. FAS...125.00@138.75 135.25 140.25@154.50 149.25 ieee ee ee 
Mo. timel. TESEO GOGO ocicosddcses i oer RO a: atamrnra canna See li’ SOAs. wd ee 
Pin, FAS... 85.00@ 97.75 101.25@107.00 111.25 124.50@132.25 ja EN a laa S|). © «abeceae abs) uaa 
No. 1&sel. 53.00@ 62.50 60.25@ 67.25 71.25 79.75 i. eeenereree: 60.00 saceGsbenuen kane 
Ck Sioa Sn coastecensiae --pavakbetsen Ouawemndeaes ap ee I i ee re NT i. 
a. © ee; EE” wiicercadeone ‘“sxarecaunans > cehweweaney ” eee CEE DOU. Boies itech. xiennehciciakiis 0 “eaten Sea 
SO. Bicdec I ckSivease due lsetactusamues owctbeesenes Me £.... 8658 36.00 30.50 reeks 





PHILADELPHIA PRICES 


Philadelphia, Pa., Nov. 11.—Wholesale prices 
secured from authoritative sources exclusively 
for the American Lumberman are as follows: 


Southern Pine, Merchantable—1905 
(Dock Delivery, Philadelphia) 
Mississippi 


Southern Northern and 

Florida Florida Louisiana 
S&4x4" 1... $42.00 $43.50 0.00 
le 41.00 41.50 50.00 
SS ed a aecunt 42.00 43.50 50.00 
= 52.00 51.50 52.00 
i 50.00 48.50 52.00 
| yi 62.00 63.00 63.00 
et gil 58.00 60.00 60.00 
re 68.00 66.50 72.00 
5&14x1l4” ...... 54.00 53.50 68.00 
eee 80.00 ‘S83 83.00 
CSOMEO” nc0sse'0 73.00 ark 78.00 


Lengths 22 to 24 feet, add $2. 

Each 2 feet additional, add $1 to 22-foot 
price. 

Each 1 foot over 32 feet, add $1. 
Longleaf Pine Flooring, 25/32x23g-inch Face 

(Rail Delivery) 
B&btr. ht. rift.$95.00 No. 1 sap flat. .$42.50 
B&btr. sap rift. 80 00 No. 2 sap flat.. 30.00 
B&btr. flat.... 52.00 No. 3 sap flat.. 20.00 
Air Dried No. 2 Common Roofers 

D2&SM— D4S— 
1x6” (%x5%”).$25.00 1x10” (%x 916”).$27.50 
1x8” (%x7%”). 26.50 1x12” (%x11%”). 28.50 


Shortleaf Dimension, S4S, %4-inch Scant, 
10- to 16-foot 


er $30.50 ee $31.00 
eer ee: ae 32.00 
BO vcntadenie 30.00 
North Carolina Pine Flooring 
No. 2&btr. No. 3 No. 4 
Beeee”™ PEE. 6 2<e ss $66.00 $61.00 a 
#x2%” flat........ 41.00 37.00 $28.00 


Kiln Dried North Carolina Roofers 

. -$30.00 1x10”, %x 9% .$32.50 
. 32.00 1x12”, %x11%. 34.00 
i- ‘inch thick, add $1. 


Clear Red Cedar Bevel Siding 


RS cco pa Rhos oak We ere nee Ree eee $39.00 
ee wedwous fn beethaketeosudeeee wien 55.00 
PR i inca sacar nok WG eto Sa ICR ain an ea 64.00 
Maple Flooring, f. o. b. Philadelphia 
MFMA— a5x2\% 1x3 ” 
iy errr re $98.25 $98.50 
eee eer 82.50 33 50 
ThirG SPAS. ccvicvcds acne es 59.50 58.50 
_Pondosa Pine Dressed 

Cc D No. 2 No. 3 
Re re $69.50 $58.50 $47.25 $38.75 
Me ee re Pe 79.50 63.50 45.25 40.25 
Se avacccawen 74.50 63.50 45.25 40.25 
ETS <add wees 84.50 73.50 45.25 40.25 
ge ere 99.50 88.50 49.25 41.25 
2” G6 Biss sacs 104.50 93.50 55.25 45.25 

Lath, 4-foot No. 1 

NE vias or canted $6.50 c.i.f.—$6.75 delivered 
SEOTRIOGN sccsccsces 4.90 c.if.— 5.50 delivered 





WEST VIRGINIA WOODS 


Philadelphia, Pa., Nov. 11.—Prices of West 
Virginia hardwoods, secured from authorita- 
tive sources exclusively for the AMERICAN 
LUMBERMAN, are as follows: 


Ash: FAS 4/4, $100@105; 5&6/4, $115@120; 


8/4, $125; 10&12/4, $135&140. Common, 4/4, 
$60; 5&6/4, $71; 8/4, $81. 

Chestnut: FAS 4/4, $83@85; 5&6/4, $100@ 
105. Common, 4/4, $56@58; 5&6/4, $62@65. 


Sound wormy, 4/4, $36@38. No. 2, 4/4, $27@29. 


Poplar: FAS 4/4, $110@115; 5&6/4, $125. 
Clear saps, 4-inch and up, 4/4, $80@82; 5&6/4, 
$90@95; 8/4, $95. Common, 4/4, $62@65; 
5&6/4, $70@73; 8/4, $78. No. 2-A common, 
4/4, $45; 5&6/4, $49; 8/4, $50@52; No. 2-B 
common, 4/4, $30; 5&6/4, $32@33; 8/4, $34@ 36. 


Red Oak: FAS 4/4, $95@100; 5&6/4, $110@ 
112; 8/4, $115@120. Common and select, 4/4, 
$60@63; 5&6/4, $72@75; 8/4, $75@77, No. 2 
common, 4/4, $45@47.50; 5&6/4, $47@50; 8/4, 
$50@55. 


White Oak: FAS 4/4, $110@115; 56&6/4, 


$125@130; 8/4, $130@135. Common and select, 
4/4, $65@70; 5&6/4, $75@80; 8/4, $80@85. No. 
2 common, 4/4, $50@58; 5&6/4, $55@58; 8/4, 
$61@63. 
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Just Off 
the Press— 





Handbook of 


Wood 
Construction 


Principles—Practice— Details 
by DUDLEY F. HOLTMAN 


Construction Engineer, 
Nat’l Committee on’ Wood Utilization. 


Tuis book was prepared under 
the direction of the control com- 
mittee of the National Committee 
of Wood Utilization and is rec- 
ommended and fully endorsed by 
this body which was appointed 
by President Herbert Hoover. 


Ir is the first comprehensive and 
authoritative, yet simple and easy 
to understand, guide to good 
wood-using practice ever pub- 
lished. It is an honest-to-good- 
ness manual of design and speci- 
fication in wood construction. 
Plentiful illustrations reinforce 
and clarify text. 


Ir is a reference work that 
should be on the desk of every 
lumberman to decide all ques- 
tions affecting the use of wood 
in construction, to aid in the effi- 
cient selection and application of 
lumber and promote efficient and 
economical forms of design. 


’ 


700 Pages 
11 Complete Chapters 
500 Illustrations 
6x9" —2" thick 


$ per 
copy 


Postpaid 


American fiimberman 


431 South Dearborn St., 
CHICAGO 


Est. 1873 











OAK FLOORING 


Following are carlot quotations, Chicago 
basis, on oak flooring: 
3ex2y%” } ee %x2” %x1 
Ist qtd. wht.. Hea $96.0 $7 
Ist qtd. red.. . 
2nd qtd. wht.. 84.00 74:00 65.00 63.00 
2nd qtd. red.. 78.00 72.00 65.00 63.00 
Ist pln. wht.. 91.00 74.00 69.00 65.00 
Ist pln. red.. 84.00 74.00 61.00 60.00 
2nd pin. wht.. 81.00 68.00 51.00 61.00 
2nd pin. red.. 77.00 68.00 53.00 54.00 
SVG -Wht. ..cce 63.50 62.00 38.00 41.00 


nee weéeee 62.50 62.00 38.00 41.00 
DEE swnvees 31.00 wees aa 18.00 

x ” ” 
ee eee $103.50 103.50 
ae ea a 103.50 103.50 
PME 5 pedeniecaesdeee 81.50 83.50 
ED a didadn aw ugedbesa 81.50 81.50 
See Gk OEE oeccesecadeesecne 79.50 81.50 
i a ie Keke hee cion+ és0-0 73.50 75.50 
Dn sWnck nekeauadaus 73.50 69.50 
if = SE 67.50 69:50 
5 on.6 aa burs. ba ema a ecae ‘62.50 50.50 
DM ssustececnnane wie leeen 52.50 50.50 
PR “chet ecstieesanaenadbed s 23.50 23.50 


New York delivered prices may be obtained 
by adding to the above: For fh inch stock, 
$3; for %-inch, $1.50; for %-inch, 


MAPLE FLOORING 


Sales by Michigan and Wisconsin flooring 
mills of maple flooring, as reported to the 
Maple Flooring Manufacturers’ Association, 
averaged as follows f. o. b. cars flooring mijj 
basis during the week ended Nov. 9: 

First Second “Thi ird 
ge pear ee Sie $88.62 $74.04 $52.23 


BLACK WALNUT 


Cincinnati, Ohio, Nov. 12.—Prices on Amer- 
ican black walnut, f. o. b. Cincinnati: 


FAS: — wide: 4/4, $245; 5/4, $250; 6/4, 
$255; alt $265 

FAS, 10” and wider: 4/4, $275; 5/4, $280; 6/4, 
$285; Sea. 


$29 
180 4/4, 5165; 5/4, $170; 6/4, $175; 8/4, 


No. 1: 4/4, $95; 5/4, $115; 6/4, $125; 8/4, $140, 
No. 2: 4/4 $42.50; 5/4, $45; 6/4, $50; 8/4, $55. 





—$————, 











“REACH FOR a shovel instead of a match,” 
is the apt advice of the Shevlin Equalizer in 
warning about carelessness which often results 
in disastrous forest fires. 


This Week’s Market Reports 


For Editorial Review of Current Market Conditions See Page 35 


CHICAGO BUILDING PERMITS 


Following are building permit statistics for 
October, 1929, and comparative figures for Sep- 
tember, 1929, and October, 1928: 


Oct. Sept. Oct. 
1928 1929 1929 





I i ii ae ee see altar 112 105 118 
Offices and hotels........... 7 3 9 
Ee 297 275 
Halls and churches......... 7 10 4 
DE cs ckceaticewncnnews os ae ° 
ON are 283 85 92 
Stores and offices........... ‘ae 2 2 
WeOPOS OBE BAIS. os. scccvccs 6 8 7 
Stores and apartments...... ais ng 1 
Stores and residences....... 40 4 9 
pT OE eee 5 4 3 
BE cninndcedwhadcasiaan eee 518 520 
Analysis— Brick Frame Frontage Costs 
Oct., 1928 809 25 38,951 $27,840,400 
Se spt., 1929 499 18 17,360 11,316,200 
Oct., 1929 504 16 18,419 22,827,200 


Cumulative figures for the first ten months 
of 1928 and 1929 are as follows: 


1928 1929 
Number of buildings. 8,216 5,669 
Frontage feet........ 293,632 199,043 
CE 24s ebb onenianee 273,202,450 $181,849,100 


NORTHERN PINE 


CHICAGO, Nov. 13—Northern pine is mov- 
ing in good volume to industrials, at attrac- 
tive prices. Retail demand is spotty, but 
prices are firm. 


BUFFALO, N. Y., Nov. 12.—The northern 
pine demand is less active than it was a 
short time ago. Most orders are for small 
lots and retailers are keeping down their 
stocks. Wholesalers are of the opinion that 
business is going to improve after the first 
of the year, if not earlier, and they have 
been increasing their stocks. 


HARDWOODS 


CHICAGO, Nov. 13—A continual volume of 
birch and gum moving to the furniture fac- 
tories is the brightest spot in the hardwood 
market, as local distributers see it. Automo- 
bile demand is quiet, as is radio, and de- 
liveries are being held up. Price levels are 
unchanged. Maple and birch flooring, par- 
ticularly maple, are being absorbed in fair 
volume by flooring factories, but oak flooring 
demand is off. 


BUFFALO, N. Y., Nov. 12.—Wholesalers find 
hardwood demand light, and below expecta- 
tions at most yards. The curtailment of auto- 
mobile output has caused a decline in hard- 
wood orders, and other lines are taking stock 
only as it is required. Prices are little 
changed, though oak flooring is reported 
stronger. 





CINCINNATI, OHIO, Nov. 11.—Inquiry for 
and sales of southern hardwoods last week 
continued spotty. Sap gum was the best 


seller, the furniture trade taking fair sized 
lots at unchanged prices. Automotive plant 
purchases are very light. The building trade 
is doing practically nothing, so flooring is 
dull, with prices weaker. The panel trade, 
especially the radio cabinet end, is slow, many 
radio plants having been shut down. 


ST. LOUIS, MO., Nov. 12.—The market for 
southern hardwoods has been depressed some- 
what as a result of lack of demand from au- 
tomobile trade. While no cancellations have 
been received, the automobile body interests 
have been asking that shipments against 
orders already placed be deferred. They have 
been doing so for several weeks, but to a 
greater extent during the last few days. The 
items affected are elm, maple and magnolia. 
Furniture interests also are said to be buying 
lightly. 


BEAUMONT, TEX., Nov. 11.—The hardwood 
market has slowed up somewhat. Sap gum is 
still the leading seller. Prices are holding 
firmly. Favorable weather has made it pos- 
sible for the mills to run to capacity. 


FIR, SPRUCE, CEDAR 


CHICAGO, Nov. 13—Pinning their faith to 
railroad and industrial demand, local distrib- 
uters are moving a fair amount of fir at good 
prices, but yard trade is still somnolent. 
Spruce is strong and there is a good sales 
volume. 


BALTIMORE, MD., Nov. 11.—Fir demand 
continues quite active, with large quantities 
of construction items being called for. The 
quotations are about steady, with the com- 
petition continuing rather keen, because of 
consignment stocks being difficult to place. 


KANSAS CITY, MO., Nov. 11.—Fir demand 
has slowed down, and prices have shown 
greater weakness in the last ten days. The 
demand is mostly from country yards and is 
for well mixed cars. There is some industrial 
demand, but it is not brisk. 


NEW YORK, Nov. 12.—The fir market in 
early November has been practically un- 
changed from late October. Sales probably 
have been less than incoming stock during 
the last fortnight, but there is no complaint 
whatever of congestion on the waterfront. 
Stocks are large. Most of the inward ship- 
ments was on consignment. 


WESTERN PINES 


CHICAGO, Nov. 13—Distributers of western 
pines are maintaining a policy of watchful 
waiting for the yard trade to open up, but 
demand is still very spotty. Retail stocks 


are maintained at low levels, but prices are 
quite strong for mill stocks, too, are de- 
The public’s demand for color in its 
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wood is keeping up a strong market in sand- 
plasted pine. 





BUFFALO, IN. Y., Nov. 12.—The demand for 
the western pines is slow, but because of 
limited stocks the retailers and industrial 
users are expected to do some buying between 
now and the end of the year. The chief 
strength is in California pine and Pondosa 
pine. 


KANSAS CITY, MO., Nov. 11.—Western 
pines business is at about the lowest point of 
the year. Retail demand has been very light. 
With a good many industrial consumers shut 
down or running only part time, there is not 
much business’ coming from that source. 
Prices are weak. 


NEW YORK, Nov. 12.—The inability of 
New York distributors to get items which 
they have been lacking for some months, is 
maintaining prices on Idaho and Pondosa 
pine. There is not a great demand. No. 3 
common and some items of No. 2 are often 
hard to obtain. Prices are very firm. 


HEMLOCK 


BOSTON, MASS., Nov. 12.—Hemlock boards 
are now in very light supply, and for either 
eastern or northern clipped $32 is generally 
asked. Around the first of the month there 
was some business at concessions, Bus no 
weakness has been reported since then. Be- 
mand is very quiet for everything on the hem- 
lock list. Fair prices are being secured for 
the light transit offerings of western hem- 
lock, but competition for mill shipment orders 
is still very keen. 


NEW YORK, Nov. 12.—Demand for all hem- 
lock lumber is light. There is considerably 
more western than eastern stock on hand. 
Retailers are able to rely on their regular 
customers for a certain amount of business. 


EASTERN SPRUCE 


BOSTON, MASS., Nov. 12.—The buying of 
eastern spruce frames, although light, cares 
for the very limited production, and base 
price is steady at $42. Retail yards are tak- 
ing random lengths in modest lots and some 
sellers are rather urgent. Business in 
matched spruce boards of specified widths 
and random lengths is keeping up very well, 
and 1x6- and 1xT7-inch fetch up to $39@40. 
Lath are dull and prices weak. 


CYPRESS 


CINCINNATI, OHIO, Nov. 11.—Sluggishness 
prevails in the cypress market, with orders 
this week scarce and sales mostly in mixed 
carlots. Industries are taking small lots of 
common lumber and tank, and country retail- 
ers are also buying when bargains are of- 
fered. Prices generally are soft, with mills 
eager for orders and willing to make con- 
cessions. Upstate buying is light. 


ST. LOUIS, MO., Nov. 12.—In the yellow 
cypress trade, selects and better are draggy, 
shop is fairly firm, and Nos. 1 and 2 common 
are quite firm. Demand is only fair. De- 
mand for red cypress items is steady. 


SHINGLES AND LATH 


NEW YORK, Nov. 12.—There is a fair de- 
mand for eastern spruce lath, and wholesale 
stocks are in good supply. Cargo and rail 
arrivals of late have been satisfactory. West 
Coast shingles are selling fairly well, with 
large supplies and varying prices in differ- 
ent sections of the metropolitan area. 


KANSAS CITY, MO., Nov. 11.—Country 
yards are about the only buyers of shingles, 
and business is limited. Prices are weak, with 
clears selling around $2.45 and stars at $2.25. 
Lath demand also has been falling off, and 
most of it lately has come from city yards. 
Siding demand is slow, with the limited busi- 
ness divided between city and country yards. 


SOUTHERN PINE 


. CHICAGO, Nov. 13—Southern pine is mov- 
ing, as for some time, in small quantities only 
to the yard trade, which insists on low stocks 
aS inventory time approaches. Reports of in- 
creased building activity, as money is made 














“Eliminate That Hazard and 
You May Prevent a Fire”’ 


You don’t want a fire—no good busi- 
ness man would. What you want is 
protection against fire—prevention if 
possible, but reimbursement for loss if 
you should have a fire. 


One of our most valuable services to 
the industry is our study of fires and 
fire causes, our pointing out of fire 
hazards, and our specific recommen- 
dations for fire prevention. 


Prevention of fire keeps the policy 
holder in business, reduces payments 
for loss, increases savings, makes big- 
ger dividends and reduces insurance 
cost. 


If you do suffer fire loss, Lumber 
Mutual policies assure full and prompt 
payment of claims. Developed by lum- 
bermen for the benefit of their own 
industry, Lumber Mutual insurance 
offers the most satisfying protection a 
lumberman can buy. 


You will be interested to know how much mutual means in our 
policies, in protection, in fire prevention, in payment of claims, in 


dividends and in insurance cost. 


Write any of our Companies for 


full information, 


ASSOCIATED LUMBER MUTUALS 











ance Co., of Indianapolis, Ind. 


Co., of Boston, Mass. 


of Mansfield, Ohio 


Indiana Lumbermens Mutual Insur- amentve Mutual Fire Associa- 
t 
The Lumber Mutual Fire Insurance 


Lumbermens Mutual Insurance Co., 











on, of Seattle, Wash. 


Pennsylvania Lumbermens Mutual 
Fire Insurance Co., of Philadel- 
phia, Pa. 


Central Manufacturers Mutual In- 
surance Co., of Van Wert, Ohio 








available for building loans, are expected to 
put a trifle more life into the retail demand. 
.Industrial sales are in fair volume, at reason- 
able prices. 





NEW YORK, Nov. 12.—None of the retail 


yards are heavily stocked with lumber, nor 


are they making any attempt to buy more 
than is necessary for immediate needs. Ar- 


rivals of late have been light, with prices 


unchanged. 


BOSTON, MASS., Nov. 12.—Current business 


in southern pine is quiet but steady. Buyers 


do not hesitate to pay regular prices for im- 
mediate needs. 


prices. The roofer situation is unchanged. 





CINCINNATI, OHIO, Nov. 11.—Stagnation 


is complained of by dealers in southern pine. 
Last week wholesalers thought prices had 
reached bottom, but this week further weak- 
ness is manifest, with prices off $1 to $2. 
Buyers are out for bargains. Building loans 


Flooring is dull but there is 
no effort to stimulate interest by cutting 


are tight, and money rates high. Common 
lumber and millwork alike are inactive. 


KANSAS CITY, MO., Nov. 11.—Demand for 
retailers was lighter last week, and indus- 
trial demand for some items thas decreased. 
There is a good call in the East for flooring, 
and a heavy demand for car siding, which is 
very firm. Nearly all orders from retailers 
are for well mixed cars. Prices in general 
continue weak. Sales managers for the big 
mills say that indications are that demand 
will be slow now until around the first of the 
year. 


ST. LOUIS, MO., Nov. 12.—The market for 
southern pine is exceedingly quiet, and has 
a weaker tone, although there is no per- 
ceptible change in prices. Buying for the 
construction trade is seasonably quiet. In- 
dustrial trade, which is usually good at this 
time of year, also has fallen off considerably. 
Stocks in hands of manufacturers are sub- 
stantial. Transit car lists have increased, 
and demand for them has decreased. Re- 
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Lumber Dealers Who Know 


Babcock Spruce Ladders wouldn’t think of selling 
any other kind. Babcocks are especially made to meet 
buyers’ requirements, in that they are light and easy wouiil 
to handle yet strong. No wonder people buy them 

Sell the ladders buyers want, if 

you want to make profits. 


Write for the BABCOCK catalog. 


THE W. W. BABCOCK CO., Bath, N. Y. 




























PRODUCTS OF 
THE FOREST 


Providence Factory 
Nicholson File Co. 


= 


Philadelphia Factory 








High Jump 


G. & H. Barnett Co. 





Shooting down a lane of 
hard-packed snow, an ace 
of ski jumpers suddenly 
takes off into space. 


No wonder the crowds 
flock to the winter sports 
—sports made possible in 
part by skiis—a product 
of the forest—another re- 





minder that we could 
not get along without 
wood. 


On Saw Files, the Nich- 
olson and Black Diamond 
Trade Mark is a forceful 
reminder that the sawyer 
has bought a sharp cut- 
ting, durable tool. 
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NICHOLSON FILE COMPANY 
Providence, R.1., U.S.A. 


—_—- 


tailers are buying only such items as they 
need immediately, and will buy no more no 
matter how attractive the prices may be, 


BEAUMONT, TEX., Nov. 11.—The southern 
pine market has been very quiet during the 
last week, but longleaf is an exception. Most 
prices have been holding firm, although ship. 
lap is from $2.50 to $3 lower than it was 
thirty days ago. Curtailment of production 
has held down stocks to a point where mixed 
cars are not plentiful. Car siding is very 
active and is strong, while flooring, which is 
manufactured out of the same material, shares 
its strength. 


CLAPBOARDS 


BOSTON, MASS., Nov. 12.—The clapboard 
market is distinctly dull, as retail yards are 
doing a light business. Offerings of eastern 
spruce and native white pine are quite 
limited and prices are well held. Plenty of 
clapboards from the West Coast are on offer, 
and some can be picked up at concessions, 


BOXBOARDS 


BOSTON, MASS., Nov. 12.—Industrial con- 
sumers are taking a substantial volume of 
packing lumber. New business is not very 
important, however, as there are many ship- 
ments on old contracts. The price situation 
is unchanged. Only a comparatively small 
percentage of stocks of dry box lumber re- 
maining in first hands is unsold. Round edge 
white pine inch boxboards are $27@30. 


Timber Land Sales 


MILWAUKEE, WIS., Nov. 12.—What is said 
to be the largest sale of standing timber ever 
made by the United States in this district 
was confirmed by E. W. Tinker, district for- 
ester, Nov. 9, in Milwaukee. It comprises 
42,500,000 board feet of saw timber and 
308,000 cords of pulpwood located in a 63,000- 
acre area in the Kawishiwi working circle, 
Superior National Forest in northern Minne- 
sota. The bid of approximately $500,000, sub- 
mitted by the Northwest Paper Co., Cloquet, 
Minn., was accepted. Cutting of this timber 
will continue for twelve years and the pur- 
chasing company will build nearly twenty 
miles of logging railroad during the opera- 
tions. Only such trees as are marked by the 
Forest Service will be cut on a “sustained 
yield” basis. 


BIRMINGHAM, ALA., Nov. 12.—0O. A. Griffin 
purchased two and half million feet of stand- 
ing timber seven miles below Bessemer, Ala., 
and will erect portable mills to manufacture 
for the yard trade. This stock will be han- 
dled through the retail department of his 
business, known as the Griffin Lumber Co. 





Hymeneal 


FETTY-SNYDER. C. Wallace Fetty, of 
Seattle, Wash., and Miss Josephine Snyder, 
of Tacoma, Wash., were married Nov. 2 at 
the First Baptist Church of Tacoma. The 
bride is the daughter of O. V. Snyder, vice 
president and general manager of the Pacific 
Match Co., of Tacoma. The ceremony was 
performed by Rev. C. Oscar Johnson, pastor 
of the First Baptist Church, and was attended 
by a large party of friends and relatives of 
the couple. Mrs. R. L. Knapp was matron 
of honor and Miss Katherine Trim maid of 
honor. Preston Fetty was best man and the 
ushers were Donald Preston and R. L. Knapp. 
Following the church ceremony a reception 
was given at the Snyder residence. Both Mr. 
and Mrs. Fetty were brought up in Tacoma 
and have many friends in that city. They 
left on a short wedding trip, after which they 
will make their home in Seattle, where Mr. 
Fetty is in business. 





SS = o 

Wood Used for Repairing Bridge 

ALBUQUERQUE, N. M., Nov. 11.—The impor- 
tant part that wood plays in connection with 
railroad and bridge construction is indicated in 
the use of 85 carloads of lumber and timber 
in the 2,500 feet of trestle work at La Joya, 
on the Albuquerque-El Paso branch of the 
Santa Fe railroad, following a disastrous 
washout at that place. Fifty carloads of pil- 
ing in lengths of 38 to 60 feet were used. Ma- 
terial for repairing a thousand feet of trestle 
on the south end of the washout was shipped 
from the railroad storage yard at Arkansas 
City, Kan. 
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oe (Continued from Page 75) SALES REPRESENTATIVES: 
he 
delay of the usual fall rains has enabled small G. S. Patterson, P. O. 
“ mills to continue operations. The small mills w Schill pa ~ gp Oc » Wie, 
“es do not have large stocks but they are ac- - Jj. ple enton Blvd., Kansas City, Mo. 
on cumulating them fast. Alex W. Stewart, 931 Lumber Exch. Bldg., Minneapolis, Minn. 
ed The Snoqualmie national forest is adver- 
ry tising for sale approximately 500,000,000 board 
is feet, consisting largely of hemlock and silver 


es fir, located on the south fork of the Stil- 
laguamish River near Silverton. 

The Fittite Cedar Shake Co. is conducting 

an aggressive sales campaign, maintaining ex- 

rd hibits at the various Northwest fairs and help- 

jing prospective builders shape their plans. At 


oa one fair, 329 prospects were obtained. 
ite The sawmill of the Milton Box Co., Milton, 
of Wash., which burned with a heavy loss in 
or August, will be replaced by a larger mill, 
; rated to cut’ 60,000 board feet of lumber a 
shift. Operations are expected to begin this 
month. A log pile of 2,000,000 board feet is 
now available. The new sawmill is all elec- 
n- tric. From 150 to 200 men will be employed. 
of Pending construction of a log pond, which 
ry will take about thirty days, the St. Paul & 
p- Tacoma Lumber Co.’s camp in the Kulshan 
on district will be closed. This camp has been 
all employing about 200 men, and its output has OG, EEG 
'e- average thirty carloads a day, which are sent a 
ge to Bellingham, Wash. ' 
The Lewis Peters Lumber Co. announces the + bd 
opening of an office at 33 Henry Building, in t S rom titu e 
charge of James A. Moore, who comes from ; 
the company’s headquarters in Eugene, Ore. 
The Mackintosh Truman Lumber Co., of this Grown rees 
. city, has moved its offices from 327 Henry y 
id Buiiding to 1018 White Building. : 
4 Col. W. _B. areeley, secretary-manager of ; Yes, Sir! All Craig Mountain Pon- 
r- the West Coast Lumbermen’s Association, has d Pi f l ° d 
es been elected an honorary member of the Seat- 10sa ine comes from altitude grown 
nd tle Mountaineers Club. L. A. Nelson, in charge timber. 
0- of the department of grades and insvection, 9 — ‘ 
le, is also active in affairs of this club. Col. j That's why it’s so light, soft and 
Greeley’s election was the result of his many white. 
% Begs ey Don't be satisfied with anything but 
a Schuette Co., New York and Pittsburgh, has the genuine Craig Mountain Product. 
ty spent some time in Seattle looking over local + ° 
a= conditions with Robert Patterson. O. P. Op- Craig Mountain Lumber Co. 
1e perman, president of the Schuette company, 
od was in Seattle last week. oe WINCHESTER, IDAHO. 
Leaving his business in charge of his sons, Ja 
in J. Lampert, president of Jake Lampert Yards 
1- (Inc.), of St. Paul, Minn., is enjoying him- 
Ley self while on a trip west. He spent several 
re days in Seattle and will go to California. 
Lester McCoy, of the McCoy Lumber Co., 


Minneapolis, was a recent visitor to Seattle. 
Portland and Seattle were visited last week 
by L. G. Delamater, of the Westcott Lumber 
Co., of Vancouver, B. C. 

H. Neubert has returned from a trip East. 
He reports conditions in the agricultural 
of States much improved, but little lumber buy- 
ing in the large cities. 























“ Ted Conner, sales manager of the Huntting 

@ Merritt Lumber Co., of Vancouver, B. C., has 

ic just returned from a trip through the eastern 

LS and southern States, during which he spent 

or a week in Wichita, Kan. 

3 A. T. Morbach, New York sales manager of 

-: the Blanchard Lumber Co., has been in Seattle 

of four weeks. He is taking a trip through the 

e United States, stopping at various lumber se eee 

D. centers. o : ; 7 

n . _ 

; Duluth, Minn. 

y Nov. 12.—In the face of a seasonal falling 

: off in inquiries and sales, northern mill opera- () ~~) ‘ 

’ tors are for the most part optimistic. Most Deg \ 6 
manufacturers are now putting forth real ef- \ » ESOTO G 
forts to obtain business. \ VALITY OAK D CLOSET LININ y 

Stocks are below normal at most of the 2 rs e 

e mills. Stocks now on hand in the head of 

A the lakes area approximate 390,000,000 feet, 

. a slight gain over the figure for last month 

7 at this time. Dimension is in very short 
supply at practically all mills, and other one 

r scarce items include 1-inch and thick selects, Order “DE SOTO” Makes Homes Vermin proof 

, ixt-inch and wider No. 1 common, 1x12-inch ae a oo in ‘ venient eet, m& i and new homes, should be made 
No. 2 common, 1x4-inch and larger, No. 3 com- vo dee OF CArlOls Mmixe ‘ — 

: mon, 5/ and 8/4 No. 1 and 2 shop, No. 4 with our “DE SOTO” Red Cedar Closet Lining 

: common, 2x10- and 12-inch No. 1 Norway, and “QUALITY” Here is a profitable side-line for your business. Go after the 

Ps 38-inch plank and timbers. Listed among sur- Oak FI e se Mone 4 SS oe, ee eee with stock made 

i Plus stocks at most mills are 4-inch No. 3 - a “De Soto” lining is made in %x2, 2% and 3% inch widths. 

: Norway, 4- and 6-inch No. 3 common, 1x6- . 
inch No. 4 common, 1x4- and 6-inch D selects, S d a EF 2 C 

5 6/4 Norway select and 1x4-inch No. 1 and 2 De oto Har woo looring ompany 
Norway. ? MANUFACTURERS AND WHOLESALERS 
; The danger of forest fires in northern Min- Sledge Ave. and Southern Ry. MEMPHIS, TENN. 
esota is practically over for the season. 
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Gasoline-Operated 
Locomotive Cranes 


IRE hazards are practicaly eliminated. 
F Operating expenses reduced to a 
minimum. No fires to bank; no worry 
about coal and water; no boilers to reflue. 
Fuel costs stop when the crane is idle. 
Operated by one man. Plenty of power 
for every operation —traveling, hoisting, 
booming, swinging. 

Equipped with powerful quick-acting “V” 
type clutches. Fast, full-revolving swinging 
on roller-bearing wheels operating between 
large-diameter turning rails, an exclusive 
ORTON feature. Operating levers banked 
in the front of the roomy, all-steel cab, 


giving easy operation and a clear view of 
the work. Simple, compact and well-bal- 
anced design, the result of a quarter cen- 
tury of experience in the manufacture of 
cranes. 

Built in nine sizes, handling capacities 
from 6 to 40 tons on 30- to 60-foot booms, 
and mounted on standard or special gauge 
car bodies, to suit any requirement in lum- 
bering operations. 


Write for Bulletin 56 on locomotive cranes, 
and for Bulletin 60 on crawling-tread. cranes 
and shovels. 


ORTON CRANE & SHOVEL CO. 
608 South Dearborn Street, Chicago 
Representatives in Principal Cities 





RTON 


Cranes, Shovels & Buckets 














Order a set of our Planer and Jointer Knives and see 
how they compare under actual service conditions. 


- Send us a paper pattern with dimensions and kind of wood to be worked, 
SPECIAL: We will quote you at once and give you earliest date of delivery. 


[High Speed Steel Knives and Moulding Cutters for the Woodworking Industry.] 


TAYLOR, STILES & COMPANY, :: 


WESTERN AGENTS: Hall & Brown W. W. Machine Co., St. Louis. Missouri 


RIEGELSVILLE, N. J. 











Snow fell in the forest areas about a week 
ago. Grass fires, none of them serious, are 
springing up from time to time. 


Milwaukee, Wis. 


Nov. 11.—Small town yards continue to do 
a fair business for this season, and the out- 
look is considered favorable by most whodle- 
salers. Demand from city yards continues 
quiet, and is almost entirely for single cars, 
usuaily very mixed, to fill urgent requirements, 
The seasonal lull in city business is consid- 
ered somewhat more pronounced than usual, 
West Allis, Wis., which is one of the largest 
industrial cities of the State, has a small- 
home building boom under way which strongly 
favors frame construction. Industrial demand 
continues unabated and accounts for a con- 
siderable movement of hemlock, No. 3 birch 
and some maple. The furniture factories are 
showing greater activity, and radio cabinet 
production is still active. Demand for pack- 
age materials continues steady. No cancel- 
lations of plans for factory expansion have 
yet been reported, notwithstanding the col- 
lapse of the stock market. Financing for 
most of these projects was largely completed, 
in .Milwaukee at Ieast, before the deflation, 


Boston, Mass. 


Nov. 12.—Wholesalers think the market 
here for Pacific coast lumber is looking bet- 
ter. Reasonably remunerative prices are 
being secured for transit lots with less diffi- 
culty than has been usual of late. The 
market for northern and eastern softwoods 
is quiet, but spruce frames continue steady 
at $42 base. Lath are still hard to move even 
at recent declines in price. Shingles also 
are slow of sale. Southern pine flooring is 
quiet but steady. Idaho white and Pondosa 
pines are selling moderately. 

Three schooners arrived last week with 
cargoes of spruce from Nova Scotia, an un- 
usually light movement for this time of year. 
Other foreign arrivals included a part cargo 
of fir and hemlock by steamer from British 
Columbia and 1,500 pieces of teak from Singa- 
pore and Rangoon. 

Lumber interests will be able to benefit 
from direct steamship service between Bos- 
ton and New Orleans and Mobile, it has been 
announced here by Rogers & Webb, agents 
for Moore & McCormack Co., of New York. 
Attractive rates will be quoted, it is stated, 
and there will be weekly sailings, the trip 
from New Orleans taking eleven days, and 
that from Mobile eight days. 


New York, N. Y. 


Nov. 12.—The steadiness of the lumber 
market during the last month is causing gen- 
eral comment among wholesalers and retail- 
ers. In that time there have been very few 
price changes, although with only occasional 
exceptions, wholesalers and retailers say that 
business is dull. The wholesalers complain 
that retailers are buying even more sparingly 
than their needs justify, and the yards 
assert that they are doing little more than 
supplying their regular customers, who are 
not buying heavily. All wholesalers are of 
the opinion that lists will not go lower. 

The Nylta Club took a night off last Friday, 
more than 150 members having attended the 
dinner and vaudeville entertainment given 
the night before under the club’s auspices at 
the Aldine Club, 200 Fifth Avenue. There 
was a good dinner and a fine show. Conrad 
Pitcher made the arrangements. 

Benjamin Downing, of Downing Bros., 
Locust Valley, Long Island, and treasurer of 
the Nassau & Suffolk Lumber Corporation, 
was victorious in his recent campaign for 
supervisor of Oyster Bay township. 

W. T. Martin has opened an office at 73 
Huguenot Street, New Rochelle. 

Thomas A. Jenkins, jr., vice president and 
treasurer, and George L. Felter, secretary, of 
the Arthur E. Lane Lumber Corporation, left 
last Saturday for an extended trip to the 
West Coast, where they will visit the mills 
represented by the corporation in eastern ter- 
ritory. Mr. Jenkins is a son-in-law of Mr. 
Lane, founder and head of the business, and 
Mr. Felter is manager of the Philadelphia 
office. 

Capt. M. W. Haney, of the William Schuette 
Lumber Co., 220 Fifth Avenue, returned last 
week from an extended stay on the Pacific 
coast, where he inspected stocks and studied 
mill conditions. His trip took thim into 
British Columbia, with a stop in Spokane. 
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